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Wie will blanket the 


country with Columbia 
Dry Battery advertising 


DURING 1925 the great weekly and 
monthly magazines will print and put 
into circulation the enormous total of 
51,902,812 Columbia Eveready Dry Bat- 
we mente - tery advertisements. Among these pub- 
, < lications are The Saturday Evening 
Post and the most widely read mechan- 
ical, technical, juvenile, motor boating, 
fishing and farm publications. There 
will also be a long list of newspapers 
and trade papers in which Columbia 
Evereadys will be advertised. To secure 
maximum effectiveness the advertising 
copy for each class of publication will 
be most suitable for the particular field 
it covers. 

A campaign of such tremendous force 
as this must mean something to every 
dealer in the United States. It will 
reach into every state and county, cov- 
ering cities, towns and villages every- 
where. Its influence on retail sales will 
be immense. 

This year more than ever before 
events will demonstrate that Columbia 
Eveready Dry Batteries are one of the 
few items that salesmen can write on 
their books at practically every call, 

fr — ’ Ce with a minimum of selling effort. 

\ { aie HOMESTEAD < / I he i f this adver- 

| | EW ENGLAND: iw Near 2 } _Impress the importance of this adver 

ee 9 tising on your dealers and urge them to 

| use our store and window display mate- 
rial. Sent free to any dealer on request. 
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Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York San Francisco 
Atlanta Chicago Dallas Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ont. 


Columbia 
Dry Batteries 


-they last longer 
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RIGID CONDUIT that can be ‘“‘cold bent’’ 

right on the job, with a glass-like interior that 
makes fishing easy. Every length, every elbow and 
every coupling made safe by Sherardizing---an alloying 
of pure zinc with steel pipe under intense heat---and pro- 
tected still further by a baked-on coat of acid resisting 
enamel. Clean, sharp threads, absolutely uniform which 
save delays on the job. 


Sherarduct, the leading conduit 
makes fine buildings better 
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Editor’s Page 


A Happy New Year 


T IS our sincere wish that you and all of 
I yours will gain more happiness and _ pros- 
perity than you could possibly have antici- 
pated for this year of 1925. Whatever 1924 
was to you, it is now history. The results are 
irrevocable. Last year was not such a bad one 
all things considered. Its story is one of figures 
and you are now reviewing them. This year, 
so run the signs, the results will be even more 
satisfactory. 

In taking inventory there is one account that 
men in business are coming to cast up more and 
more frequently. It is the moral account. 
What say the figures? Was the Golden Rule 
in effect with you and did it show a net gain in 
1924? If so, what steps have been taken to in- 
crease its efficiency and make it work more 
effectively for the profit of your business in 
1925? It might be well in formulating every 
sales and advertising campaign, every plan that 
is of enough importance to be set down on 
paper, to incorporate the Golden Rule as the 
opening paragraph. What a 1925 we should 


have! 
* * * 


Fixture Market Should Not Be 
Abandoned 


ANY who are interested in the lighting 
M fixture business are considerably agi- 
tated over the proposed postponement 
of the annual lighting fixture market. Most 
are of the opinion that this action taken by the 
executive committee of the National Council of 
Lighting Fixture Manufacturers means the 
actual abandonment of the market, since no fu- 
ture date has been set. 

One of the most constructive pieces of work 
ever done by the Council was the establishment 
of the Market. It is the “Style Show” of the 
fixture business. As such it has been held at 
the same time and place as the Lighting Fixture 
Dealers’ Association Convention and has been 
the means of creating interest and stimulating 
attendance at the dealers’ meetings. 

It has been said that the latter part of Jan- 
uary is the wrong time to hold the Market as it 
conflicts with inventories. But if the date is the 
convenient one for the dealers to meet for their 
convention and as most inventgries are over 
with by that time, the reason does not seem to 
be a valid one. 

In our opinion the market should be held at 


the usual time, and in conjunction with the 
dealers’ meeting. If the Council sees fit to 
abandon it, in all probability it will soon be re- 
vived by other interests. It has been a source of 
too much profitable education for the dealer and 
he has put too much dependence upon it for the 
new ideas he is seeking in his business to per- 
mit of its being suspended for any great length 
of time. 


Our suggestion to the Council, therefore, and 
we are not alone in it, is to by all means main- 
tain the Market and continue the good work. 

* * * 


“Liquor Salesmanship”’ 


NLY recently we picked up on the train 

a single page torn from some book or 

magazine on which appeared the follow- 
ing-editorial. We thought it very good and 
would extend credit to the author if we knew 
the source. 


“It is astonishing, in these days of advanced 
salesmanship, that so many salesmen still de- 
pend on the influence of gifts of liquor, cigars 
and similar tactics to sell their wares. And it 
is more astonishing that they are encouraged in 
many cases by their sales managers and em- 
ployers. 

“Good salesmanship is nothing more or less 
than an earnest desire on the part of one man 
to serve another in an efficient advisory and con- 
sultant capacity. The good salesman doesn’t 
advise his prospect to buy something for which 
he has no need, nor an article of inferior qual- 
ity. The salesman exists for the primary pur- 
pose of helping the buyer. 

“Failing in this, the salesman becomes an 
order taker, and to curry favor with the buyer 
subsidizes him with gifts, of which liquor seems 
one of the most acceptable today. 


“Tt robs selling of all its pleasure to know so 
little about one’s product and to have so little 
interest in the prospect as to have to resort to 
liquor salesmanship. And then too, the mutual 
disgust between the two must be hard to en- 
dure. 

“The salesman who peddles booze (the word 
is of 1910 vintage but it still holds good) with 
his goods is not keeping faith with the Consti- 
tution of the United States. And if he does 


not keep faith in one thing—why should the 
buyer place his trust in his word, or his prod- 
uct?” 
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The fellows who are 
acquainted with these 
two Super-Lighting Units 
are making money gay 
selling the idea asada 

4 of Super-Lighting ¥< LZEE = 
» in Show Windows <Lyj 
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S * Return this cou- Super-Lighting effects like those pictured above are the re- 
Se pon and we will sult of using GIANT and LEVIATHAN X-Ray Reflect- 
ye ‘. mail you full par- . 
at ticulars _ about ors. The more light, the more people who stop and look 
@ o% : EH REMAN he at the windows. Tests prove that. 
*s LOCA ‘ flectors. 
7 . 
% > With these new reflector developments X-Ray Engineers 
4 *% have made it easy for you to interest the dealer. Super- 
%, Se Lighting is the newest thing in show window lighting. 
oe \° =. % 4 Give it your attention now and take hold of a highly prof- 
~* *A% 4 itable proposition. 
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The 


obber and the Syndicate 


“Where Is My Volume?” Says the Jobber as Purchasing 


) y HICH WAS first, 
the jobber or the 

syndicate? This is 
a question, the answer to 
which is lost in the limbo of 
unwritten electrical history. 

It will probably be found 
that the tendency of several 
public utilities, operating in 
as many different localities, 
to be joined together under 
one centralized management, 
was the result of liquida- 
tions of the earlier proper- 
ties, and their purchase, as 
an enforced measure of pro- 
tection, by manufacturers to 
whom they were indebted. 
It is a well remembered fact 
that the vicissitudes of the 
electric light and street rail- 
way companies in the ’80’s 
and early ’90’s were many 
and varied; that local capi- 
tal was not easily attracted, 
and that many communities 
were without service of this 
character for years after the 
science developed into an in- 
dustry. 

Coincident with the in- 
creasing use of electricity 
came the electrical supply 
jobber, but the control of 
public utilities by syndica- 
tion did not blanket the 
country, as did the service 


Agents Become More Remote 


By W. R.-HERSTEIN 








66FQRESENTLY the principle of 

syndication, having embraced 
practically all the larger cities, began 
to take in the smaller, until at the 
present time no community is too 
small to be included. This article is 
not an unfriendly criticism of the 
syndicate. On the contrary, every 
electrical man knows the difficulty, 
and frequently the impossibility, of interesting local 
capital in public utilities. Especially is this true of 
small-town capital. Many towns and villages would 
probably never have the advantage of electric service 
without the network of transmission lines which is 
made possible only by the joining up of communities 
in a comparatively large area. Certainly life on the 
farm is rendered vastly more attractive by the in- 
creasing availability of electric light and power. To 
the men who have risked their fortunes and devoted 
their lives to the creation of this condition, the re- 
spect and approval of the country are clearly due. 
In a measure, however, this development has worked 
a hardship upon the jobber.” 

















of the electrical jobber, for 
a period of many years. 
The attention of the large 
organizers was confined to 
metropolitan 
the jobbing 
gradually beginning to 
thrive on _ installations in 
smaller localities. Presently 
the jobber was carrying on 
his books the accounts of 
dozens, perhaps hundreds, 
of utilities located in his 
trade territory, 
which was doing its 
buying and was a regular 
port of call for the jobber’s 
salesmen. Lamp _ contracts 
of moderate size, small me- 
ter and transformer con- 
tracts, orders for supplies in 
greater or less quantity, 
were to be had galore. The 
central station business was 
distinctly good. 


centers while 


business was 


each of 
own 


Presently the principle of 
syndication, having em- 
braced practically all the 
larger cities, began to take 
in the smaller, until at the 
present time no community 
is too small to be included. 
This article is not 
friendly criticism of the 
syndicate. On the contrary, 
every electrical man knows 
the difficulty, and frequent- 


an unh- 
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ly the impossibility, of interesting local capital in public 
utilities. Especially is this true of small-town capital. 
Many towns and villages would probably never have 
the advantage of electric service without the network 
of transmission lines which is made possible only by 
the joining up of communities in a comparatively large 
area. Certainly life on the farm is rendered vastly 
more attractive by the increasing availability of elec- 
tric light and power. To the men who have risked 
and devoted their lives to.the creation 
and approval of the coun- 


their fortunes 
of this condition, the respect 
try are clearly due. 

In a measure, however, this development has worked 
a hardship upon the jobber. He has seen the total num- 
ber of his customers gradually decrease, as one by one, 
and sometimes dozens by dozens, the small plants have 
been merged into the big company. Later he has seen the 
big company merged into the bigger company, so that 
any salvage he may have rescued from the first merger 
becomes a total loss in the second. At first, and for a 
number of years, the consolidations were brought about 
by the smaller c 
tenants, in fact—whose headquarters frequently re- 
mained in the jobber’s own trading area, and whose 
purchasing agents were accessible to the jobber’s sales- 
As these were absorbed by the real captains of 
turn, by majors, colonels and 
agents 





men. 
industry, and they, 
generals, purchasing 
remote, buying power greater, 
more firmly established until contact between operating 
company and manufacturer became an actuality to the 
exclusion of the jobber. 

The blame for this situation—if any blame 
cannot be charged to the jobber, the operator, or the 
a process of natural devel- 


in 


became more and more 


and credits more and 


exists 
manufacturer. It is simply 
on. It is not inconceivable 
eventually be served by a 


of 


opment, which is still going 
that the entire country may 


comparatively small number competing operating 


companies, much in the manner that is now being sug- 
gested for the railroads. With a continued demonstra- 
uon of the ability of the syndicated properties to pay 
dividends regularly and to decrease the cost of elec- 
tricity in the face of a general increase in the cost of 
everything else, capital and public sentiment will un- 
questionably favor this ultimate outcome. 

what does this signify to the electrical 
undeniably a de- 
Even where 


Meanwhile, 
supply jobber? tor tae present, 
creased volume of central station business. 
le is fortunate enough to have access to the syndicate’s 
purchasing agent, the loss of his contractual business is 
hard to overcome. The extension of high lines 
country means an occasional spurt in his housewiring 
supplies when new towns and villages are tapped, but 
this business is small and spasmodic. The actual sale 
of pole line material is substantial if he can secure the 
business, but here he is in constant competition with 
the manufacturers. Seldom is he able to quote at- 
tractive prices, and all too frequently, when the busi- 
ness is secured, the profit is pitifully small. The ag- 
gressiveness of the syndicate in developing the interest 
of local communities in household labor-saving devices 
and other merchandising lines is notable and commend- 
able, but here again the manufacturers step in and take 
the business direct; lured by the magnitude of its volume 
many instances, their own distributors. 
The business of the jobber with the syndicate, there- 
At present, it looks like 
A most hope- 


across 


to by-pass, in 
fore, has its ups and downs. 
the downs have rather the better of it. 
ful circumstance, however, is the growing disposition of 
the larger organizations to supplement the work of 
their central buying office with local purchasing agents. 
where the size of the property warrants it. Along with 
the theory of local customer ownership of stock, 
the of local buying. In this way considerable 
quantities of pick-up requirements are to be had by 
(Turn to Page 92) 


goes 


idea 


home jobbers. and it is quite as- 
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SMILES 








Fullerton Place, 


© 1925, R. 


Dear Folks: 
I met a man the other day whose eyes were clear and bright, his face was wreathed in happy smiles to 


show his heart was light. I studied him with 


hair was prematurely gray. 


Good luck must always 
his very toes. 
to earn a little gain. 
felt I'd had a double share. 


stant grin. 
his eyes filled up with tears. 


the rest inside. 





interest, 


his manner was so gay, and yet I noticed that his 


Thot I he’s never had a care nor worry on his mind, a man with such a jaunty air, you very seldom find, 
follow him, he’s had no grief nor woes, 
And then I thot of what I’d had to bring me grief and pain, and of the price I had to pay 
I thot of all the burdens that I’d had to take and bear, and when I looked at him I 


he seems to tingle happiness down to 


But later on I learned the truth about this man I met, it seemed to me impossible, I marvel at him vet. 
His way is just a subterfuge to hide the pain within, and that’s the reason also for his broad and con- 
The worst of luck has followed him thru long and weary years, but not a soul has ever seen 


I’ve learned a mighty lesson from this man who’s never cried, I’ll show the world the best of me and keep 


Cordially yours, 
a. Mae 
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Distribution Is Still the Great 
Problem 


The New Year Promises Plenty of Thrills—Manufacturers Are Optimistic 
and Plan Expansion and Need the Jobber More Than Ever 


HE electrical industry is entering a new year, 

which promises plenty of thrills in the way of 

startling developments in methods of merchandis- 

ing as well as in new devices. Bigger and better business, 

wider distribution and a sensible adjustment between sup- 

ply and demand will make 1925 a conspicuous period in 
electrical history. 

With such a year ahead, the attitude, hopes, desires 
and intentions of the manufacturer are of unusual inter- 
est at this time. He has only his own line to depend on. 
He cannot fall back on a dozen others as the distributor 
can, He must make and market his own particular goods 
successfully or go out of business. 

By surrounding himself with engineers and technicians 
of the proper calibre he can insure quality in his product. 
These activities are confined within the walls of the 
factory and laboratory. But when it comes to reaching 
out over the country, seeing the goods clear through to 
the consumer, he must have outside help and lots of it. 

So the manufacturer’s greatest and most absorbing 
problem is not steel or glass, production cost or quality, 
but distribution. When he puts his product in the hands 
of a distributor he is sending a missionary into the wilder- 
ness to spread his gospel for him. Upon the personality 
and zeal of these missionaries depends the success of 
the manufacturer. 

In discussing prospects for the future the manufac- 
turers make several “keynote” statements on which they 
seem to be unanimous. First among these is a keen desire 
to co-operate with and distribute through the electrical 
jobber. That this wish is qualified by some criticism of 
jobbers, weakens it not a whit. It simply means the 
maker of things is seeking to improve relations and 
methods, for the benefit of both. 


An ideal condition would be a jobber for every sepa- 
rate line, a condition so absolutely impossible that it is 
orly mentioned as a millennium beyond the reach of man. 
The only possible substitute is more jobber distribution 
through dealer channels, which in turn means a speed- 
ing up in saturation of the consumer field. 

The next question from the specialty and appliance 
manufacturer is: “How much specializing and intensive 


sales effort can I expect from the jobber to whom I give 
the “exclusive” on my line? How far will he go in leav- 
ing easily sold goods to routine channels and push my 
profitable device which needs real campaigning to increase 
the volume ?”’ 

These questions are offered as proof of the manufac- 
turer’s desire to string with the jobber. Another signifi- 
cant proof is that those who do not boast of a “100 per 
cent jobber policy” indicate by their statements their 
desire for such a condition, if compatible with their 
success. . 

Regarding the prospects for 1925, the manufacturers 
are not only optimistic but are backing their optimism 
with plans for expansion, new lines and increased pub- 
licitvy. Reasons stated for their belief in bigger business 
the coming year include the election of Calvin Coolidge, 
improved natural conditions on the Pacific Coast, good 
crops recently harvested and increased confidence of the 
general public in prosperity, which stimulates buying. 
As definite indicators they offer orders booked ahead and 
the surprising improvement in credit collections. 

During the past year there has been an insistent query: 
“Where is the jobber’s volume going to come from?” 
Almost always this has been in connection with slacken- 
ing business from the central station companies, due to 
the syndication of properties. But it is as true of the 
jobbing business as of any other of a substantial and 
lasting kind that, while gaps may appear from time to 
time, like spots on the sun, something comes to fill the 
space. Coincident with the changes that have been tak- 
ing place in the last three or four years in the central 
stations’ field, and which, for the time being at least, seem 
to be working out to the detriment of the jobber, there 
has come into being the tremendous radio business—very 
much more than a filler and in reality a new department. 

In general, it may be assumed that the radio business 
will be larger in 1925 than it was in 1924. All signs 
point to a steadily increasing volume of radio sales. 

The year 1925 will, upon good authority, draw a 
sharper line than any previous year has done as between 
the sound and unsound manufacturer and merchant in 
the radio field. (Turn to Page 42) 








Electrical Supply Jobbers Association 
Spring Meeting 
Hot Springs, Va., Week of June 1, 1925 
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Applying First Aid To Sick 
Lamp Agents 


Lamp Agents Who Are Having Trouble in Making Their Quotas Fall Into 
Three General Classes—Ways to Help Them 


By BELDEN MORGAN 
Mid-West Electric Co., Omaha, Neb. 


HAT can you, as a jobber’s salesman, do to 

W bring a “dead” lamp agent to life or make 

a “sick” one well? All of you have at least 
one and perhaps several such 
agents in your territory and 
they are a source of worry 
to you as they are to the 
house. 

In general they fall into 
three classes; first, the agent 
who wants to make a success 
of lamp sales but can’t; sec- 
ond, the agent whose mer- 
chandising methods are good, 
but who is not enough inter- 
ested in lamps; and, third, 
the agent whose business is 
not run well and who is there- 
fore not making a success of 
his lamp agency. 

The solution to the prob- 
lem of the first class is both 
interesting and easy. 

This type of agent is usu- 
ally a friendly sort who will 
take and use all the informa- 
tion and help you can give 
him. He likes to have you 
sit down with him, if he is 
not too busy, and talk about 
his lamp business. He likes to have you tell what 
other lamp agents are doing to increase their sales and 
to plan out schemes for him to use. But mark this 
carefully! He has to be kept after! He wants the 
ideas and plans but because so much of it is “new 
stuff” to him and because he hasn’t been used to em- 
ploying aggressive merchandising methods, his bump of 
stick-to-it-iveness is not very well developed. Instead 
of selling him on the value of using his show windows 
constantly by mere words, it is better actually to put 
a good lamp window in for him and then next trip to 
put a new one in or change the old one around. Of 
course, eventually his natural enthusiasm will over- 
come his shyness, as you might almost call it in some 
cases, and by watching you he will get the confidence 
and determination to do it himself. The same with 
other plans. He will agree with you that his lamp 
stock should be put in a more prominent place, but 
it probably wouldn’t get moved unless you were to 





help him do it, even if it has to be some evening after 
supper. A dozen times you'll give him up as a bad 
job but he’s worth prolonged effort, for it’s only a 
question of time until you'll 
get his self-starter going and 
then he won’t forget that it 
was you who started him on 
the right way. 


The second class, those 
agents who have good, thriv- 
ing businesses, often in lines 
not strictly electrical, must be 
reached in a different man- 
ner. Their contention usu- 
ally is that lamps are merely 
a sideline, that there isn’t 
much money in them anyway 
and that if people want 
lamps they'll come in for 
them, so that any campaign 
work would be a waste of 
time. 

You'll find very often that 
most frequently it’s the “not 
enough discount” idea that is 
really his reason. He figures 
like this: ‘My overhead is 
around 26 or 27 per cent. 
Here I am getting only 25 or 
30 per cent on my contract 
with all deductions and it isn’t worth while.” 

Ask him this: ‘What part of your overhead is 
charged to interest on money invested in inventory, to 
depreciation, spoilage, defects, transportation, adver- 
tising and loss on obsolete styles of merchandise?” 
He'll find that it is around 10 to 12 per cent. Yet 
none of this can properly be charged to his lamp con- 
tract! There’s no money invested, no depreciation, 
credit is given on defective lamps, no transportation 
to pay, out-of-date items are taken back at full credit 
and millions of dollars’ worth of national advertising 
is being done. So instead of having 25 or 30 per cent, 
he is making from 85 to 42 per cent, with a wonderful 
chance of increasing his compensation if he will put 
effort behind the sales. Ill bet he never thought of it 
in that light! Then on top of that is the fact that by 
selling one of the most widely advertised staple prod- 
ucts in the country and by tying in with this through 
window displays, he is drawing (Turn to Page 52) 
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Current Flashes in 


the Electrical Field 


Salesmen I Have Met 


Salesmen Who Get Along Best Are Those Who Follow a Certain Routine 
for Every Day in the Week—Constant Plugging Is Sure 
to Break Down Any Barrier 


By JAMES H. HUGHES 


Secretary Crannell, Nugent & Kranzer, New York, N. Y. 


tion almost at the beginning of the electrical 

supply jobbing business, and occupying positions 
in the buying and selling departments of New York’s 
largest and most progressive firms, I feel justified in 
an attempt to give my views 


| OOKING back over a career that had its incep- 


want, this type of salesman is fast disappearing. A 
buyer who accepts the invitation and company of the 
“booze” salesman usually holds a sick head next morn- 
ing, and the atmosphere reflects a bluish tint in his 
condemnation of the bootleg friend. As against this 
type, the temperate salesman 
always has the buyer’s respect, 





on the various personalities 
who style themselves as sales- 
men, whether they measure up 
to that standard or not. 

As a buyer, I have had a 
reputation as being austere, 
sometimes abrupt, yet I'll 
wager you cannot find a sales- 
man who has approached me 
who will say that I ever de- 
tained him unnecessarily, hav- 
ing too much regard for his | pan: Py 





and many times gets the busi- 
ness on this qualification alone. 

The Self-Answering sales- 
man who addresses the buyer 
thus: “You don’t want any- 
thing today, do you?—No,” 
and thinks he has made a call. 
With this type of salesman 
may be classed those whose 
first call finds him waiting for 
Becilll | mn the buyer, at the same time 








time as well as my own. 

I have a clear vision of the 
incidents happening since en- 
tering the field, and the types 








LS THE 


MORNING FROM HIS BED,G/VESAN URGENT ORDER 
AND THEN SAYS HELL BEINAFTER THE NEXT CALL. 


—_ reading the morning news- 
paper, instead of sizing up his 
prospect, noting the mood he’s 
in, and studying the best 





OFFICE IN THE 








of salesmen I have met repre- 
sent a composite variety, so much so that I hardly 
know on which to begin. 

I will, however, divide them into groups, naming 
them as I proceed. 

Let us take the Chicken-hearted salesman, the one 
who cries over the loss of an order, and makes such a 
kid of himself, so that he not only loses the order but 
the customer to boot. If he is to succeed, he will have 
to take his losses with a grain of salt, and rather try 
to win a chance for a return engagement. 

The Drifting salesman has a peculiar personality. 
He acquires a good reputation among many, but some- 
how does not hold on. When engaging such a sales- 
man, he refers to his “friends,” who give him a glow- 
ing account, and tells how he knocks the buyers dizzy; 
how they hand him the order book, and he suits his 
own disposition as to the size of the order. He puts 
his sales so high per month that even when discounting 
them 50 per cent the figure is excessive. Yet houses 
fall for him, and before a month has past, he is looked 
upon as a beautiful lemon, plucked from the fruit of the 
loom. His brightest day is pay-day. 

The “Booze” salesman. This fellow thinks he must 
have something on his hip to sell goods. And even 
in these days, when you can get all the liquor you 


method of approach. These 
salesmen die at an early age. 

The Absent-Minded salesman, or the fellow who 
talks up to the order and leaves it behind. He is so 
preposessed that he thinks he has the order with him, 
till he sees the sales manager. Such a salesman has 
heard many a “farewell” story. 

The Order-Taker salesman. This is the fellow who 
asks the buyer if there are any orders on which he 
desires to save the postage, and hasn’t tact enough to 
suggest something additional or something new. He 
simply picks up orders from regular customers without 
using any salesmanship. His pay-day is liable to be 
any old day. 

The Weak-Kneed salesman, who thinks he has to 
sell goods at cost, or meets any old price, and accepts 
the order. This fellow is always in hot water. Sales- 
men of this type very often make good when paid on 
a percentage of profit basis, for he looks at the sale 
differently when it affects his own pocket. 

The Pig-Headed salesman. There are some salesmen 
who will persist in trying to sell you when you can't 
listen to them, when something of greater importance 
is engaging your mind. Yet you cannot get rid of 
him. You want to be polite, you want to shake him 
off, but, no, he must be heard. In fact, he’s ready to 
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complain to the boss how roughly he’s been handled, 
yet he didn’t know enough to retreat and await a more 
auspicious occasion. A good salesman would see that 
it was useless to press on, and quickly decide to call 
again. 

The Broad-Casting salesman, the stentorian who talks 
in his own ear, and suspends the business of the entire 
office while he holds the floor. The buyer is usually 
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SALESMAN WHO SINGS A SOLO / 
THE CHOIR OF HIS CUSTOMERS 
CHURCH TO GET THE ORDER. 























“out” to such a salesman, providing he see’s him first, 
and notifies the office to give him the skids whenever 
possible. His reason for existing is unknown. 
There is the salesman who 
telephones for his orders from bed, and then turns 
over for another snooze. He may be good while he 
works, and one of the best ways to handle him is to 
make him report every morning, even though he may 
have to see a customer located across the way from his 
home. You've got to keep him up to make him work. 
The Great First-Call salesman. There are some sales- 
men who are extremely clever on their first calls, but 
Their second 


The Lazy salesman. 


fall down miserably on succeeding visits. 
trip seems to show them in a different light, insipid and 
sarcastic, and the buyers hand them the _ ice-pitcher. 
Such salesmen never make good, and while they al- 
ways connect well, their friends usually greet them 
in this fashion: ‘With whom are you now?” 

The Sympathy salesman. The fellow who tries to 
get orders on the pretense of keeping the wolf from 
the door. This line of talk soon grates on the nerves, 
and such a salesman finds himself unable to secure an 
audience at an early stage. Panhandling doesn’t pay. 

The Smoking salesman. He who enters the buyer’s 
sanctum puffing a cigarette or cigar, and without apol- 
ogy adds to the offense by blowing the smoke in the 
buyer’s face. Nor does he offer a cigar or cigarette 
to the buyer, which may sometimes be considered a 
delicate thing to do. This salesman has already lost 
the order, if there was any. As regards smoking, the 
buyer should always lead, and smoking should not be 
indulged in, unless the buyer lights up or tells you 
to puff away. 

The Real salesman is necessarily a pest, yet I take 


my hat off to him. He follows up his orders, reports 
complaints to the office, keeps his customers informed 
on up-to-date merchandise and the prices covering it, 
particularly when the market advances or declines. 
He never makes a promise without seeing it through. 
He is dependable and sells himself to his customer 
in a practical way. 

Some jobbers think that in order to be a good sales- 
man one must know prices thoroughly and be ac- 
quainted with the application of the goods; but I have 
found that such is not the case in real practice. The 
best salesmen I know are short of prices and their 
knowledge of electrical material is “shocking.” They 
seem to depend more on their personality, their assur- 
ances that the buyer will get the benefit of lowest 
prices, that their personal supervision of orders will 
guarantee the proper execution. In other words, they 
make their friendship count, and, after all what is sales- 
manship but friendship moulded through commercial 
intercourse ? 


I do not mean that all salesmen should ignore prices 
and a knowledge of electrical goods. Many success- 
ful salesmen are experts on prices and electrical tech- 
nique, and have built up a very profitable clientele— 
an asset that means so much to them; but I do wish to 
convey this thought, that when the sales are figured 
for each month, the expert on prices falls considerably 
below his less informed brother. The latter seems to 
excel by reason of his determination to make the best 
use of his time, to hit the high spots, digging up new 
and heavy accounts, rather letting the office take care 














THE BOSS GOES TOA BALL 
GAME TOFIND HIS STAR SALE S- 
MEN SITTING IN THE FRONT ROw. 











of making prices and supplying circulars or catalogues 
and giving any other information the customer may 
desire. 

Salesmen who get along the best are those who fol- 
low a certain routine for every day in the week. Cus- 
tomers get to know when to expect them, and are put 
out when they fail to materialize. Constant plugging 
is sure to break down any barrier. Prospective buyers 
give in as a reward to persistent and respectful calling, 
and patience rewards many a salesman with some well- 


paying account. (Turn to Page 80) 
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Edw. J. Bonswor, Secretary and 
Sales Manager, Elliott Electric Co., 
Cleveland, O. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 








Manufacturers’ Literature 


E ARE great believers in the value of manu- 

W facturers’ literature as a sales help for our 

dealers, and endeavor to handle it in a sys- 
sematic, orderly way as though it were stock in our de- 
partment. It may be said that practically all up-to- 
date manufacturers today are also using systems of 
their own and give the jobber intelligent co-operation, 
which makes the jobber’s task much simpler than for- 
merly. 

A special vault is maintained with plenty of com- 
partments to keep all the various kinds separate. This 
is in reality the literature stock department and is kept 
in order by the billing department. Material comes out 
of the vault on order and is invoiced like any other 
stock. , 

Our salesmen work on a definite plan in the distribu- 
tion of literature to the dealer. This plan we operate 
ourselves, insisting that the salesmen come,.to our head- 
quarters for all literature supplies. For that reason we 
do not give manufacturers the names and addresses of 
our salesmen, so that nothing in the line of literature 
comes to them direct. All new literature comes to the 
sales department head, is discussed with the salesmen 
and if the product seems to be one we should handle, 
supplies of the booklet or whatever it may be are then 
obtained and distributed to the salesmen. If desired, 
stock is laid in for dealer distribution. 

Originally, most of the dealer requests for literature 
were created by the manufacturers’ representatives trav- 
eling among them. We, as a jobber, are now training 
our men to create the same interest—in other words, to 
merchandise the manufacturers’ literature and dealer 
helps. After our man has enthused the dealer upon 
distributing certain literature they settle upon the quan- 
tity to be used and this is written on the dealer’s order 
for merchandise. If it is something that we carry regu- 
larly in our “literature stock” we deliver it. But to an 
increasing extent, now, the manufacturer is asked to 


deliver direct to the dealer, usually with the dealer's 
imprint. In this case the item is written directly on an 
order to the manufacturers as if it were to be billed. 


Entertainment 

Generally speaking, the entertainment problem has 
an entirely different aspect from what it had in the days 
before prohibition. Also I believe that, aside from that 
factor, business is done today more strictly on a business 
basis than in the past. It is true that there is still the 
convivial type of man to deal with, but his entertain- 
ment takes a different form. 

The out-of-town customer, if any, is the one to expect 
some form of entertainment. But to be taken out to 
lunch or to dinner is about the limit of his expectations, 
and we flatter ourselves that it is more for the sake of 
companionship among good friends than for any pecu- 
niary reason. 


House Organs, Sales Letters 


At one time we published a house organ but have 
given it up. This was largely in connection with our 
motor business which is extensive. We were compelled 
to get out a motor stock sheet regularly and thought we 
could elaborate upon it by adding a fancy cover and 
putting in some matter of a general nature. But after 
giving it a thorough trial we came to the conclusion 
that it did not pay for the time and money expended 
and discontinued it in that form. The motor stock sheet 
is kept up, however, but without any frills and extras. 

There is nothing unusual about the letters we get out 
to our salesmen or our trade. There is one thing we 
are very careful about, however, and that is the sales 
letters that come through from our suppliers. When- 
ever these letters contain new selling arguments, an- 
nouncements of changes, new items, or anything of a 
nature to help the men in their sales work, these letters 
are sent the rounds of the men. In many cases they are 
re-typed in a form so that each salesman may have a 
copy for his binder. 
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Monthly and Other Price Lists 


A price list is sent out once a month to a list of 3,600. 
This always contains at least two pages on seasonable 
articles and also embodies prices on our line of motors. 


Sales Manager’s Visits to Customers 


In order to get the unbiased views of the trade, the 
sales manager must of necessity go out personally among 
As an official of 


the company it happens a great many times that he is 


those with whom he does business. 


given information on financial conditions, etc., that is 
of much value in the company’s dealing with the cus- 
tomer, and which the customer hesitates to give out 
He 


will be much more confidential with you in a personal 


other than in an interview with the official direct. 


talk than he will with one of the regular salesmen— 
more than he will with you, even, in a telephone.conver- 
sation or by letter. 

In many cases, also, the sales manager, through the 
position that he holds, because of the “pep” and en- 
thusiasm he has through not having to make the rounds 
as a daily grind, and because of his different viewpoint, 
is able to get in with certain customers where the regu- 
lar salesman has had difficulty or no success at all. Dig- 
ging up cases like this should be part of the sales man- 
ager’s work. But remember not to do it in a way that 
It is true that you 
may go out with him today and act the part of the super 


will cow your own man on the job. 


salesman, and perhaps land some customer that he has 
been working on unsuccessfully for a long time. But 


let your salesman know that you appfeciate the fact 
that you came in fresh from the sidelines to relieve 
him after he had been playing hard through most of 
the game; that over a period of time, taking them as 
they come, you could not ring the bell every time any 
more than he could. 

It is up to the sales manager, as I see it, to direct the 
buying. He and his sales force alone are familiar with 
the requirements of the trade—their necessities, their 
fancies for and prejudices against certain kinds of mer- 
chandise. That is another reason why I think it is 
necessary for the sales manager to get out as much as 
possible. In this respect, I place great dependance upon 
our salesmen. They are the ones who know whether 
a thing will go well or will not go. It is my belief that 
few manufacturers appreciate the extent to which the 
jobber’s salesmen function as the actual purchasing 
agents for the jobber—how many times a day their 
“slant” on a thing must be obtained before even a trial 


order is given. _ 
System, Sales and Customer Records 


Our men all keep a full list of their own customers 
and prospects. This is kept on a simple form with a 
place for the customer’s name, items on which orders 
were taken, if any, contracts up at the time, ete. These 
are made in duplicate, one copy being sent in to the 
office daily. These reports come in handy as a check 
between the motor and the supply salesmen. As a rule 
these two classes of salesmen work independently, each 
at his own task. But on occasion, (Turn to Page 52) 
















Harry B. Hewitt (on the left) and D. 
T. (Tim) Newberg, battery specialists for 
the Manhattan Electrical Supply Co., St. 
Louis, Mo., just after a wild ride through 
the streets of Jaurez, Mexico. Their ex- 
pression plainly says: “Hurry up and snap 
this before Spark Plug dies on us.” 
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Profit-Making Pointers for Your 
Dealers 


Every Time You Can Get a Dealer to Put One of Them to Work You Boost 
Your Own Sales As Well As His 





VERYBODY seems particu- 
larly interested in an auction. 
There is something dramatic 
about an auction that draws 
a crowd and holds its atten- 
tion. And any one who has 
ever stood in a crowd at an 
auction has felt the urge to 
buy—there is a challenge in 
| the voice that 
makes it a sporting proposi- 
tion. An eastern electrical dealer capitalized on this 
general urge at an auction as follows. He arranged all 
of the slow moving stock at the back of his store, around 
an improvised auction block. He then sent letters to 
his mailing list announcing an auction, at which he would 
give five washing machines to the highest bidders. Re- 
cipients of the letters were asked to come in and see 
the washing machines, and either leave or send sealed 
bids. The auction was announced in the local newspaper 
advertising. An evening was set aside when the public 
was invited (by letter) to attend the auction. 

The dealer found that the bids that took the machines 
were so near to the retail price of those machines, that a 
number in the audience who “lost” remained after the 
auction and purchased machines at the regular price. 

We are passing this stunt on so that jobbers’ salesmen 
can use it this month to meet the objection that the 
dealer is already overstocked. If the account is large 
enough, it would pay to help the dealer get out his letters 
and help in other ways to get the “auction” started. It 
need not necessarily be confined to washing machines, 
but could include an entire list of appliances. 





auctioneer’s 








T HAS been our plan in this department to include a 

collection letter for each month, that you can pass 
on for your dealer to use. It so happens that all of the 
collection letters that we have given you thus far have 
been so-called “stunt” letters. We do not advocate 
“stunt” letters for all occasions, but here is another one, 
picked up in Wisconsin, that your customers will 
welcome: 


Dear Mr. James: 

It is rumored that a certain young society 
lady of this city kneads bread with gloves on. 
This incident may be peculiar but there are 
others. We need bread with our shirts on. We 
need bread with our shoes on, we need bread 
with our pants on, and unless we get a few of 
the outstanding accounts on our books, we will 
soon need bread without a d............ thing on, and 
this city will be a Garden of Eden, if collections 
don’t improve. You can do much to prevent this. 


Please send your check to balance your ac- 
count. Thanks! 


HAT DO you do when your customer claims that 

he is not making any profit—that “with all of 
his work last year, effort and worry, he only made wages, 
and that this year, etc., etc.”’? You have heard the story 
many times. What ammunition do you have at hand, to 
cembat this argument, to help the dealer, give him a new 
lease on life—and a definite concrete plan for making 
a legitimate profit during the forthcoming year? 

As a “merchandiser” you ought to be able to tell him 
what is wrong with his business as a whole and to sug- 
gest a remedy. Have you ever thought of suggesting to 
the dealer that he departmentalize his business—that he 
put in a system that will show him, in black and white, 
the lines on which be is making money and the lines which 
are sold at a loss? It is worth trying and you can suggest 
the following plan for putting this into effect. Have him 
separate his stock into well-defined groups, as supplies, 
washing machines, vacuum cleaners, radio, lamps, fixtures, 
ete. The size of each group and the number of groups 
depend on the amount of merchandise that the whole 
store carries. Then create the departments. Put into 
each department one big line, or two or more related lines. 
Do not have to many departments at first. Have him 
departmentalize gradually. Assign each department a 
definite place in the store and remember that the location 
of each department is very important. Location should 
be based on cenvenience to his customers and all mer- 
chandise location should be tested from this standpoint. 

The next thing to do is to figure out the expense of 
each department; that is, how much it costs to sell goods, 
by departments. This should be done by making as 
accurate an estimate as possible of the sales in each 
department from last year’s records, for example! 





Fixtures .................. $12,500 or 25% of sales 
Washing Machines. 7,500 or 15% of sales 
TRE SETTER 10,000 or 20% of sales 
BINS ciaicatacnestnans 7,500 or 15% of sales 
BI seintiabrninerins 2,500 or 5% of sales 
Auto Accessories...... 5,000 or 10% of sales 
Repairing 5,000 or 10% of sales 
ERR OES $50,00 or 100% 


Now, if operating expenses are 20 per cent or $10,000, 
the expenses can be divided among the several depart- 
ments. Next put down the cost of goods in each depart- 
ment, taken from invoices. This will give the dealer 


a picture of his profit. He will see then why he has been 
going behind—that some departments are only breaking 
even, some are showing a loss, while others are show- 
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ing a profit. He will see that any department at the 
border line of loss is a danger to his entire store. But 
before he decides to discontinue the line that is on the 
border line, he should try several things. First, he should 
find out why the selling cost is so high and try to reduce 
it. He might increase his mark-up. He certainly should 
make an effort to increase his volume of sales and speed 
up his turnover in this department. 


He should keep and use daily, weekly and monthly 
totals of sales by departments, records of sales by his 
clerks by departments, know accurately how much each 
clerk costs each department. After charting his costs by 
departments, your customer should also chart the promo- 
tional effort necessary to yield a balanced growth in his 
business for the coming year. 








OBBER who are 
working small towns, at the 
center of farming communi- 
ties, should begin early in 
1925 to lay plans that they 
can pass on to their customers 
to help them get their share 
of the farmer’s dollar. Ac- 
cording to all authentic re- 
ports, the farmer will have 
this year a margin over and 


salesmen 











above interest on incumbrances contracted during the lean 
years, to spend for improvements. 

The coming year will find him shopping around for 
the radio set that he has put off buying for two years. 
He has promised his wife a washing machine and a 
vacuum cleaner “as soon as times get a little better,” He 
has been thinking for years about getting his home wired, 
new that the extension has passed his farm. Some 
dealer is going to get that business, or a large share of 
it, this year. - 

Get the idea over to the dealer that the farmer is not 
going to look the dealer up when he comes to town. His 
former shopping habits are too strong, and the stores 
where he has been in the habit of trading are going to 
get the most of his dollar—unless the electrical dealer 
gets there first. 

Here is a plan an Ohio dealer used during the fall of 
1924 that produced results. The electrical dealer in 
this town went to the R. F. D. mail drivers and asked 
them to turn over to him any leads that they came across 
on their routes—giving the dealer the names of farmers 
that he thought might be in the market for radio sets, 
washing machines, appliances, wiring, etc. For every 
name turned in, the R. F. D. driver was to receive a 
five per cent commission if the sale was made within 30 
days after the lead was received. Once a week the dealer 
took all of the leads that had been turned in on a certain 
route loaded a speed wagon with demonstrating equip- 
ment and went out on the routes himself to sell these 
prospects. 

The dealer reported that the plan, as it worked out, 
was unusually profitable. He went further. While in 
the country, he went to the local school teachers in country 
districts and offered them the same proposition, as well 
as ministers, ladies’ aid societies, local granges, etc. We 
suggest that all jobbers’ salesmen tell their customers 





about this plan during January and suggest that they 
put it into effect at once, thus utilizin® the spare time 
that they would otherwise waste during the “dull 
months”’. 


NOTHER suggestion along the same line as the 
A above is an “Automatic Price Reduction Sale.” 
Some merchants have secured 17 stock turns a year with 
this plan. Get the dealer to place a large display table 
in the rear of his store, with a big sign on it as follows: 


AUTOMATIC REDUCTION TABLE 


These Articles are Dated When Placed on Table. 
If the articles do not sell quickly The First 
Price is Reduced as Follows: 

25% after 12 selling days 

50% after 18 selling days 

75% after 24 selling days 
Goods given away to Organized Charities after 

30 selling days. 


The automatic price reduction is based on the original 
retail price of the article. To illustrate: An article which 
retails at $1.00 would be marked down to 75 cents after 
12 selling days; to 50 cents after 18 selling days; and to 
25 cents after 24 selling days. After 30 selling days it 
is given away to an organized charity. 

Note that the plan is based on number of selling days. 

A special tag should be put on each article when it 
The tag should be printed as follows: 


(NAME OF FIRM) 


goes on the table. 


Date.......2.—. 
BN a eh ho ee. ~ oe 


Re: OES SRS 


Salesperson’s No.................... 





[ AVE YOU ever happened to 
[Saareeal notice that the counter where 
the dealer wraps packages is 
used for nothing else but for 
wrapping packages—e ven 
though this is the spot that 
the dealer’s customer looks at 
all of the time while he is 
wrapping? This space is too 
valuable, and the sales-oppor- 
tunity afforded by the gaze of 
the customer is too valuable, to be used entirely for 
“wrapping”. Why not suggest to all of your customers 
and potential customers that you call on during this 
month, that they utilize the front of this wrapping space 
to display items that the buyer might pick out at the 
last moment and have added to his package? A Chicago 
electrical dealer has placed a display board across the 
front of his wrapping counter so that the customer can- 
not watch his hands. On this display space he arranges 
a number of small, inexpensive necessity items like two- 
way plugs, lamps, etc. You might suggest to your 
dealers that they make this a small “bargain counter” 
for moving dead stock of this type at a sacrifice. 


(Turn to Page 42) 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
























































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES MARKET PRICES MARKET PRICES 
Nov. 15 to General Nov. 15 to General Nov. 15 to General 
COMMODITY Dec. 15 Trend Dec. 15 Trend Dee. 15 Trend : 
| ob b | ob | > 
Flalelalaie|ialeleiai il alzlelalé 
Transformers, insulators, distribution equipment 6 | 16 8 0 | 30 0 ee &, 3 Bad | £.. 1 5 1 0 7 0 
Poles and pole-line hardware ................ oot TL WT @ ‘th 26) 4 si hed 3 ed | 38 Lm 1} 41 2 6 | 0 
Switchboards and accessories .................. 9 12 ‘Se so! 0 .. 5 | 13 é feed Fea 1} 4] 2] o}] 7{ 0 
Motors and control apparatus ................. 4116] 9 ee 29 | 0 .? a 7 be | 18 5 1} 41-2 6/ 1 
Safety per nen saat sais Natuss Ue aeohearsa har oaied 25|13] 2 Fea) 37 | 3 pe Ww Bad Bs | 2 i St 6 ti @1iel ¢ 
Wr Nos ig bial aio ca wees wh ewan eee 23114] @ Bins 38} 1 he 16 1 Baie | Bas So) ti Vist Ot e 
SORMUI MI REIN: 6 ink ands Soe since doe eee st 24 | 15 1 * 25 | 13 hs Fives RA Baus hut iad 7 1 2 8 1 
ef ee rer a anenne aangite nekend aim 21 | 18 1 2) 38 0 3 ae ee eT 5 5 0 0 | 10 0 
OY teen I oo rc vk oe Swesevawcdad 24 | 13 3] 28 | 192 0 8/17 S4 haa rad Bua 5 Ra a 6 | 1 
WE. WM itearaiats Sutera cole eas ais a Sao s Our 11 | 19 7 | 27110 0 5 | 18 2 pone 21 3 6 A 5 sol 1 
gai cm aeiitnnd bak apanies ern eeee 30 9 1 os 39 1 ual he ink Sa a Rx BA Ba Bad 1 Pudi ol 
GirchinGrte CEMOCIONS.« & «ce 5.co ie es cy oad 13|17] 9] 0] 39] O Ba 14 ae Sed fend Beat Le = Ra 0 3 o 0 
Commercial lighting units..................... 14)15}] 6] 0} %] 1 7|14 ha Re Recah Se t Bud Bak 8 0 
Residential lighting units...................... 18 {12:; @| Oj; ee; @ $118}; 7] 0; _* Red Baa BA 0 ud 0 
Street lighting equipment.................. ere ee | 25 | @ 0; 4/13 Bel | ae tas te  @ Prot 0 Bud 0 
COR NG invckc tcdedenscasnvvecte 26 11. 2/ 0/28; 1]| 14/10] @ Ba 26 fea 10 Bd 0} o| 11] 0 
Motor-driven applances ...... scccceccceses 6/19} 8] 0}| 32] 1 Bio) Ss Ba Bed Bad 3 Ra md 0 wl 0 
ey ik reli sha MA ae 6 wie WERE Biwreels 1 0 | 26 0 | 23 + 1 2)| 14 0 Ball os Sel Ba | 0 ol 0 
Sta lany Cumne nr cota en ekeee mee recaad 27 6 0 0 | 30 3 || 14 5 1 0 Biel Bd 8 Bus | = 0 8 1 
Flashlights and batteries...................... 17/16] 5] 0] 388] 0 a 14] 0 | * land hs Ra gd Bs Bd nM 0 , 
TRI, 6 5 0 Bw ooo 5 cen cicecvetcn 0; 8/18] O|@1) 0 S2 4] 10 Be Rad Be fad | © | = Beet BS 0 
St RCE OTC Sa CY Oe 11 1 10 + 0! 24 1 7 6 1 0118 1 5 1 0 0 6 0 
















































































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla 


homa and Texas; Central States all between. 
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Most Tasks Re- 
semble a Swim 


on a Cold Day 


(Genius 


It Has Been Defined As the Capacity for Hard Work—Certain It Is That 
if We Do Not Have This Capacity We Shall Not Be Efficient 


(Gaia: consists quite as much in the 


By DR. FRANK CRANE 


ing done a thing well is due quite as much to 


ability to carry on in days that are dark faithfully carrying it through in the face of op- 


as it does to see things in times that are 


light. Matthew Arnold 
says: 

‘“‘But tasks, in hours of 

insight willed, 

Can be, through hours 

of gloom, fulfilled.” 

We cannot always be 
on the mountain peak or 
the highlands. We can- 
not always envisage the 
ideal or be inspired by 
lofty aspirations. Most 
of our lives are spent in 
the valley, in the steady 
plodding of day by day, 
week by week. 

It is perhaps a greater 
test of genius to go on 
plodding in the dark than 
it is to see things in the 
light, though both are 
necessary. 

Most tasks resemble 
the swim a man had on a 
cold September day off 
the cost of Maine, which 


he declared: “Beginning in a fine fervor, per- 
fectly horrid while you are doing it, and making 
you feel bully afterwards.” 

In fact, that fine glow which comes from hav- 





position as to our conceiving it brilliantly in the 


first place. Many people 
have flashes of inspira- 
tion, bright thoughts and 
noble impulses, but they 
are few who are able or 
willing to carry them out 
through hours when the 
inspiration has failed and 
nothing is left but the will 
to succeed, 

Genius has been de- 
fined as the capacity for 
hard work. It is certain 
that if we do not have this 
capacity, if there is noth- 
ing within us that com- 
pels us to work every day 
whether we feel like it or 
not, we shall not be effi- 
cient. 

Dr. Johnson said that 
the one way to become a 
good writer is to write 
every day and he quoted 
with approval the motto: 
“Nulla die sine linea.” 


No day without its line. 
Results that we think are due to the flashes 


of genius are really often due to hard work, 


Copyright, 1925, by Dr. Frank Crane. 


and iron determination to succeed. 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman. 



































January, 1925 THE JOBBER’SfJJSALESMAN 17 





Pictorial Review of Electrical Developments 





Maj. J. Andrew’ White, 
famous announcer, and Miss 
Edith Bennett, concert star, 

' inspecting two crystal sets in 
hi ~ a ae ; i P= : i 
a? a" peculiar places—one in a shoe 


(ee 0 Oe Oe Oe Oe be c8 oe eee ee ce ae eee 





os 


. 


the other in a toy house. Taken 


nn 









at the Chicago Radio World's 


inant ; T ' . f : : ' f P i rt Fair.—Harry Atwell. 
wu) rhe. ‘ Sueeuce Es ica 

HiT ; Bees. Ss i 

Ah = . 








Above is the new Union Station, 
Chicago, nearing completion. The 
electrical equipment will be ultra- 
modern.—Copyright, Underwood & 
Underwood. 





Too big for British railroads this 65- 
ton, 15,000-k.w. generator is shown  be- 
ing hauled from Liverpool to London, 
135 miles, by traction engines. 
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The enormous thrust bearing shown is one 
of five made by the General Electric Co. for 
five, 54,000-k.v.a. vertical shaft generators 
built by the Canadian General Electric Co. 
for installation in the Queenston station of 
the Ontario Hydro 
Klectric Commission. 
The bearing is 69 
inches in diameter, of 
the spring thrust type, 
guaranteed to carry a 
load of 1,000,000 Ibs. 
at a normal rotating 
speed of 187.5. r.p.m. 
The load is made up 
of the revolving ele- 
ment of the turbine 
and generator, plus 
the downward thrust 
of the water. 

















This electrically 
equipped “diving armor” 
has been used at the un- 
precedented depth of 525 
ft—Underwood § Un- 


derwood. 






































As this young lady was 
about to replace the 
lamps in her car, R. B. 
Thomas of the National 
Lamp Works, suggested 
that she use a giant auto 
lamp which he had de- 
signed in place of the 
regular lamp. However, 
she found to her aston- 
ishment that an automo- 
hile large enough in pro- 
portion to the lamp 
would be as long as seven 
Pullman railway cars. 


Below is the largest 
electric sign in the world, 
built for the Westing- 
house Electric & Mfg. 
Co., by the R. C. Max- 
well Co, Trenton, N. J. 
It is 250 ft. long, 50 ft. 
high and weighs over 50 
tons. Its 4000 Westing- 
house lamps consume 
enough power to light a 
city of 6000 people. It is 
appropriately spoken of 
as “permanent sky-writ- 
ing. 
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This wonderful searchlight was Another marvel of the age be- 
designed to floodlight the landing came fact when photographs were 
field for the benefit of night flyers. transmitted from England to the 
The Imperial Airways Co. has a United States by radio. The one 
new specially built passenger  bi- above is of U. S. Ambassador 
plane for night flying. It has Kellogg and was sent from Lon- 
three independent engines, making don to the offices of the Radio Cor- 

\ compulsory landing practically un- poration in New York.—Kadel & 
necessary._Underwood § Under- Herbert. 
aood, 








Above is W. H. Willmer of the Textile 
Division, U. S. Bureau of Standards, testing 
blankets with an_ electrically heated plate. 
Blankets of moderate density were found to 
be more effective for retaining heat when not 
exposed to air currents. Blankets of lesser 
density seem to allow too much air to circulate 
within their structure, while in heavy blankets 
too much heat escapes by conduction along the 
fibers —Copyright, Underwood § Underwood. 
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MEN YOU SHOULD KNOW 


John D. Tod 


ROP IN at the Kansas City Athletic Club most 
D any day around the noon hour and you will be 

pretty likely to find John Todd somewhere 
about. If you make some inquiry among the people who 
run this very up-to-date and perfectly equipped club you 
will find that Todd is one of the “old-timers” there—we 
hasten to add that the club is not so very many years 
old, so that to be an old-timer 


is not an implication. He 


Vice-President and General Manager 
Missouri Valley Electric Co. 


he was really at sea as to just what he was going to do. 
While at Evanston, Todd met Allen Keene, who for 
many years had been with the Sun Beam Lamp Com- 
pany. They became good friends and Keene was in- 
tensely interested in getting Todd started on the right 
path in the electrical business. He finally succeeded in 
placing him with the Western Electric Company in Chi- 
cago. This was in May, 1902. 
Todd started out in the stock 





uses the club as a place in 
which to entertain his friends 
in a delightful and informal 
way. 

It happens that the writer 
of this sketch chanced to 
meet Mr. Todd before this 
athletic club connection was 
known. First impressions gen- 
erally ring the bell, when it 
comes to sizing up the per- 
sonal characteristics of a man. 
And the very first thing you 
notice about him is that he 
is a straight-standing, physic- 
ally well-kept man. He ap- 
proaches the 50 mark without 
any sign of equatorial ambi- 


circles in 


of the 


Ago. 





GAIN the wheel of fortune 

is spun and this time stops 
at Kansas City where lives the 
subject of this sketch—one of 
the best liked men in electrical 
that thriving 
tropolis of the Missouri Valley. 
John Todd has made a mark in 
the electrical jobbing business 
and came all the way up the hi 
ladder to do it, the bottom rung 
of which was in the stockroom 
Western 
almost a quarter of a century 


room at 1658 cents an hour 
and it was heavy stock at that 
—copper wire, barreled insula- 
tors, etc. It is safe to say that 
the 165£ cents fully 
earned during each and every 
hour of the day. 
as he expresses it, he had a lot 
of fun out of the job and saw 
enough in the electrical job- 
bing business to determine him 
stick at the work. His 
first experience with the 
Western Electric Company 
under Frank Ketcham, 


were 


However, 
mae owever 


Electric Co., was 
now general manager of the 
electrical supply department 


of the whole chain of Western 








tions, and in a manner radi- 
ates the wholesome friendli- 
ness that generally goes with 100 per cent health and 
strength. So we judged, and venture to say correctly, 
that whatever he had accomplished had been in a large 
measure due to careful living and wise physical condi- 
tioning. 

John D. Todd was born in Arcola, Ill., October 26, 
1877. His schooling was obtained in the public schools 
of that city and was completed with high school. 

In 1896 he moved to East St. Louis, Ill., which was 
just after the great tornado, and young Todd obtained 
a position with the East St. Louis Railway Company, 
in the shop, doing carpenter work. He made some 
progress in this company and became way master. He 
later secured a position with the old Tudor Iron Works, 
now the Republic Steel Company. 

Shortly after this, however, he became interested in 
Y. M. C. A. work and left the commercial field alto- 
gether to become assistant secretary of the railroad 
Y. M. C. A. Later on in 1900 he went to Bellefontaine, 
O., as general secretary of the Y. M. C. A. there. He 
stayed at this position for one year and then left Y. M. 
C. A. work and went to Chicago, where he was for a 
short time in the electrical contracting business with his 
brother, with headquarters in Evanston, IIl. 

His experience in this direction was short and sweet. 
He had really had no idea of becoming a contractor and 
was only led into it by the fact that his brother was en- 
gaged in this work at the time. As a matter of fact 


Electric houses. Mr. Ketcham 
is described by Mr. Todd as 
one of the whitest men that ever lived. He was then 
manager of the supply department of the Western Elec- 
tric Company, Chicago. The experience which Mr. 
Todd gained while in direct contact with Mr. Ketcham 
was one of the most valuable things in his early career. 
About a year later, L. T. Miller, who was then in charge 
of city sales of the Western Electric Company, took 
Todd from the stock room to the city counter and here 
he changed “teachers,” so to speak, and came under 
the supervision of Walter Hoagland, who was then head 
of the counter. So in the first two or three years of his 
experience he had the good fortune to work under two 
very good trainers. 

April 1, 1904, E. M. Scribner, then general sales agent, 
sent for Todd to go to the Kansas City branch of the 
Western Electric Company, as assistant to the Kansas 
City sales manager, C. H. Talmage. In this position he 
remained until the beginning of 1917, when he went on 
the road as a salesman. Later that year he left the 
Western Electric Company and on January 1, 1918, be- 
came connected with the Missouri Valley Electric Com- 
pany, which had been reorganized under that name one 
year before by H. A. Esler. He bought stock in this 
corporation and became vice-president. He, Mr. Esler, 
and in fact all of the others who own stock in the com- 
pany, have at all times been active workers in the or- 
ganization. 


When this business was estab- (Turn to Page 42) 
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The Fable of the Fifteen- 
Story Front 


Having to Do With the Inheritance of 
This Earth by the Meek 


By GEORGE ADE 


NCE there was a young Lad just going out to 
O snare a Competency and he had read somewhere 
that the Meek shall inherit the Earth, so he was 
meek for going on five years and at the end of that 
period he had inherited nothing except Weak Eyes. 
Back in the old Home Town his Ma had warned him 
against being cheeky and brash 


most consistent Compromiser since Henry Clay. 

He was against Self-Advertising. It seemed in 
wretched Taste for one to go about blowing his own Bugle 
and telling of his own Exploits. One of the Victorian 
Bromides administered to him long ago had been that 
True Merit will, in time, be discovered and rewarded. 

In other words, if there is to 








and forward because a True . 








Gentleman always stands out mr 


of the Way with his Hat in his 
Hand and the 
Rough-Necks to step on his 
Feet as they press forward. 
Also it is expected that one 
who is Well Bred will sit back 
and not assert himself or he 


permits all 


may be criticized. 

By Observing all the Rules 
of Depertment which had been 
rubbed into him by his hum- 
ble Parents, the Young Man 
of whom we are speaking and 
who, by the Way, sported the 
euphonius Name of Fremont, 
always clung to a Strap while 
the other passengers in the Car 
were comfortably planted on 
the Cushions. During his 
Career in a Boarding House 
he was led to believe that a 














be a long-drawn Battle, a 
Sheep has just as much chance 
as a Bloodhound, if the Sheep 
can last long enough. 

All of the Theories which he 
had derived from books in the 
Circulating Library back at 
Stillville seemed to wilt and 
fade under the fierce heat of 
Competition and amid the gen- 
eral Hurly Burly of City Life. 
It seemed that a Modest Violet 
didn’t have much of a chance 
in the 5 o’clock Rush. 

Fremont waited wistfully for 
that Day when the Head of the 
Firm would come to his Desk 
and say: “Young Man, I’ve 
been watching you. You 
haven’t been late one morning 
in 6 years. Always your Heart 
has been in the Work at hand. 
While some of your Associates 























Chicken consisted entirely of 





have been soldiering and shoot- 





Wings and Neck. He had been 
taught that it was a Social 
Error to prong a Thigh or a 
Bosom because how did he know but what some one else 
might faney the Choice Portions? 

He had learned from a Copy Book away back Yonder 
that Virtue is its own Reward, so he kept on being Good 
and the only Premium he collected was the sweet Con- 
sciousness that he was moral and lonesome. 

It was part of his Creed to be patient and forbear- 
ing. As an obscure Menial employed by a large Business 
Concern, he deemed it advisable to go ahead and per- 
form his Duties without Complaint and obey Orders, no 
matter who gave them. He did’nt think it was polite or 
proper to Beef, or let out a Holler or start a Battle even 
when he seemed to be getting the dirty End of it. If some 
of his Fellow Slaves jumped in and took Credit for the 
Labor which he had performed, he was not disposed to 
quarrel with them, because he had been brought up to 
avoid Arguments and Disputes. He was probably the 


Magnates Who Called Upon Him Were 
Admitted by a Man Servant. 


ing Craps and watching the 
Clock, you have kept the old 
Nose to the Grindstone and 
toiled like a Turk. You have not wasted the precious 
Hours belonging to your Employer by indulging in low- 
brow Chatter with Stenographers and other Bobbed- 
Hairs who congest the General Office. You have been 
honest, industrious, faithful and unassuming and now 
your many sterling Qualities of Mind and Heart are to 
be duly recognized. From this day forward you will 
be Chief of the Sales Department.” 

That was what Fremont had every Reason to believe 
was going to happen, according to the Parables and Pre- 
cepts which he had studied in his Youth, but it didn’t 
turn out quite exactly that way. What happened 
was that he found a Note on his Desk saying that be- 
cause of conditions at the Factory and the Weather 
being unfavorable and Collections slow in the Northwest, 
the Company would be compelled to reduce the Office 
Staff and would he please take his (Turn to Page 84) 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 
Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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“Chief”? Wilson Leads Varney 
Tribe 
C. H. Wilson, for nine years man- 
ager of the Manhattan Electrical 
Supply Co., St. Louis, Mo., is now 
manager and treasurer of the Varney 
Electrical Supply Co., Indianapolis, 
Ind. 
%* & & 

Adwers Takes Responsible 
Position With Granden 
George Adwers, formerly manager 
of the DesMoines branch of the Mid- 
West Electric Co., is now with the 
Granden Co., of Omaha, 
Nebr., as manager of the supply and 
His past suc- 


Electric. 


appliance department. 
cessful should 
considerable increase in the Granden 
company’s business in this department. 
* * * 

Detroit Salesmen Win Prizes 

Glenn Smiley, sales manager of the 
Commercial Electric Supply Co., 
Detroit, Mich., obliges with the. ac- 
companying photograph of two mem 


record guarantee a 


bers of the: company’s all-star sales 


staff. 


Unusual interest attached to this 
pair because they recently pulled 
down a bunch of prize money in a 


contest held by the Fitzgerald Mfg., 








C. G. Parmalee and G. R. Finley 


: “Oa 


ASK YT UW 














Torrington, Mass., on its “Star” curl- 
ing iron, 

The smiling giant on the left is C. 
A. Parmalee, who damaged the Fitz- 
gerald bank account to the extent of 
the $150.00 first prize and $20.00 in 
On the right is G. R. 
Finley, with agressiveness written all 
over him. He knocked off the third 
of $100, $12.50 in 
smaller ones, also a toaster, curling 


minor awards. 


prize besides 
iron and waffle iron. 

To fill Commercial’s cup of pride 
and McEI- 
murry also won prizes. As the con- 
test was national the company should 


and joy, Messrs. Ross 


be proud of this record. 
+. 6% 


New Jobber for Syracuse 

The A. M. Little Company, Inc., 
Water and Grape streets, Syracuse, 
N. Y., has been organized as a whole- 
sale distributor of electrical supplies 
and appliances. The company has 
established a policy of confining its 
activities to certain selected lines of 
is the 
to add new ones from time to time as 


proved quality. It intention 
conditions warrant or customers sug- 
gest, but there will be no duplication 
and, therefore, no divided effort. The 
company intends to carry a combina- 
of stocks of lines that will 
clude material in general demand by 


tion in- 
the trade and best obtained through 


a distributor. 
* 8 & 


The Banks-Miller Supply Co. 


One of the most important mill 
supply house mergers in recent years 
was consummated in Huntington, W. 
Va., when the Banks Supply Co., of 
that city, purchased the majority of 
the stock of the Miller Supply Co., 
also of Huntington. The announce- 
ment of the deal was made by Thomas 
F.Bailey, president of the Banks com- 
pany. The purchase included the Mil- 
ler subsidiary company the Miller 
Hardware & Supply Company of 
Logan, W. Va. 

These Miller companies and the 
Williamson Supply Co., of William- 








M. W. Crenshaw 
son, W. Va., an associate of the Banks 
organization, were consolidated with 
the Banks Supply Co., under the 
name of Banks-Miller Supply Co. The 
capitalization of the latter company 
was increased to 1,400,000, repre- 





A. C. Heuser 
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Fell your Contractors about 
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There’s no mistaking Rhode Island Red 
Wire on the job—it stands out! You can 
instantly identify the circuit! 


Contractors, wiremen and all electricians 
are boosters of this wire. It saves their 
time and protects them from costly errors. 


Everyone of your contractors and wire- 
men customers has a vital interest in this 
identified wire. Let us help you sell 
them—we’ll start you off on the New Year 
in the right way. Samples of Rhode 
Island Red Wire will be sent on request. 


All types of insulated wires and cords have 
been made for twenty years by the 


PROVIDENCE INSULATED WIRE CO. 


PROVIDENCE 


RHODE ISLAND 
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senting an increase of $900,000 over 
its former capital stock. 

The electrical department of this 
company was organized in January 
1919, under the management of A. C. 
Heuser, formerly with the Westing- 
house Electric & Mfg. Co. His like- 
ness, with that of M. W. Crenshaw, 
assistant manager of the department, 
is shown here. 

The electrical department at the 
present time is doing from 35 to 40 
per cent of the company’s total busi- 
ness, a remarkable showing. 

Besides being a Westinghouse 
agent-jobber, the firm represents the 
American Steel and Wire Co., Simplex 
Wire & Cable Co., Chicago Pneumatic 
Tool Co., Ingersoll-Rand, Robinson 
Ventilating Co., Ilg. Electric Ventilat- 
ing Co., and a number of other high- 
grade manufacturers. 

The company is agent for RCA 
material and is doing a first-class job 


on radio to which Mr. Crenshaw 
devotes a generous portion of his 


time. There is also a radio salesman, 
L. T. Hall. 

A fine house organ is published 
under the title of “The Banks-Miller 
Supply Co. Magazine.” Also there 
will soon appear a new catalog, the 
largest and most complete in the com- 
pany’s history, made necessary by the 
many improvements in electrical and 
mechanical material. 

The general officers of the company 
are: Thos. F., Bailey, president; Thos. 
A. Palmer, assistant to the president; 
Wm. J. Harvie and Frank Enslow, 
vice presidents; G. D. Miller, trea- 
surer; C. D. Johns, secretary, and F. 
J. C. Renner, assistant secretary. 


New Boston Home for Western 
Electric 


Plans have been completed for the 
erection of a new five-story home for 
the Boston supply house of the 
Western Electric Co., at 287-293 
Columbus avenue, near Clarendon, in 
the Back Bay section of Boston, Mass. 
The building, which will have floor 
space of 50,000 sq. ft. is being erected 
for Western Electric by Howard 
Clark Davis of Boston, who has leased 
it to the Supply Department for 20 


years, starting March 1, 1925. Monks 
& Johnson are the architects. 
The frontage will be 88 ft. on 


Columbus avenue with a depth of 95 
ft. On the first floor, in addition to 
the shipping and receiving dock, which 
provides for four trucks, there will be 
a city service counter and display 
room for the convenience of city cus- 
tomers. The rear of the first floor 
will be specially re-enforced to carry 
a live load of 750 pounds per sq. ft. 
and will provide storage space for 10 
carloads of iron conduit at a time. 
The balance of this floor will be taken 
up by facilities for shipping and re- 
ceiving. 

The main entrance to the building 
will open into a lobby. On one side 
a double doorway will lead to the city 
counter and at the rear of the lobby 


a passenger elevator will serve the 
fifth floor, which will be occupied 


It will be 
divided into private executive offices, 


entirely by office space. 


record storage, a display room for 
lighting fixtures, a large rest room for 


facilities. 
Broken package stock and package 
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Western Electric’s Boston Home, Now in Course of Erection. 








Harry Waldman, shipper of the Iron 
City Electric Co., Pittsburgh, Pa., is hand- 
ing a rush ticket to Charles Giese, the 
Paul Revere of the company. Those who 
note the double exposure are advised that 
the “hovering spirit” is Miss Regina 
Dempsey of Robbins Electric Co. 





layout will occupy the entire second 
floor. The third and fourth floors will 
be used as stock rooms for standard 
package stocks. Conveyor systems 
will connect these two floors for quick 
handling of stocks. A pneumatic tube 
system will connect the packing, 
shipping and city service departments 
with the fifth floor general offices, 
providing means for rapidly distribut- 
ing orders and other mail. The base- 
ment will be used entirely for heavy 
stocks such as hardware, porcelain, 
insulators, batteries and crossarms, 
and will provide space for a most 
modern oil heating system. 
* * * 


Bingham’s Electrical Hustlers 

It will be of interest to show the 
set-up of the electrical department of 
the W. Bingham Co., of Cleveland, 
O., which it will be remembered some 
months ago absorbed the Luetkemeyer 
Co. and formed an electrical depart- 
ment. This department is now headed 
by W. H. Rush, manager, who devotes 
his time particularly to the buying 
He is ably assisted by J. R. 
Reardon. 

The sales force of the Luetkemeyer 
Co. was taken over practically intact 
and W. C. Davis now acts as sales 
manager of this department. The 
men who devote their time to strictly 
electrical Messrs.  B. 
Engelhardt, Jones, Beal, Hatois, 
Krumbar, O. C. Schneider and Weber. 

The electrical department handles 
a complete line of supplies, appliances 
and radio. In addition, they pay a 
great deal of attention to mill and 
mine electrical work and do a large 
business in this field. In radio they 
specialize on Crosley and “Day-Fan” 


end. 


sales are: 


sets. 
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METER SERVICE SWITCHES 


with Accessible Service Side Fuses 
and with or without Testing Contacts 


With Test Blades 


Main Connections List 








ig Be , Without With 
Switch Fusible | Volts End Wall End Wall | 


For 2 Fuses (Solid Neutral) $6.60 $7.00 
For 2 Fuses | 
For 1 Fuse (Solid Neutral) 2: 6.60 | 7.00 





; 

















Without Test Blades 


Main Connections List 








Cat. No. 
a — r Without With 
Switch Fusible Volts End Wall End Wall 


19823 30 2 Fuses (Solid Neutral) 125-250 £6.00 $6.40 
2 Fuses 125 
19843 30 . 1 Fuse (Solid Neutral) 125 6.00 


























This New Li ne of switches with main or service side fuses 


accessible to customer meets a demand in certain sections where Central Station 
Service is not available twenty-four hours a day. 


Switch and fuses are both ahead of meter and both are dead when the switch is 
open. The box is so constructed that service fuses are not accessible until 
switch is in “off” position. Switch cannot be thrown into contact until fuse cover 
is closed, thus giving full safety with cover sealed. 


For use with For Single Phase 
Standardized and and D. C. Service 


Shutter End Walls For Plug Fuses—Testing Contacts 


No. 9823 


No. 9823 Both Covers Open Showing No. 9823 
mae Knife Blade Testing Service Side—Fuses Exposed 
2 Pole—Closed Arrangement : Switch and Blades Dead 


DISCOUNTS—TRUMBULL SCHEDULE C-2 
You can get all 
the details of the 
complete Trumbull 


The Trumbull Electric Mfg. Co. (puten xo.” 


Plainville, Conn. 





New York Chicago —" al San Francisco 
114 Liberty St. Boston 2001 W. Pershing Road Atlanta, Ga. Philadelphia 595 Mission St. 
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Los Angeles Jobber Launches 
Giant Advertising Campaign 


Listenwalter & Gough, Inc., Los 


Angeles Calif., in announcing a 
gigantic advertising campaign for 
1925, use the word ‘“‘invest’’ very 
appropriately when they say that 


$40,000 will be invested in newspaper 
advertising for the benefit of dealers 
selling the specialties featured. 

This imposing sum of money has 
been appropriated for the purpose of 
making more washer, ironer, cleaner, 
radio, and appliance business for the 
dealer, not only during certain seasons, 
but all the year ’round. 

The advertising consists of impres- 
sive newspaper displays in various 
sizes running from 22 column-inches 
to 80 column-inches, and will be pub- 
lished in Prudence Penny’s Household 
Economics Section of the Los Angeles 
Examiner, said to be the most widely 


read women’s page on the Pacific 
Coast. 

The campaign really opened in 
November with a series of 12 ad- 


vertisements aggregating 530 inches 
devoted to Royal cleaners. Ironers, 
radio, ete., will be covered in a later 
series. 

The copy itself, as shown by ad- 
vance proofs, is worthy of special 


of 


straightforward, sensible selling talk 


notice because it is the essence 


embodied in layouts of unusual at- 


The 


creation of desire on the part of the 


tractiveness. central ideas are 


consumer and a subtle urge toward 


immediate action, while all through 
the series runs a note of quiet confi- 
dence that no doubt will score heavily. 








Here we have Martin A, Buehler, sales manager (left), and C. E. Furber, sales- 


man of the Western Electric Co., Minneapolis, Minn. 
The other birds in the picture suggest the title, ‘The 


Martin’s “hunting face.” 
Limit in Partridges.” 


We added a close-up of 





A feature of the series is an effort 
to combat by advertising, the activities 
of itinerant peddlers of “orphans” or 
Irrespon- 
sible canvassers with “rush act” pro- 


sub-standard merchandise. 


positions are becoming a serious men- 
ace to the appliance business, accord- 
ing to P. G. Gough president of the 
company. It is his belief that the best 
way to meet such competition is by 
making the public realize the true 
worth of the established dealer and 
his responsibility to his local public, 
and by emphasizing the value of the 
jobber as a guarantor of the mer- 
chandise sold. 

Another good move was the showing 
of proofs to the dealers and giving 
them full information as to the scope, 
purposes and value of the campaign. 
This was done by distributing sections 
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A little late, but, the Stubbs 


Electric Co., 





“~~ ® 





= 


of Portland, Ore., was the guest 


at a picnic given by Mr. and Mrs. Preston, electrical dealers of Silverton, Ore., at 


their ranch on the Santa Ann River near that city. 


Here is a picture taken on the 


occasion with wives, husbands, friends, etc. 








of the Examiner with proofs of the ad- 
vertising and statements as to the 
lines handled, policies, etc. 

This 1925 advertising program of 
Listenwalter & Gough is an index of 
the firm’s position as household ap- 
pliance jobbers. 

* *& * 


Mortelle Holds Down the Corn 
Belt 

R. B. (Bob) Mortelle, who for a 
number of years represented Julius 
Andrae & Co., in the Iowa 
territory, recently joined the 
organization of the Republic Electric 
Co., of Davenport, Ia. He will make 
headquarters at Waterloo, Ia. 
Bob is a thorough merchandiser in 
every way and aside from his ex- 
perience with Julius Andrae & Sons, 
he was formerly connected with the 
merchandise department of the elec- 
tric lighting company at Waterloo, Ia. 
He is right at home in the territory 
and the Republic company is to be 


congratulated. 
* *” * 


From Money Bags to Sales 
Campaigns 

F. W. Seywert, secretary and as- 
sistant treasurer of the Erner Elec- 
tric Co., Cleveland, O., has handled 
the credit and collection end of the 
business for the past 14 years. Now 
he finds himself a sales executive 
handling specialty lines—commercial 
and industrial lighting. This is quite 
a change, but F. W. has a whole lot 
up his sleeve and will be heard from 
frequently. His picture in golf 
clothes was shown in the November 
JospBer’s SALESMAN. 


Sons 
has 


his 











January, 1925 THE JOBBER’S th) SALESMAN 


P&S Chain ‘Pull Sockets 


For Beiter 
Wiring 
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Wle)ererlacee 


While maintaining characteristic neatness and utility, new requirements 
are met by the PWS CHAIN PULL SOCKET 


fa Oiinelm@atelcniclete 


Features that are Inbuilt and Independent of the Chain 
advance in Pull Socket Design 


mark a distinct 


Sicleclvem Gutclimimatede)(e (cre 


These Features permit the use of Standard Chain—without inconvenient 
attachments—and insure the proper operation of the Socket 


CTested With Full Current Load 


Every device with moving parts is TESTED with 
FuLt Current Loap before leaving the factory 


Pass & Seymour, Inc. sii Syracuse, N. UW. 
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Woolley’s Dealer Message 

“Woolley’s Weekly” is the title of 
a sheet sent every Monday to dealers 
by L. A. Woolley, Inc., Buffalo, N. 
Y. It is 8% by 11 ins. with a litho- 
graph head. The message which is 
typed and mimeographed, calls atten- 
tion to leading devices, appliances, 
etc., and lists bargains and weekly 
specials a > 

Enchesed “Wath each issue is a 
“Rapid.Service Mail Order’ for the 
dealers’.use. This has a picture of 
the Woolley building, a list of sug- 


* 


Cuba Jobber’s Barge Business 
The Thrall Electric Co., Havana, 
Cuba, was described in the November 
Jopser’s SALESMEN. Shown here is 
a picture of the office and store 
section. The warehouse (not shown) 
is a very large structure’and is located 
directly on the railroad tracks. 
Some’ of the fitms represented by 
Thrall in Cuba.are: Allis-Chalmers 


gestions and ruled.spaces for ordering. 
ay | 


Mfg. Co.; Kinney Mfg. Co.; Robbins. 


& Myers; Atlantic Insulated Wire & 
Cable Co.; Ilg Electrical Ventilating 
Co.; Shelton Electric Co.; Trumbull 
Electric Mfg. Co.; Appleton Electric 
Co.; Brunner Mfg. Co., Federal Tele- 
phone & Telegraph Co.; and the 
Kohler Co. 

The other picture shows the Thrall 
exhibit at Cuba’s International Ex- 
hibit. (Notice the lighting equip- 
ment.) The, most electrical activities 
in Cuba center around the sugar in- 
dustry and the quality of Thrall: in- 
stallations in these mills is respon- 
sible for the company’s success. 





Back from the Dead 


According to Charlie Pierson, writ- 
ing in that snappy paper of his, 
“Standard News,” Louis D. Carroll, 


‘vice-president of the Carroll Electric 


Co., of Baltimore, Md., beat himself 
out of a good sale the other day. 
While working on one of his customers 
(“working on” is right, he actually 
works on them) in Curtis Bay, he ran 
across an old Model 619 “Standard” 
range of the vintage of 1916 stored 
away in the cellar of one of the offi- 
cers’ quarters. To quote Mr. Carroll 
verbatim: “We simply renewed a 
couple of elements and cleaned it up 
with Brillo and now the stove looks 
as good as new and is working en- 
tirely satisfactorily, and the customer 
is very much pleased. The aluminum 
lining was entirely obscured with dirt 
and grease, but cleaned up just as 
bright as new. The entire cost of put- 
ting the stove in shape did not exceed 
$15.00.” Of course, Mr. Carroll 
might have turned in a sale, but he 
seemed to be more pleased with his 
resurrection job than if he had sold 
a new range. 
* * * 


New Yorkers Talk Credits 
and Smile 
The New York Electrical Credit 
Association celebrated its twenty- 
ninth annual meeting on December 9, 
in the form of an afternoon sessiong 





7 








Office of Thrall Electric Co. 


noon session was one strictly devoted 
té« business, and the very excellent 
work that the association has done in 
past years was attested to by the fact 
that more work than ever was turned 
out by the secretary’s office during this 
past year. By an almost unanimous 
vote, the dues were increased from 
$60 to $85 per annum, so that the 
increased usage of the association as 
is anticipated during the coming year, 
may be amply provided for with funds 
to meet the increased cost of a much 
improved service. 

Aside from acting on the matter of 
dues, the members listened to W. R. 
Conklin, L. R. Edwards, H. P. Hitch- 
field and F. P. Vose, who addressed 
them on timely subjects, and the keen 


at the Hotel Pennsylvania, followed 3nterest shown in this session could be 


in the evening by a very toothsome 


dinner which lasted until shortly after 
10:00. W. J. Kranzer, president of 
the association reports that the after- 





seen by the various members who 
contributed thoughts and entered into 
various discussions. Among those who 
spoke up were F. A. Booth, C. P. 
Scott, H. W. Barnard, L. F. Ans- 
chutz, and others. 

Mr. Kranzer was slated as «toast- 
master atthe dinner, but with F. P. 
Vose sitting at the head table, ould 
not deny a treat to the gathering by 
letting him sit idle, so prevailed upon 
him to accept. He was very much 
enjoyed by all present, for he gave 
them all many a laugh. 


* * * 
Central States Bulletin Pleases 
The “Leader”, issued by the 


Central States Electric Co., Kansas 
City, Mo., is a very attractive and 
well-edited 40-page monthly catalog. 
In addition to listing the manufac- 
turers represented and all material 
handled, the book shows pictures of 
the organization and states terms and 
policies. A bargain sheet is a good 
feature, The radio section is also 
very well handled. 
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PLAN WITH US FOR 
MORE 1925 FAN BUSINESS 


Now that the holidays are over, the fan season is_ 
ready to open with new and greater opportunities. E 
We're already making elaborate plans for the sale of 
R & M Fans during the coming year. Our plan is 
centered around the electrical jobber. 


Present R & M distributors will play an important 
part in the success of our plan—they will be repaid 
handsomely. 


There are a few R & M distributors’ franchises 
available—perhaps one is in your territory. 


Get in touch with us regarding your 1925 R & M 
fan business. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


New York, 30 Church St. Chicago, 1444 Conway Bidg. 
Philadelphia, 1418 Walnut St. Cleveland, 1239 W. Third St. 
St. Louis, 1522 Chemical Bldg. San Francisco, 701 Rialto Bldg. 
Cincinnati, 9 E. Third St. Buffalo, 827 Ellicott Sq. Bldg. 


Robbins & Myers Fans 
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No. 3 Beaver Junior Ratchet Die Stocks 


seeco? 


Consists of a ratchet handle holding separate heads for 
each size die. Ratchet mechanism entirely encased in head. 
Right or left hand as specified. 


Threads Pipe. whats MER Ae hin wuawabeseeee inches 1 to J 

Price, No. 3, % to 1 Complete Gb tale oe ee eee each $24.00 
> ~ : . ee Se aE ore “ “21.00 
52 we 3 oi i ae ee or ee “18.00 
“Extra Dies (4 Chasers) Any Size Range.. “ 2.50 
. Die Heads, 4%, 14 or %%-inch............. 5 3.00 
. . \% or 3% 4-ine Picco nike . 3.50 
¥ 4 Pe WOE acl yaccs Sesokee 7 4.00 
“ Ratchet Handle Only ................00 =a 4.00 


No. 6 Beaverette Easy Working Die Stocks 


Threads all four sizes, 14 to 
34-inch, without changing dies 
or bushings. A thread may be 
cut while changing dies in other 
tools. The two sets of dies 
covering the different thread 
pitches are held in one plate. 
Both sets, however, are operated 
by the same control plate, 
through an arrangement of slots in which the dies ride so 
that simply setting to the desired size retires the set not in 
use. A universal centering device does away with loose 
bushings. 

The No. 6 is a compact tool, complete without loose parts. 
Right or left hand, as specified. 

Price, No. 6, Complete ..... 

“ Extra Dies, R. or L., } 





each $15.00 
4x % 
RE: btn oh nnnddpibeneesadcianntiay ail per set 3.00 


g or ly x 3% « or. 


Threads all sizes, 1, 114, 
11% and 2-inch, or varia- 
tions from standard, with- 
out changing dies. One 
set of dies cuts all sizes 
and is adjustable to cut 
standard, oversize or 
undersize threcds, A uni- 
versal chuck centers all 
sizes. No loose bushings. 

Close nipples may be 
cut with this tool. In- 
stantly adjusted—simply shift the handle to size and the 
tool is ready. It uses narrow receding dies that draw back 
with each turn, removing less and less metal, thus cutting a 
standard taper thread and easing the work as thread is cut. 
Price, No. 25, Complete .......... 2.0000: .each $30.00 

“ ~ Extra Dies 1, ny, 114 and 2-inch, R. H..per set 3.50 


No. 26 Beaver Easy Working Ratchet 
Die Stocks 





Threads all sizes, 1, 144, 
1% and _ 2-inch, ’ without 
changing dies. Provided with 
ratchet attachment for 
threading pipe in ditches, 
against ceilings or walls, in 
corners, etc. Only 5 inches 
Space is required around the 
pipe. Can also be used as a 
regular stock. Contains a 
universal chuck whis ‘+h means pipe is always straight, without 
grip screws or bushings to bother. 

Uses detachable leader screw. The ideal tool for thread- 
ing in confined places or at the bench. 


Prive, Mil BS RON fn oe Gk oa ee eee each $35.00 
“ Extra Dies, 1,14, 1% and 2-inch, R. H. perset 3.50 





ONE HALF PAGE, ACTUAL SIZE 


yi 
a 
} 
! 
| 





THE DONNELLEY 


UNIT SELECTION PLAN 


A Recognition of Your Individuality 


HE new series of electrical supply cata- 
logues that are being built on the Don- 


nelley Unit Selection Plan are compiled entirely 
from the jobber’s standpoint, keeping in mind 
that the jobber should have the same freedom in 
selecting the articles to appear in his catalogue 
as he has when he buys the goods themselves. 


i 


Everything applying to a given article is shown in one 
compact group—the heading, the illustration, the de- 
scription, the dimensions, and the prices. This makes 
it posible for the buyer to consult the catalogue more 
rapidly and more easily, and to minimize errors in 
placing orders. As soon as the buyer locates the illus- 
tration of an article, he has located everything per- 
taining to it. 

The catalogues are compiled in separable, self-con- 
tained, interchangeable units. The jobber does not 
have to select by pages, nor even by columns. He se- 
lects by individual units without extra charge. Each 
jobber’s catalogue is, therefore, “built to his measure” 
as regards selection of goods. 


The compiling units are of one-sixteenth of a page or 
multiples of that size. This makes it possible to give 
to each article the space it requires without waste. 


The jobber controls not only the sequence of the 
pages, but the grouping of the articles on the pages 
by units, thereby securing a distinctive individuality 
not otherwise possible. He shows only the goods that 
he wishes to show, and he shows them in the arrange- 
ment he desires. 


The catalogues can be furnished in either 714x10% 
page size, or in 734x10% page size, the latter being 
the size recommended by the Electrical Manufactur- 
ers’ Council. 

A decided reduction is made in the number of pages 
required to cover a given line of goods as compared 
with other catalogues of the same page size. This is 
accomplished by the unusually large Donnelley type 
page size, the careful, compact style of compilation, 
and the fact that the jobber “hand picks” what he 
considers the good sellers of a line, without having to 
show the poor sellers, unless he wishes to include 
them also. This reduction in the number of pages in 
the Donnelley catalogues is a matter of fundamental 
importance to the jobber from the standpoint of the 
real cost of his catalogue. 


Year after year Donnelley’s affords the best there is 
in electrical supply catalogues: 
extensive 
organization 


the longest and most 
specialized 
compilers 


only highly 
supply men, 


experience; the 
of practical 


checkers, indexers, and so on, in the United States; 


compiling, 


printing and binding complete in one 


organization, with undivided responsibility and _ the 


highest financial standing; 
standard of quality. 


and the Lakeside Press 
We seek to serve you on this basis. 
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The Main Compiling Room and Office of the Donnelley Jobbers* Catalogue Department 


This department comprises approximately 130 supply men, com- The supply men in the department have had practical experi- 
pilers, correspondents, indexers, and so on. Their entire time ence, having been associated with jobbers in Alabama, Cali- 
is given to the compiling of catalogues for jobbers of electrical, fornia, Georgia, Indiana, Illinois, Kentucky, Minnesota, Mis- 
mill and plumbing supplies, and automotive accessories. In souri, New York, Ohio, Pennsylvania, Tennessee, Texas, Vir- 
this organization, more than 1000 editions of catalogues have ginia and Wisconsin. This organization is an integral part of 
been compiled for jobbers located from New York to Honolulu the Lakeside Press, which has the largest catalogue printing 
and from Montreal to Los Angeles. and binding facilities in the United States. 


WHEN REAL SERVICE 
MEANS MONEY TO YOU 


Facilities Count 


JOBBERS’ CATALOGUE DEPARTMENT 


R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT CHICAGO, ILLINOIS 


; z i $ 
I , 7, - xz = = 
or 4 —-= F 


Wis building occupied by RR:-Donnelley & Sons Co. [MME ‘This building partially ered and occupied by RRDonnelley & Sons Co. 
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Cornelius with Tidewater 
Electric 
P. R. Cornelius, one of the few 
salesmen of the period 1900, has this 
fall joined the sales force of the well 

















P. R. Cornelius 











known firm of Tidewater Elec. Co., 
Inc., New York, N. Y., as its export 
manager and will use his experience 
and energies to develop foreign busi- 
ness for this firm in Mexico, Central 
and South and the 
West Indies. 

His career was started with the 
Western Electric Co. and later he 
spent 16 years with one of the lead- 
ing electrical jobbing concerns in New 
York in deyeloping its foreign busi- 
ness. 


America, Cuba 


¢ + 


Arenberg Resigns from Central 
Electric 

Albert L. Arenberg, manager of the 

lighting division of the Central Elec- 

tric Co., Chicago, IIl., resigned his 

1925. 


position effective January 1, 











“When you have a timid buyer try 
these methods,” said Fred Black and Herb 
Oliver. And they proceeded to illustrate 
how they do it. Evidently the method is 
a success for Herb’s pocket looks crowded 
with orders. Their “victim” is Lin Plantz. 
All are with the Pacific States Electric 
Company of Seattle, Wash. ~ 





He had been with the Central Electric 
Company since he graduated from the 
electrical engineering course of the 
Armour Institute of Technology 11 
years ago. He is known in the trade 
through his activities in connection 
with the design, manufacture and sales 
promotion of lighting equipment and 
has held various offices and committee 
positions in such organizations as the 
National Electric Light Association, 
Western Society of Engineers, [llumi- 
nating Engineering Society and the 
Electric Club. He is at present a 
director of the last two organizations. 

Mr. Arenberg plans to secure an in- 
terest in an existing manufacturing or 
jobbing business or possibly organize 
a new one. His home address is 360 
Ravine Drive, Highland Park, IIl. 

* * # 
News of the Salesmen 

Southeastern Iowa is receiving real 
sales attention from J. T. Hill who 
travels there for the Terry-Durin Co., 
Cedar Rapids, Ia. 


A. B. Carlon is the latest addition 
to the sales force of the B. & R. 
Electric Supply Co., Denver, Colo. 
Earl Hagland comes to the city 
counter and Miss C. Buie is handling 
the bookkeeping and credit manage- 
ment, 


Frank Puttam is the new lamp 
salesman for the Universal Electric 
Co., San Francisco, Calif. 


R. H. Hewitt joined the George H. 
Wahn Co’s, sales force and is covering 
part. of Massachusetts and Rhode 
Island. 


In the Parr Electric Co’s. New 
York house are four new salesmen, 
Fugene Sullivan, Albert E. Coey, 
Sidney Ringold and Caspar Van Dieu. 


Lee Morrison is selling for the A. 
Knoll Supply Co., Cincinnati, O. J. 
Siebring has been added to the city 
counter force. 


The Electrical Supply Co., New 
Orleans, La., announces Alvin A. 
Doleac as a new salesman. 


The F. Bissell Co., Toledo, O., has 
engaged Carl A. Beck to sell supplies 
in the Ohio territory. 

A new jobber’s salesman has 
entered the field, being a second boy 
born to E. J. Bonswor, secretary of 
the Elliott Electric Co., Cleveland, O. 


John Hoffman has joined the sales 
force of the Elizabeth Electrical Sup- 
ply Co., Elizabeth, N. J. 


Jobbers Active in Associations 
H. H. Cory, well known member 
of the Sterling Electric forces in 
Minneapolis, Minn., is secretary of 
the Northwest Trade Dealers’ Asso- 
ciation. 
Murray Bergman, general man- 


_ager of the Progress Electrical Sup- 


ply Co., Brooklyn, N. Y., is now a 
member of the Radio Jobbers’ Asso- 
ciation of the New York Electrical 
Board of Trade. 

V. B. Smiley, of the Gee Electric 
Co., Wheeling, W. Va., is on the 
executive committee of the local Bet- 
ter Home Lighting campaign. 

Geo. Curtiss, general manager of 
the Universal Electric Co., San Fran- 
cisco, Calif., was recently re-elected 
president of the - Electrical Whole- 
salers’ Association. 

S. W. Bair, superintendent of the 
Dauphin Electrical Supplies Co., 
Harrisburg, Pa., was elected presi- 
dent of the newly formed Electrical 
Contractors’ Association of that city. 

G. D. Montgomery, Jr., president 
of the Eastern Electric Supply Co., 
Portland Me., has been appointed a 
member of the Board of Control of 
the Portland Exchange Club. 

L. L. Hirsch, president of the 
Electric Supply Co., New Orleans, 
-La., was recently elected a director 
of the Members Council, New Orleans 
Association of Commerce. 

The Kalamazoo Electric League, of 
Kalamazoo, Mich., recently organized 
with 49 chartér members, chose as its 
president L. R. Klose, president of 
the Klose Electric Co., of the same 
city. 








“When a feller needs a friend” could 
hardly be the title of this. And yet it 
might be a good title after Mrs. Bert 
Lucas lamps it. Look out, Bert. Said 
Bert Lucas being sales manager of the 
Stubbs Electric Co., Portland, Ore. The 
charming young lady is Miss Richardson 
of the filing department. The picture was 
taken at a picnic held by the Stubbs or- 
ganization. 
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It’s easy fishing 
with “U.S.” Paracore 


One of the likeable qualities which users of “U. S.” Paracore Wire 
instantly recognize is its “polish”. The fellows on the job attach 
great importance to the slick, finely finished surface, which makes 
fishing through conduit an easy operation. 


There is nothing rough or obstinate about “U. S.” Paracore. It slides 
in a free and friendly fashion. It glides over bumps and slips around 
obstructions with admirable tact. It saves the wiremen’s time and 
money by never jamming or kinking in the conduit. 
Under this smooth exterior of “U. S.” Paracore Wire are a rubber _ 
' compound with stretch and tensile strength far above code require- 
ments, and well-tinned conductors. The insulation resistance is un- 
usually high. 
Contractors, wiremen, and other users of rubber covered wire appre- 
ciate these qualities. “U. S.” Paracore makes easier fishing for 
the man who does the wiring. It is easier fishing, too, for the sales- 
man who carries it—easier fishing for the most desirable kind of wire 
business. 


A catalog is yours for the asking. 


United States Rubber Company 


1790 Broadway, New York City 
COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 


Atlanta Houston Pittsburgh 
Baltimore Indianapolis Portland, Ore. 
Boston Kansas City Salt Lake City 
Buffalo Minneapolis San Francisco 
Chicago New Orleans Seattle 
Columbus New York St. Louis 
Denver Omaha Syracuse 
Detroit Philadelphia 


Also makers of “U.S.” Royal Portable Cord 
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Complete Cross Index to the 
Code 


Now for the first time in a great 
many years the National Electrical 
Code is a completely open book to the 
electrical industry. 

As early as 1881 there were rules 


| 





Robert A. Goeller 


for the safe installation of electrical 
Until 1893 all rules were 
prepared by local insurance districts. 


conductors. 


At that time there appeared, as the 
result of many meetings, a set of rules 
which were adopted by enough under- 
writers departments to constitute what 
‘called the first National 
Electrical Code. 


might be 

Since that time the use of electric- 
ity has been greatly extended and the 
Code necessarily had to keep pace. 
It was not unreasonable then that it 
should become more involved. 

Last year the Electrical Committee 
This 
was a long needed improvement and 
the Code 
Even then it was found that 


completely recodified the Code. 


made much easier to use. 
much 
time was lost by contractors’ fore- 
men and wiremen looking through the 
Code to see if some particular type 
of construction was ruled on. Many 
times work has been done in accord- 
ance with one rule only to find out 
later that there was another rule that 
applied to that particular type of 
work. 

The Code has an index but it merely 
lists references according to Code 
headings and is no guide to one who 
does not know what rule he is look- 
ing for. 

Many subjects have more than one 


reference in the Code and many a 


contractor has found to his sorrow 
that it is necessary to have all the 
references if he is to work entirely 
in conformity with the Code. 
Mistakes made because of 
looked or unknown rules in the Code 
to the contractor 
whether he makes them himself or his 


over- 


are expensive 
wireman make them. 

In ordef to prevent such mistakes a 
complete cross index and guide to the 
1923 National Electrical Code has 
been compiled by Robert A. Goeller, 
vice-president of Hatzel & 
Buehler, Inc., and published by the 
The book 
contains and more than 
4,000 It covers every 
rule in the Code, under every conceiv- 
able heading. 


second 


Association of Electragists. 
96 pages 
references. 


Furthermore, each heading in the 
cross index gives every reference that 
is contained in the Code on that par- 
ticular subject. There is thus avail- 
able in this volume a complete Code 
reference on every possible point. 

This cross reference has been tested 
out by Mr. Goeller and his staff for 
the past six or eight months in all 
his work as vice-president in charge 
of construction for one of the largest 
electrical contracting organizations in 
the United States. 

With such a complete cross index 
there will be fewer occasions for dis- 
pute between contractor and inspec- 
tor and fewer occasions for delay. 

x 


* * 


Milhender Catalog an Excep- 
tionally Fine Job 

The Milhender Supply 

Company of Boston, Mass., have just 

issued the first three of a 


Electric 


series. of 


beautifully gotten up and _ artistic 
catalogs. The first one is entitled 


“The Milhender Book on Home Light- 
ing” taking up the subjects of fixtures 
and fixture accessories, including the 
Milhender kitchen daylight unit. 

The second catalog in the series is 
entitled. “The Milhender Book of 
Fixture Parts and Glassware’, cover- 
ing the subjects as the title implies. 
The third book entitled ‘The 
Milhender Book of Lamps and Ap- 
pliances”’, describing floor lamps, table 
lamps, ete., 


is 


and a complete line of ap- 
pliances. 

A great deal of credit for the suc- 
of these catalogs due_ to 
Messrs. Hackel Shinnick who 
spent much time and thought in pre- 


cess is 


and 


paring them. 


- on the phone “trafficing.” 





Eastern Growing Fast 

The Eastern Electric Supply Co., 
Portland, Me., has two new salesmen 
on the road, H. P. Small and I. L. 
Litchfield. Another floor is being 
added to the plant at 45 Market 
street. President G. D. Montgomery 
predicts a 40 per cent increase of 
1924 sales over the preceding year. 
The company is actively developing 
business in New Hampshire in addi- 
tion to Maine. 

The Eastern people took a large 
booth at the first annual radio show 
held at Portland, December 15 to 20. 
showing Federal, Thompson, Jones 
and Chelsea material. 

Mr. Montgomery also announces the 
opening of a new fixture showroom 
and a retail department. 

* * * 
Peerless Light Changes 

Following the death of Max Hers- 
kovitz, founder and president of the 
Light Co., new 
officers were elected as follows: Wm. 
Herskovitz, president; Abraham Hers- 
kovitz, vice-president; Edw. Hersko- 
vitz, vice-president, and Felix J. 
Shotke, treasurer. 

Oscar Reinhold has joined the com- 
pany’s Chicago forces as general man- 
ager of the lamp and shade division. 


Peerless Chicago, 














This is E. L. Weidman, traffic manager 
of the B-R Electric Co., Kansas City, Mo., 
It may be said 
that this is not a pose for he actually used 
the time to advantage in putting over some 
big deal or other while the picture was 
being taken. No efficiency expert could 
get anything on Weidman. 
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Chicago, January, 1925 











i), Published in the interest of a more complete fellowship with Jobbers’ Salesmen 
everywhere by the Benjamin Electric Mfg. Co. 














do you succeed! 





“Success is but another name for Service.” cAs you serve so 


Happy New Year 

















MAKES THE TUBES LAST 
LONGER 


Wally Goodrich says: “Aside from 
the microphonic action of the Benja- 
min spring suspension radio socket, 
there is another feature which is often 
overlooked by salesmen. It is a well- 
known fact that an incandescent lamp 
will withstand much abuse and hard 
knocks while the filament is burning, 
but when the current is off and the 
filament is cold that is the time when 
breakage occurs. The spring suspen- 
sion on the radio socket prolongs the 
life of the radio tube even when the 
set is not in operation. Suppose we 


have a portable set. The tubes may 
be broken while the set is being trans- 
ported. This is another reason why 
we feel that we have a radio socket of 


exceptional merit.” 
* + 


Revere Does Big Christmas 
Business 

The Special Holiday Appliance Cata- 
logue sent out to a picked list by the 
Revere Electric Company, Chicago, 
produced a big volume of Christmas 
business for the house. Van N. 
Marker, president of the Revere Com- 
pany, says he’s going to repeat regu- 
larly. 


Joins E. S. J. A. 

The Beller Electric Supply Com- 
pany of Newark, N. J., has been ad- 
mitted to the Electric Supply Jobbers’ 
Association. The Beller Company is a 
live organization and will bat high in 
the big league., , , 


New Rumsey Catalogue 
The new radio and electrical cata- 
logues of The Rumsey Elec. Co., are 
being distributed. They are unusually 
attractive books. The Benjamin line 
is well represented, of, course. 


Benjamin Radio Gang Sockets and Radio 
Switch have been adopted by Captain Paul 
S. Edwards for his new Army Receiver. 

















The R. L. M. Reflector was designed by 
the reflector and lamp manufacturers to 
give to industrial lighting a working stand- 
ard unit of illumination that might be em- 
ployed under almost any circumstance of 
general lighting as a safe and sane ex- 
pedient without violating the fundamental 


laws governing efficiency and good illumi- BENZAMIN 








BENJAMIN GLASSTEEL 
DIFFUSER 


nation. The unit provides a safe working 
tool covering a wide range of require- 
ments. 

However, it was realized in presenting 
this design that there would be required 
other types of reflectors possessing the 
same general characteristics, but having other features 
which would make them more adaptable and suitable for 
various illuminating requirements. 

Possessing all of the advantages of the R. L. M., but 
having the additional features which adapt it to certain 
particular phases of illumination, the Glassteel Diffuser 
has been developed. 

This unit is made up of an enameled steel reflector of 








THE “WHY” OF THE GLASSTEEL DIFFUSER—By “Kes”. 


the R. L. M. design, retaining all the good 
points of that type. Inside of the reflector 
is an opal enclosing globe, which eliminates 
reflected glare and gives a well diffused 
light. 

Apertures in the top of the reflector 
allow part of the direct light of the lamp 
to fall on the ceiling and upper side walls. 

The Benjamin Glassteel Diffuser is made 
up with a railroad type of threaded neck 
and is regularly equipped with a threaded 
porcelain enameled hood of corresponding 
color to the reflector. The railroad type 
of thread gives the added advantage of per- 


mitting them to be used with cast iron hoods as well as 
the enameled steel. 

Where it is of advantage to attach the fixture direct 
to the outlet box a hood can be supplied for this pur- 
pose in place of the pendent type. 

The Glassteel Diffuser gives a very pleasing effect in 
the combination of glass and steel. 
good distribution of light, but makes a unit that is mighty 
good to look at. 


It not only gives a 
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BRINGING HOME THE BACON 


Little Stories of Sales Stunts Successfully Used by 
Jobbers’ Salesmen : 


SENT THE OLD PLUGS TO 
THE BONEYARD 


One of my con- 
tractor-dealer cus- 
tomers operates 
in a community 
where there is 
plenty of electri- 
cal business, but 
where there re- 
mains entirely 
too much old- 
fashioned stuff. 
The trade being rather conservative, 
it was hard to replace an obsolete ac- 
cessory unless it was broken. 

This customer had given me consid- 
erable business in Benjamin attach- 
ment plugs, but I felt that he had 
fallen far short of what he could sell. 
So I worked on him to stock them in 
quantity sufficient to get a very at- 
tractive price. When he balked at 
tying up money I offered him a plan 
whereby he could stir up not only plug 
business but wiring, repairs, etc. 

First he let all his trade know that 
he would allow 10 cents for every old 
style plug turned in on a new one, and 
that where a special trip was not 
necessary he.or one of his men would 
change the plugs free. They all car- 
ried new plugs with them to every job 
and every call made, and every time 
an old-style plug bobbed up the change 





was suggested. 

In addition to the largest order for 
plugs he had ever given me, my other 
business from him increased because 
of better acquaintance. 


W. Wilhelm, 
Listenwalter & Gough, Inc., 
Los Angeles, Cal. 


TOOK HIM TO THE CLEANERS 


One day I found 
a contractor- 
dealer busily fig- 
uring away at his 
desk. He had cov- 


ered several 
sheets of paper 
and I knew he 


was after some 
nice business, 
whatever it was. 





Sure enough, he had been called in to 
“prescribe” some new lighting for a 
dyeing and cleaning plant. 

The equipment called for had to be 


vapor proof, and what the contractor 
was figuring on was how cheap he 
could get globes and guards so as to 
make a big profit. This meant extra 
sales resistance from his end instead 
of the customer’s, as is usually the case. 

A few questions disclosed the fact 
that the cleaning firm was headed by 
a couple of live wires who were coin- 
ing money and had to enlarge their 
plant. On this basis it did not take 
much to show the dealer the wisdom 
of selling them Benjamin vapor-proof 
equipment along with the idea of qual- 
ity goods for their future expansion. 

We only made one trip to the plant 
and the result was the sale of both 
stationary and portable vapor-proof 
units, also a lot of additional material 
and wiring my customer had not ex- 
pected. The sum total of my harvest 
was all of the Benjamin items needed 
and a stock order besides. 


R. P. Dunning, 
Western Electric Co., 
Columbus, Ohio. 


FOOT-CANDLE METER A 
STRONG ALLY 


I called on a 
contractor who 
was in the market 
for a nice order of 
steel reflectors for 
adairy. He stood 
to make _ good 
money on the 
wiring and other 
stuff, the _ only 
hitch was on the 

It seems the pro- 





price of the shades. 
prietor of the dairy had become ob- 
sessed with the idea that they might 
make a mistake and he didn’t want to 
face changing expensive reflectors 
later on. 

To make it worse the contractor had 
some cheaper reflectors in stock and 
could get more where they came from. 
So he was just wavering when I got 
to him and it called for something a 
wee bit special. I told him we could 
sell the dairy man on Benjamin re- 
flectors in such a way that he would 
never doubt anything the contractor 
would tell him thereafter. Also I 
showed my customer what the future 
business of the dairy was likely to be. 

To put the thing over right I se- 
cured a foot-candle meter and three 
styles of Benjamin reflectors, which 





we wired with cords and plugs. Three 
lamps, 150, 200 and 300 watts re- 
spectly, completed the layout. With 
the aid of a tall stepladder we showed 
the dairy proprietor the actual light 
he could get, from three to eight foot- 
candles. 

I purposely let the contractor show 
himself to advantage. He sold him- 
self and his business to the dairy man 
and I got the order for the reflectors. 
Everybody happy. 

Howard Holtkamp, 


F. D. Lawrence Electric Co., 
Cincinnati, Ohio. 


TWO BIRDS WITH CONE 
STONE 


For some time 
I had been after a 
dealer to stock a 
large number of 
Two-Way plugs 
for the holidays, 
to be sold in con- 
nection with ap- 
pliances bought 
for gifts. My idea 
was that the re- 
additional appliance 








cipient of an 
would be tickled if a Two-Way plug 
accompanied it and I felt sure that this 
had only to be suggested to the buyers. 

My dealer agreed with me some- 
what reluctantly but complained that 


his appliance business _ around 
Christmas had never been what it 
should be and he was doubtful of sell- 
ing enough appliances, let alone the 
plugs with them. 

I then suggested a different sort of 
appeal than just a newspaper adver- 
tisement, a direct-mail circular that 
would mean something to the hun- 
dreds of people in his neighborhood 
who were hesitating. 

The circular we designed had a 
message emphasizing that whoever 
bought the appliances shown and gave 
them to friends or relatives, could rest 
easy as to service and efficiency. Then 
followed cuts, descriptions and prices 
of fifteen leaders. Last was a definite 
invitation to come to the store, the 
tone being “Now we’ve told you where 
to come and what to buy, your troubles 
are over.” 

This dealer sent or passed out 800 of 
these circulars before December 5. By 
the 10th, he was selling lots of appli- 
ances and the Two-Way plug order 
for me was one of the results. Another 
was a replacing order for some of the 
appliances he had sold. 


Robert Coleman, 
Stanley & Patterson, Inc., 
New York, N. Y. 
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NEWS FROM THE 
BIG LEAGUERS 


I. A. Graham has been 
appointed secretary-treas- 
urer of W. R. Ostrander 
& Co., New York, N. Y., 
succeeding H. Cashmore. 


. * * 


C. S. Campbell is now 
with the Avery & Loeb 
Electric Co., Columbus, O. 


* * * 


R. H. Howig leaves the 
Wisconsin territory of the 
Illirois Electric Co., Chi- 
cago, to act as radio spe- 
cialist in Chicago and 
vicinity. 

+. * * 


J. D. Nicholson is now 
assistant manager of the 
Mine & Smelter Supply 
Co., Denver, Colo. 


* + * 


The Eastern Electric Sup- 
ply Co., Portland, Me., has 
acquired the services of E. 
C. Litchfield, who arrived 
just in time to get in on 
the company’s Simplex 
heater campaign. 


~ 7 * 


The Greensboro branch 
of the Piedmont Electric 
Co., Asheville, N. C., has 
a new man in its territory. 
He is E. J. Ireland, who 
used to be with the Win- 
chester Electric Co. 


* * * 


T. C. Worthington left 
the Shepherd - Fluherty 
Electric Co., Baltimore, 
Md., to go with the H. C. 
Roberts’ Electric Supply 
Co., of the same city. 


* * * 


R. M. Shaeffer and E. W. 
Williams are new salesmen 
with the Colonial Electric 
Co., Philadelphia, Pa. 














MEN YOU SHOULD KNOW 








J. H. FALL, Jr. 


Vice-President and Treasurer, Benjamin Electric Manufacturing Co. 




















WHO USES BENJAMIN INDUSTRIAL 








The Champlain Electric 
Supply Co., Burlington, 
Vt., has a new salesman, 
A. J. Davis, and a new 
counter man, Richard 
Shepard. 


C. Pettipas is the latest 
addition to the sales force 
of the Sager Electrical 
Supply Co., Lynn, Mass. 

* * * 


D. W. Fuller goes from 
Triangle Electric Co., to 
the Revere Electric Co., 
Chicago, as city salesman. 

* * + 


The Globe Electric Co., 
Seattle, Wash., sends the 
name of A. F. Douglas as 
the latest addition to the 
sales force. 

_ .* * 


The Westchester branch 
of the Gertler Electric Co., 
Inc., New York, N. Y., has 
two new salesmen, Wm. C. 
Guilford and Samuel Goler. 


* * * 


E. G. Guy is a new sales- 
man for the Sterling Elec- 
tric Co., Minneapolis, Minn, 
His headquarters are at 
Specer, Ia. E. L. Hughes 
comes to the Sterling city 
counter. 

a. * * 


H. C. Hershey, Jones- 
Beach & Co., Philadelphia, 
Pa., won the first prize of 
$300.00 in the Bee-Vac 
sales contest. 


* + * 


The Dyer Brothers, O. E. 
and G. C., are back with 
the Electric Appliance Co., 
Dallas, Texas. 


* * * 


Mr. W. T. Bahlman, for- 
merly of the Bahlman- 
Frederick Chemical Com- 
pany, Cincinnati Ohio, has 
accepted a position as sales 
engineer with the F. D. 
Lawrence Electric Co., and 
will start on his duties im 
mediately. 


LIGHTING? 


These four plants of the American Brass Co. manufacture a large part of the copper wire, rods, sheets, tubes and special shapes used the world 
over. The two plants at the left are at Waterbury, Ct.; the plant at top right is at Ansonia, Ct., the plant at bottom right is at Kenosha, Wis. 


40 


THE JOB 


»e ky . T 
BER’S(AJ|SALESMAN 








The Benjamin Reflector 

















a ee caenmet 








nme 

















cA 
Contribution 
to the 
Development 
of Industrial 
Lighting 


The lighting needs of industry 
and the rapid development of 
incandescent lamp design and 
manufacture have made neces- 
sary frequent changes in light- 
ing equipment. 

Benjamin hasanswered the call 
of industry through the inven- 
tion of the threaded socket and 
accessory lighting equipment. 
For each size of lamp and for 
each kind of service there is 
Benjamin Threaded Equip- 
ment to meet the need. 


This Benjamin Threaded Equipment 
has keen of immeasurable value to 
industry in enabling manufacturers 
to adopt new sizes of lamps, to easily 
and conveniently change sizes and 
types of reflectors, without disturbing 
the wiring. 

In addition to this it has increased 
economy and maintenance through 
provision for easy wiring and easy 
cleaning. 

These threaded sockets are for either 
stem suspension or attachment to 
ceiling outlet boxes, and are in key- 
less or straight-down, “inner-pull”’ 
pull-chain types. 


BENJAMIN 





Makers of Things More Useful 


Here is a Message going to the 
Trade this Month that is of inter- 
est to Every Jobber’s Salesman 














Threads! 


Benco Sockets 


Weatherproof, highly insulated 
metal-cased general purpose 
sockets for indoor and outdoor 
use. The great sturdiness of the 
socket, the threaded feature 
making it possible to use 
Benjamin holders and reflec- 
tors, combined with the low 
price, have made it the general utility choice in thousands of 


reads! 


Ben-ox 


Provides a heavier duty, highly 
insulated socket for use with 
the larger lamps and reflectors. 
With Ben-ox the wiring is 
completed, regardless of acces- 
sory equipment, eliminating 
soldered and taped joints. By 
means of the Ben-ox Thread 
, a wide range of Reflectors, 
Holders and Connectors may 

é be screwed in to meet present 
requirements or to anticipate future needs, For both Industrial 
and Commercial I/lumination. 


Threads! 


Type RR Threaded 
Equipment 


For railroads, steel mills and 
other plants, where an ex- 
tremely rugged equipment is 
/ | required to withstand rough 
3 apne . handling and severe service 
a incident to very heavy indus- 
trial work, or where gases, smoke and vapors are present. The 
threaded hoods are made both for stem suspension and for 
attaching to ceiling outlet boxes, in both cast and porcelain 
enameled steel. The threaded reflectors make cleaning easy and 
keep down maintenance costs. With Mogul bases for the 
larger lamps. 

















For your industrial lighting needs look into 
Benjamin Threaded Equipment. Our nearest 
office will gladly give you full information. 


Benjamin Electric Mfg. Co. 


120-128 So. Sangamon St., Chicago 
New York 
247 W. 17th St. 


San Francisco 
448 Bryant St. 
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McKew Parr in one of his happiest 
moments—horse breaking. This is an un- 
usually good picture for a snap shot. In 
the background is the beautiful Connecti- 
cut state Capitol. 





Bonus to Salesmen for 
Servicing 

The radio buying public comprises 
two distinct classes, says “I-Flash,” 
those interested in complete sets and 
home-made set builders. The former 
are not interested in the mechanics 
of radio. They want the music, the 
inspiration and the entertainment 
that radio offers, nothing else. 
them that and they are satisfied. 

As long as the radio set operates 
satisfactorily they are enthusiastic 
boosters, but as soon as something 
goes wrong they are discouraged and 
lose confidence in radio. The alert 
radio dealer anticipates this by keep- 
ing in touch with his customer. One 
successful dealer pays the salesman 
a bonus to service the sale. He calls 
around in the evening and instructs 
the customer in the use of the set, 


Give 


following it up with an occasional 
visit. This keeps the set sold, re- 
sults in live sales leads, the continued 
sale of batteries, tubes and other ac- 
cessories, 
* * x 

Cincinnati Jobber Dolls Up 

The A. Knoll Supply Co., Cinein- 
nati, O., has had an entire new front 
put in its store at a cost of about 
$5,000. The location 309 West 
Fourth street. 


is 


A new salesman for the company is 


Lee Morrison, J. Siebring comes to 


the counter. 
* * « 


Salesman’s “Dope Sheet”’ 

A certain salesman keeps what he 
calls his “dope sheet.” It is in the 
form of a little book. He keeps a 
record of his calls, number of pros- 
pects, sales to industrials, sales to 
dealers according to classes of goods 
and his expenses for every day in 
the year. Each day’s work appears on 
a separate line and there is a page 
for every day in the year. Since 
there is room on each page for the 
record of a number of years, one 
under the other, he has a never fail- 
ing source of comparison. 

He practically governs his activi- 
ties by this dope sheet. It is a con- 
stant spur. He has found out for 
example that there is a direct relation 
between number of calls and number 
of prospects—between trials and 
sales. The minute he sees the num- 
ber of calls drop off that soon he sees 


his sales drop. Every day he checks 


himself against the corresponding 
day of the previous years. 
oa 


Bahlman With Lawrence 

W. T. Bahlman, formerly of the 
Bahlman-Frederick Chemical Co., has 
accepted a position with the F. D. 
Electric Co., Cincinnati, 
O., as sales engineer. His duties are 
in the nature of a follow-up, helping 
the salesmen keep in touch with the 
things they are most likely to forget. 

* * * 


Boston Electrical Men Organize 


Lawrence 


More than 200 executives. of 
Boston’s leading electrical jobbers, 
contractors and manufacturers have 


formed a league which will be known 
as the Metropolitan Electrical league 
of Boston and which will have for its 
the of unity 


among the various electrical interests 


purpose development 
of Greater Boston for greater service 
to users of electricity. 

The organization is the result of an 
idea which has been gradually formu- 
lated by a committee appointed some 
time ago under the chairmanship of 
F. S. Price. 
trical organization was represented at 


Practically every elec- 


the first meeting at the Chamber of 
Commerce, and the gxecutives showed 
that they intended to make the league 
something more than a passive com- 
bine of representatives. 
Everett Morse, president 


of the 


Simplex Wire and Cable Co., was 

elected president, H. T. Sands of the 

C. H. Tenney Co., vice-president, and 

J. J. Caddigan, of the Edison I[llu- 

minating Co., secretary and treasurer. 
a * * 


Kelleher Electric Supply Ap- 
pointed Distributors 
The Kelleher Electric Supply Co., 
Boston, Mass., has recently been ap- 
pointed distributor for the “Connecti- 
cut” line of wiring devices manufac- 
tured by the Connecticut Electric Mfg. 
Co., Bridgeport, Conn. They will also 
distribute the Barber line of switches 
manufactured by the Barber Electric 
Mfg. Co., North Attleboro, Mass. 
Louis Huddis has recently joined 
the sales force, and F. P. LeFourt has 
been appointed sales manager. 


Mr. Kelleher, the president, reports 
that the company is enjoying very 
rapid and healthy growth. 

* # * 


Delinquent Accounts 
Startling Decrease 


The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by members manufacturers and 
jobbers during October, 1924, and 
November, 1924, as compared with the 
same months the previous year, to- 
gether with the total amounts and 
average amounts of the delinquencies. 

This is the most encouraging de- 
linquent report seen in many months. 
Not only is the number of accounts 
in November much smaller than last 
year and last month but both the 
totals and the average amounts are 
much smaller. 


Show 


Branch Number of 

and Accounts Total Average 

Month Reported Amount Amount 
Central Division 
October, 1923........ 981 $117,653.05 $109.74 
October, 1924........ 882 95,059.06 107.78 
November, 1923...912 146,808.04 160.438 
November, 1924....690 86,002.90 124.64 
New York 
October, 1923........ 442 77,479.00 175.00 
October, 1924........ 300 34,083.00 113.00 
November, 1923....344 50,725.00 145.00 
November, 1924....221 26,657.00 102.00 
Philadelphia 
October, 1923........326 32,547.98 99.84 
October, 1924........217 23,777.23 109.57 
November, 1923....222 29,708.60 133.82 
November, 1924....176 20,555.80 116.79 
New England 
October, 1923........ 51 3,808.88 74.68 
October, 1924........ 14 8,788.88 135.20 
November, 1923.... 51 6,018.84 118.01 
November, 1924... 56 3,867.63 69.06 
Pacific Coast 
October, 1923........ 23 5,804.78 252.38 
October, 192+4........ 45 5,578.65 123.97 
November, 1923.... 18 4,252.62 286.25 
November, 1924... 14 2,630.62 187.90 
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John D. Todd 


(Continued from page 21) 


lished in 1912, under the name of 
Independence Electric Supply Com- 
pany, at Independence, Mo., it oc- 
cupied a space of about 350 sq. ft. 
The capital was $2,000. In 1917 the 
business was moved to Kansas City 
and the name changed to the pres- 
ent one as stated above. The space 
occupied at that time was 10,000 sq. 
ft.; capital increased to $50,000. 


In 1921 the company was re-capi- 
talized at $200,000 and approximate- 
ly $150,000 is used as active capital 
in the business. A new building re- 
cently acquired occupies 16,500 sq. ft., 
which gives the company increased 
facilities for the proper handling of 
its growing business. 

In the time that Mr. Todd has been 
with this company the business has 
more than doubled. The activities 
of the organization cover Kansas, 
western Missouri and _ northeastern 
Oklahoma. They employ seven 
salesmen and handle general lines of 
electrical merchandise, lately having 
also taken on radio. 

Some of the experiences which Mr. 
Todd:had when he first went with 
the Western Electric Company in 
Kansas City are interesting, and the 
success which he met with in con- 
nection with certain important sales 
matters gave him a great deal of 
courage and confidence. In one case 
he went out to see L. K. Green, who 
was then owner of the Concordia 
(Kansas) Electric Light Company. 
This was in 1911. Mr. Green had 
uever bought anything of conse- 
quence of the company before that, 
but he and Mr. Todd became friends 
almost upon their first meeting and 
this resulted in an order for 5,000 
dollars worth of material, which at 
that, time was one of the largest or- 
ders that the Western Electric Com- 
pany had ever received in the Kan- 
sas City office. In those days it cov- 
ered a great deal more than $5,000 
would cover at the present time. 

The following year he obtained an 
order for 12,000 dollars.worth of elec- 
tric railway equipment from one of 
the traction companies. It took 11 
cars to handle this amount of ma- 
terial. 

In those days there was at the head 
of one of the large syndicate plants a 
man who was known throughout the 
trade as a “tough customer,” from 





the way in which he treated salesmen. 
This customer was a man of wide ex- 
perience, high up in the councils of 
the syndicate, and it seemed that of 
most of the salesmen who wanted to 
approach him there were few who 
dared to make the attempt. Todd 
was one who dared and for some rea- 
son “got under the skin” of this man, 
with the result that the account from 
this company was run up to $25,000. 
As stated before, these outstanding 
experiences in connection with dif- 
ferent sales problems worked out 
very favorably for the young sales- 
man and gave him so much confi- 
dence that there was nothing that he 
did not dare to attempt. 

Mr. Todd is active in committee 
work of the Kansas City Chamber of 
Commerce in addition to being prom- 
inent in the Electric Club and _ its 
various activities, and the Athletic 
Club as above mentioned. He is 
often seen on the golf links, but he 
freely admits his inability to get on 
speaking terms with Colonel Bogey. 
This outside work and play, coupled 
with close attention to the affairs of 
his own business keeps him busy. 
About a year after he came to Kan- 
sas City he was married to Miss 
Laura Harvey of Monroe, Mich., and 
is blessed with the contentment that 
comes from a happy home life. 





Profit Making Pointers 


(Continued from page 14) 


Print also the following on the tag: 
“Automatic Bargain goods may be re- 
turned for exchange or refund or 
money within 48 hours only. Should 
you not wish to keep this article, 
kindly return this ticket with it.” 

The date and first price should be 
stamped or printed on each article 
when it is placed on the “Automatic 
Table.” See that the dealer is very 
careful about changing the prices ac- 
cording to the schedule. Have him 
offer a reward of 50 cents to the cus- 
tomer who finds any article not re- 
priced on the day a reduction is due. 

Have him sell only for cash under 
this plan. The customer should “wait 
on herself” as much as possible. The 
attending salesperson should merely 
complete the sale. Delivery service 
should be charged for at the minimum 
rate of say 10 cents, depending on the 
article. This keeps expenses down. 

Get him to make one of his sales- 
people responsible for selling the 








goods on this table. - Keep a record of 
the sales and cost per customer so 
that he can tell whether the sales per- 
son is efficient. 

It pays him to be truthful about the 
value of the goods he sells. If the 
goods are “damaged” or “shop-worn” 
—he should tell his customers so. 
If he places “seconds” on the table— 
put a sign over them to that effect. 
Customers will then have more confi- 
dence in his other goods and will un- 
derstand why he can make such “bar- 
gain” offers. , 

When he has made complete ar- 
rangements for the starting of this 
plan in his store, have him tell his 
customers about it through the regu- 
lar advertising channels. 

This automatic price reduction plan 
should help him move slow stock. 
When his customers become familiar 
with the plan, the “automatic” table 
should be the source of real profits. 
Even if a loss is incurred in dispos- 
ing of the slow stock, the favorable 
comment aroused will be good ad- 
vertising. People will tell others to 
come to his store to see the good goods 
offered at low prices. In fact, he can 
well afford to sacrifice profit on some 
of his slow stock to get money back 
on other more profitable goods. 


Distribution Still the 
Great Problem 
(Continued from page 7) 

The public is becoming more dis- 
criminating and more familiar with 
values and reputations. It will, there- 
fore, be able to distinguish with 
greater ease in 1925 than it has been 
able to in previous years as between 
what is sound and what is not. It 
will be a good year for organizations 
striving conscientiously to serve the 
public, and such concerns will make 
even greater progress in 1925 than 
they did in 1924. 

There seems to be little expectation 
of radical price changes in any line, 
manufacturers believing that the com- 
ing years watchword will be ‘“‘stabili- 
This, of course, will please 
nearly everyone, as a year of bustle 
and good sales, without the element of 
fluctuation and uncertainty, will put 
things on a solid basis again. 

To sum up, the manufacturers are 
pleased with 1924 business, expect to 
beat it by half in 1925, are willing to 
add new articles or lines if necessary, 
and will go the limit as to sales effort 
and publicity. 





zation.” 
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MOST ELECTRICAL JOBBERS FIND IT INDISPENSABLE 





WHATEVER YOU WANT TO KNOW-—IF IT’S ELECTRICAL 
LOOK IN THE “EM F”—YOU’LL FIND IF THERE 


Published by ELECTRICAL TRADE PUBLISHING CO., CHICAGO, ILL. 
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Helping the Dealer Sell “Better Air” 


The Day of the Ventilating Fan Is Here—How the Jobber’s Salesman 


Can Increase His Sales 
By CHARLES S. CROSMAN 


Manager, Motor Sales, Alpha Electric Co., Inc., New York, N. Y. 


Every jobbing house that sells ven- 
tilating fans expects its salesmen to 
push them, and the men are willing 
and anxious, in most cases, to help 
While there is 
nothing especially mysterious or obs- 


increase the turnover. 


cure about this device, still it calls for 
organized and intensified sales effort. 

We sell Ilg ventilators and have 
the 
thought and preparation given to their 


been amply repaid for extra 
sale. The jobber’s salesman wishing to 
increase his quota must, as the saying 
He will 
also find it valuable to follow the man- 
ufacturer’s plans and leads. He must 
alert at all times to this 
He that 


every place without a ventilator, but 


is, “expose himself to sales.” 


be secure 


business. should assume 
with the money to pay for one, is a 
good prospect. 


He 
engineer, but he should know the basic 


need not be a technician or an 


features of design and the advantages 
of the propeller type of fan he is 
selling. A good knowledge of the 
motors used and the ability to figure 
cost of operation is also valuable. 

The jobber’s salesman should be 
supplied with complete propeller fan 
literature including catalogues de- 
scribing the product, and bulletins, 
with good photographs, showing 
actual pictures of typical installa- 
These’ photographs should 
cover about every class of installa- 
tion, as we have found a gvod photo- 
graph presents a powerful appeal. In 
the back of every dealer’s head as the 
salesman talks his fan, is an eternal 
question: ‘How does this jigger look 
and act when it’s installed?’’ Photo- 


tions. 


graphs answer this and many other 
questions. 

Of course the dealer who functions 
properly is the best and most logical 


outlet and we feel obligated to find 
and turn over to him prospects whom 
his facilities and time will not allow 
The best way to find 
these prospects is by sales promotion 
efforts the 
architect, consulting engineer, indus- 
trial plant, etc. Excite their interest 
with literature, etc., furnish them with 
the interesting book showing the 
varied applications of the propeller 
fan and point out to them where they 
When the 
prospect reaches this stage he may be 
turned over to the dealer who is in a 


him to reach. 


through advertising to 


may be used to advantage. 
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position to give the prospective cus- 
tomer a complete figure covering the 
fan and installation, including wiring. 

The dealers are becoming more keen 
to hunt prospects since they have seen 
the valuable business to he had by 
going out after them, 

Very few dealers are backward 
in selling propeller fans at the pres- 

The few who have not vet 
enthused 
business are slow to realize the sales 
Some dealers think the 
propeller fan a summer sales propo- 


ent day. 
become over this class of 
possibilities. 


sition when in reality it is an “‘all 











Chas. S, Crosman 
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325,000 


(A very conservative estimate) 


Electrical Hot Plates, Ranging in Price from $2.50 to $19.65, 
Will Be Sold By Electrical Appliance Dealers in 1925! 


Cash In With Liberty Hot Plates 


They Offer the Merchant a Complete Line for Every Purse 
and Purpose 









Here are Electric Hot Plates of 100% efficiency—Hot Plates that furnish instant, 
concentrated heat and combine with ordinary kitchen utensils to give users 
the broadest possible range of utility. 


LIBERTY HOT PLATES fry, boil, bake, stew, toast, percolate, in fact, per- 
form practically every cooking service of a highly specialized heating appliance. 


Efficient service insures consumer satisfac- cure of a line that will back with satisfaction 
tion. Liberty performance “sells” every user and efficiency, every claim that can ke reason- 
on the appliance idea, creates confidence and ably made for it. 


makes new appliance business. 


ERTY line is complete and popu- ; ‘ ; 
A ag bes (con “the ght preset al leader and cash in on the liberal Liberty ad- 
models, is one for every purse and purpose. vertising, the adequate factory sales helps, 
With LIBERTY your trade can successfully the recommendations of thousands of enthusi- 
meet any competition and can be absolutely astic users, and the growing, insistent demand. 


Ask Your House to Add the Liberty Line Today! 


Get behind a success and make your sales efforts count. 


Make LIBERTY HOT PLATES your 


To push LIBERTY with your trade NOW means the growing good will of your custo- 
mers and repeat orders on every trip—More money for you. 


The Liberty Gauge and Instrument Co. 


(World’s Largest Exclusive Makers of E!ectrical Hot Plates) 
6545 Carnegie Ave. Cleveland, Ohio. 


New York Representatives Southern Representatives Pacific Coast Representatives 
Industries Sales Co. Robertson Sales Co. R. H. Thiess 
132 Nassau St., New York City Birmingham, Ala. 216 Byrne Bldg., Los Angeles, Calif. 


The Complete Liberty Line 2s a” 
Liberty Hot Spot......................... $3.85; West of Rockies. $4.20 
Original Liberty Improved... 250; West of Rockies 2.75 C 
No. 2-H Super 3-Heat................... 9.85; West of Rockies 10.35 
No. 2-H Super 3-Heat Special..11.85; West of Rockies 12.35 
No. 3-H Liberty Twin................ 13.85; West of Rockies 14.75 r 
No. 3-H Liberty Twin Special..17.35; West of Rockies 18.25 
No. 5-H Super Twin........................ 16.65; West of Rockies 17.65 -— 


No. 5-H Super Twin Special.....19.65; West of Rockies 20.65 


LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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Red Seal Plan 
Jor 


1925 








-We all know, now, that win- 
dow displays of the proper kind 
are a most efficient means of 
helping to move the dealers’ 
a ae 


a large proportion of our 
advertising budget, therefore, 
for Red Seal 1925 Sales Pro- 
motion will be spent at the 
point of sale in the form of a 
comprehensive Display Serv- 
ice—a complete window dis- 
play each month of the impor- 
tant selling seasons. 


@ * e 


every Red Seal Battery Dealer 
knows the high quality-stand- 
ard and sales power of Red 
Seal Displays. He loves them! 
And those for 1925 are even 
better than last year’s. 





a s ] @ 


ywe are telling the dealer— 
through his favorite trade jour- 
nals, all about the big, free Red 
Seal Display Service for 1925. 


a « 2 


and we’re making things a 
sight easier for the Jobber’s 
Salesman! All he has to do is 
take his dealers’ names, send 
them in to us—and we do all 
the work. The Display Service 
is handled direct from our 


Branch Offices. 





ANHATTAN 


ELECTRICAL SUPPLY CO.INC. 


y, NEW YORK 
ST. LOUIS 


CHICAGO 
SAN FRANCISCO 














Propeller 


year round” proposition. 


| fans are needed and sold as much dur- 


ing the winter as the summer months. 
The fan manufacturer and the job- 
ber are rapidly changing this class of 
dealer into a “go-getter.” 

There was a time when the dealer 
was more or less afraid of ventilating 
fans. as far as selecting the size was 
concerned. Now, however, it is only 
necessary to show him how to figure 
the cubic contents of a room to be ven- 
tilated. Furnish him with an instruc- 
tion book prepared by the fan manu- 
This book will show the 
correct air change for nearly every 
As all: propeller fans 
rated in cubic feet of air per 


facturer. 


class of job. 
are 
minute, it is a simple matter for the 


| dealer to divide the cubic contents of 


the room by the rapidity of air change 
necessary. The result will be the 
c.f.m, required. This is a simple 
proposition and should not present 
any trouble to any dealer. 

About every industrial plant uses 
propeller fans. The fans are used for 
varied purposes—for straight ventila- 
tion, drying and for use in connection 
with manufacturing processes. Todav 
the industrial plant recognizes the ad- 
vantages to be gained by their use. 
As a class, the industrial plant repre- 
sents a big buyer. 

We are nearing a very general use 
of the propeller fan for nearly every 
class of store, public building, factory 
and home. At the present time, the 
architect provides for ventilating 
equipment in all new buildings and in 
a sense the fan is “built-in” when the 
building is erected. This is very true 
of the residence or apartment build- 
ing. 

The public now demands that the 
theatre, church, lodge hall, school, etc., 
which it frequents, shall be provided 
with good ventilation and this de- 
mand for good, clean air has spread 
to their homes. No housewife likes 
the odors and heat together with 
greasy fumes to spread through her 
home or apartment. The house owner 
is now conversant with the fact that 
a small investment in a kitchen ven- 


_tilator will produce great comfort and 


cleanliness in the home. 
The day of the ventilating fan is 
here and it behooves every live dealer 


' to vo out and cash in on this fine 


business. 
However, it is still necessary to give 
them helpful suggestions along this 


line. Point out to them the ‘around 








the corner” sales, that is, the local 
theatre, church, drug store, restaurant, 
bakery, laundries, factories, resi- 
dences, etc., giving them literature de- 
scribing these types of installations 
with typical photographs. Show them 
how easy it is to make sales of this 
nature which, in turn, will show a 
good profit on the fan and the in- 
stallation, including the wiring. It 
is also good policy to sell the dealer 
on the wisdom of filing and following 
up his ventilator prospects, not call- 
ing once in three months, but keeping 
after them until they drop. 


Of course we urge the dealer to ad- 
vertise the fans. One good plan is 
to have him run a small advertisement 
in his local paper, timing same to fit 
in with the national advertising of the 
manufacturer. In addition have him 
send to his prospects interesting bulle- 
tins showing actual installations. He 
should make up a list of home owners 
and send them literature describing 
the kitchen then follow 
these with in 
the home. 


ventilator, 
actual demonstrations 


The dealer should have on display 
in his store or show window, a display 
stand furnished by the manufacturer 
showing the actual fan and panel. 
This equipment may be used for 
demonstration purposes in the pros- 
pect’s home. 


This display stand in his store or 
show window should be shown prefer- 
ably with the fan in actual operation. 
If possible, have the dealer arrange a 
window display that will demonstrate 
the action of the fan and the air move- 
ment, too, by the use of streamers, or 
incense, 








Meet the city service department of 
Julius Andrae & Sons Co., Milwaukee, 
Wis They gobble up all that important 
“hot stuff’ that pours in all day long— 
*phone calls, special orders, etc. Left to 
right they are: George Moore, Emil Butz- 
loff and Phil Koehnen. 
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[DURING the past year we have said 
that “Wadsworth Safety Switches 
are Better Safety Switches”’. 


And they ARE better —not only in the 
way they are built, but in the way they 


are SOLD. 





For example, Wadsworth Switches never 
have and never will carry an excess profit 
for us—a long margin that we can sud- 
denly shave when conditions makes it 
advisable. 


Wadsworth prices have always been as 
low as they consistently can be; our 
switch has always been built and priced 
to meet the contractor’s needs; all the 
extra discount due you, you’ve been 


getting RIGHT ALONG. 


A Big Cut on any product raises a Big 
Question as to why the price was so high 


This advertisment is inthe first place OR has the quality 
shes gg ’ 

Pisani lle try been brought down to the level of the 

January issue of the > 

ELECTRAGIST. lowered price? 


Our policy today is the same as it always 
has been and always will be—the same 
high quality and the same fair price. 


Remember, that no matter what switch 
you buy or what discount you are quoted. 
you get just what you pay for —and 
‘nothin’ else but”. 


Wadsworth Electric Manufacturing Company 


Covington, Kentucky 
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National Council Moves Office 


Secretary H. B. Garrett of the 
National Council Lighting Fixture 
Manufacturers, announces the re 


moval of the headquarters office from 
the Gordon Arcade building to 424 
Cleveland Discount building, 811 Su- 
perior avenue, East, Cleveland, O. 
The 
town business district, convenient to 
all hotels. <A 


visit the new office is extended to all 


new location is in the down- 


cordial invititation to 
friends of the Council when they are 
in Cleveland, 
* & 
Second Home Lighting Course 
for Women 

The first home lighting course for 
women held at the Edison Lamp 
Works _of General Electric Co., 
Harrison, N. Y., last June, met with 
such success that it has been decided 
to hold a second conference in Janu- 
ary 1925. In this connection it is in- 
teresting to note that at the conference 
of the National Committee for Preven- 
tion of 
the need for trained people as reliable 


Blindness in November last 


informants on home lighting matters 
was particularly stressed. 











There are things besides liquor to draw men to Cuba. 
It is called the “Cuban Monte Carlo.” Photograph furnished by the Thrall 
Electric Co., Havana, who installed all the fine lighting as well as the pumping 


Havana. 


machinery for this beautiful fountain. 





Here is the Casino at 





women includes 


electricity, 


This course for 
lectures on elementary 
fundamentals of lighting, principles 
including the 
color 


lighting, 
aspects of health, 
and decoration, and lectures on pub- 
licity methods and results, also prob- 
lems in house wiring and the use of 
blue-prints. The great interest which 
has already been shown in this course 
promises a large enrollment at the 


of home 
comfort, 


January meeting. 




















St Louis, Mo. 





This display board is furnished as shown to dealer customers of the 
Inland Electric Co., Chicago, Ill, for $25.00. 


play Board No. 2” and features products of the Edwin F. Guth Co., 
It is 4 ft. wide and 80 ins, high. 


It is called “Dealers’ Dis- 











Lighting Salesmen Organized 

The Associated Lighting Equipment 
Saiesmen was formed for the promo- 
tion of good fellowship business eti- 
quette, and the good of the industry 
in general. This body is affiliated 
with the National Council of Travel- 
ling Salesmen’s Associations. 

The officers are: Charles Mickal- 
son, president; R. Parrish, first vice- 
president; G. Rodgers, second vice- 
president, and E. Appelbaum, secre- 
tary-treasurer. The offices are at 101 
Park avenue, New York, N. Y. 


* * * 


Rumsey Issues Catalogs 

The Rumsey Electric Co., Phila- 
delphia, recently blossomed out with 
two fine catalogs—one covering sup- 
plies and the other on radio. 

The supply catalog, No. 5, is a 
handsome affair bound in red cloth, 
570 pages. In addition to complete 
descriptions and illustrations of every- 
thing electrical, the book shows photo- 
graphs of the Rumsey offices, store 
and warehouse. In the back of the 
book are wiring tables and informa- 
tion, also a valuable article on “TII- 
lumination Design” with tables. 

The radio catalog is of heavy, fine 
paper, 48 pages, fully illustrated and 
lists everything from a terminal to a 





cabinet set. 
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Chicago Jobber Expanding 

The Revere Electric Co., Chicago, 
Ill., having recently gone into fixtures 
and radio, has taken on an adjoining 
basement warehouse to care for the 
increase in stock. The company has 
already radio fixture 
catalogs. 

D. H. Murry, a technical radio 
now Revere 

As to fixtures, the com- 


issued and 


man, is available to 
customers. 
pany expects great things, as 70 to 
80 per cent of its customers handle 
them. 

* * * 
Schenectady’s Part in the Home 
Lighting Contest 

Recently 35 boys and girls, includ- 
ing the 21 prize winners and some of 
those who received honorable mention 
in the home lighting contest conducted 
in Schenectady County, New York, 
were entertained at the Illuminating 
Engineering the 
General Electric Co., at Schenectady 


Laboratory of 


by the director of the laboratory, W. 
D’A. Ryan. 
part of the National Home Lighting 
Contest being held by the Interna- 
tional Lighting Educational Commit- 
tee to promote interest in, and know- 


This competition was a 


ledge of, better illumination in homes. 


The young folks shown 
through the various departments of 
the laboratory, where the effect of 


different colored lights on the same 


were 


objects or material was illustrated for 
their benefit. The method of measur- 


‘ing illumination, the effect of shifting 


shadows, and other things of the kind 
In 


the accompanying photograph they are 


were explained and _ illustrated. 


shown in front of one of the largest 
searchlights ever manufactured. In 
the center of the group in the Harry 
Lauder plaid is Violet Louis Kovas, 
12 year old winner of the first prize, a 
four-tube Radiola. The other prizes 
are shown in the foreground exhibit. 
They were shown how the light from 
mammoth lighting devices of this kind 
is measured, This was followed by a 
talk, illustrated with lantern slides, 
on “The History of Light” by Mr. 
Ryan, which traced the development of 
illumination from primeval times to 
the present. Views of some of the 


wonderful effects in illumination at 
the 


expositions, both 


Brazilian 
of Mr. 


Panama-Pacifiec and 
the 


Ryan, were also shown. 


work 


Essays were submitted by 613 stu- 
dents, representing eight schools. The 


best 25 were forwarded to the head- 








George Madison, city lamp salesman for 
the Stubbs Electric Co., Portland, Ore., 
believes in starting the day with a smile. 
How could business be anything but good 
when a guy goes after it armed this way? 





of the international 


The local awards were made 


quarters com- 
mittee. 
by a committee consisting of Robert 
J. Landon, a leading attorney of 
Schenectady; Mrs. Margaret Tucker, 
president of the Woman’s Club; Rt. 
Rev. Monsignor J. L. Reilly; Dr. E. 
E. Hale, of the faculty of Union 
College; A. M. Liecty, president of 
the Daily Gazette Co., and W. 
D’Arcy Ryan. 


Winners in the Schenectady Home Lighting Contest. 
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Stop the Leaks 


In Belgium and Holland, parts of 
the land are below the level of the 
sea and consequently subject to inun- 
dation. To keep the water in its 
place and protect lives and property, 
huge “dikes” have been erected. These 
have to be constantly watched for 
leaks, as a small hole soon grows to 
a large one, which allows so much 
water to pass that the dike breaks and 
flood follows. 

There is a story from Holland 
about a dike that was temporarily 
short of watchers. A small boy pass- 
ing by noticed a tiny hole through 
which the water was beginning to 
seep. Knowing the inevitable result, 
he unhesitatingly jammed his thumb 
in the hole and called for help. None 
came. Hours later his cries 
heard and he was found, blue with the 
cold, but with badly swollen 
thumb still in the hole. 

In the everlasting problems of stop- 
ping small leaks in a jobbing house, 
the provisions against waste may be 
likened to the dike. Whenever the 
precautions slack up, a leak appears. 
If not stopped, it will grow. So the 
business dike must be constantly 
watched, not by any individual or 
group, but by everyone connected with 
the business. One man can discover 
and stop a leak if it is within his own 
activities and under his control. 
Otherwise he should promptly sound 
the alarm. 

There are many radical differences 
between the leaks in a dike and those 
in a jobbing house. The hole in the 
dike soon makes itself known—it can- 
not go undiscovered very long. On 
the other hand there may be a dozen 
or twenty small leaks in business, all 
sucking away indefinitely and no one 
the wiser. These leaks are generally 
hidden, unnoticed, creeping in here 
and there without any appreciable dis- 


were 


his 


turbance. Therefore they have to be 
sought. 

Time, material and money in a 
thriving business are said to be 


Yet there is a difference 
Wasted time 


synonymous. 
when it comes to leaks. 


may be compensated for, intentionally 
Deterioration in 


or accidentally. 
material may be checked and some 
part salvaged. But when actual 


dollars and cents slip away unneces- 
sarily, they are gone forever. 

Leaks in time cause congestion, con- 
fusion, errors and subsequent loss of 


business. There are so many ways of 


wasting time it seems foolish to 
enumerate them. Among the chief 


ones is lost motion; aptly described 
by a stock boss as “sending six 100 
watt lamps downstairs on a 525 Ib. 
flat truck and then taking five men 
and 30 minutes to ‘skull-drag’ a 
big switchboard across the floor to the 
elevator.” 

Leaks in material range all the way 
from leaving a percolator unpacked 
until it tarnishes, to the actual theft 
of articles from stock or store. Break- 
age of the wanton, careless sort is 
samples,” 


“<“ 


another item. Too many 
given out promiscuously, help swell 
the losses. Careless counting and 
guesswork in measuring are among 
the hardest leaks to stop. 

Money leaks are so vital that money 
is spent for the sole purpose of dis- 
covering and plugging them. Errors 
in prices used to take heavy toll even 
from leading houses. Today much 
more vigilance is exercised. At least 
one house pays a man a cracking good 
salary to do nothing but discover 
errors in prices before billing, and it 
has proved a fine investment. 

If there is a store in connection, the 








This is the fine plant of the Monarch 
Klectric & Wire Co., at 622 West Adams 
street, Chicago, Il. 





money frittered away in a year will 
run into hundreds of dollars unless 
there is a special system of leak-stop- 
ping. Small undercharges on cash 
sales, failure to include items on the 
cash ticket, errors in making change, 
where there is no cashier—all are part 
of the drain on the treasury. One 
leak of importance is large or small 
according to the policy of the house. 
That is the giving of wholesale dis- 
counts without proper evidence, which 
means that many people carry from 
10 cents to $10 away from the house 
without a vestige of a right to do so. 
Other money leaks are in postage, in- 
judicious or unauthorized purchases, 
too much hiring of special delivery 
trucks, “picking up” material from 
other jobbers when it is already in 
stock, etc., ete. 


What to do? Here is how one job- 
ber moved to stop the leaks. At a 
meeting attended by every one in the 
company he enumerated the causes 
and effects and emphasized the im- 
portance of holding down this particu- 
lar part of overhead. He cited some 
specific cases in the houses and told 
what steps had been taken. Then he 
put everyone in the organization on 
honor to avoid waste. 


He drew a glowing picture of the 
money which could be saved in a year 
and promised that, if the proper show- 
ing were made, the employees would 
share in the saving. 


It worked. Not perfectly perhaps, 
but the results were astounding. 
After inventory a bargain sale cleaned 
out all junk, everything possible was 
salvaged and the house started with a 
clean slate. 


* * & 

They Can Raise Anything in 
Massachusetts 

Business must be good with the 

Sager Electric Supply Co., Lynn, 

Mass. Miss Margaret Sager has been 


“raised” to the position of office man- 
ager and L. Sager is endeavoring to 
raise a moustache. That last one 
sounds like a slam but it came from 
headquarters, ; 
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The retailer has little time or inclination in these busy days to listen to 
lengthy arguments. The extreme simplicity of the “Union” Renewable Fuse 
enables you to demonstrate it in the shortest possible time. In one minute 
you can cover every talking point of the “Union” Renewable. 


Get your watch out and time yourself while you read this list: 


Simple in construction—no intricate parts. 

No inner cartridge to swell and stick. 

Exceptionally heavy metal parts that do not fuse together. 
Easily renewed—no loss through premature “scrapping” at 
the hands of impatient employes. 

Link blows without flash or violence. 

Safety valves permit gases to escape quickly. 

Fibre casing is extra thick and fire-resisting. 

Ferrules are screwed and riveted to outside of casing, re- 
enforcing the casing. 

9. Withstands the greatest number of blowouts. 
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There you have the “Union” Renewable in a nutshell. One minute at the out- 
_ and your story’s told. A story that’s packed with strong, logical, convincing 
acts. 


Write today for catalog and Jobber’s proposition. 


CHICAGO FUSE MFG. Co. 


N 
MANUFACTURERS OF il) 
Noy 


ELECTRICAL PROTECTING MATERIALS ee 
AND CONDUIT FITTINGS mo, NEC Bee 


ty SAT No. 222 2\ 
NICAC0 FUSE MEE 





LAFLIN & 15TH STREETS 


CHICAGO 


RENEWABLE 
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Another Warehouse for 
Commercial 

The Commercial Electric Supply 
Co., Detroit, Mich., has added an- 
other warehouse of four stories and 
basement, 60 by 200 ft. in size. 

Two of the company’s salesmen, 
Parmalee and Finlay, were in the 
first ten in the Star-Rite curling iron 
contest. 

2) * 
Hayes in New Building 

The Charles E. Hayes Co., of 
Springfield, Mass., announces that it 
is now located in its new building at 
189 Taylor street. This is three 
stories in height, and contains 20,000 
ft. of space. 


* * * 


First Aid for Sick 
Lamp Agents 


(Continued from page 8) 


Sq. 


many people into his store to buy 
that ordinarily would pass right on. 

Make him see these things and he 
will listen with real interest to your 
plans to increase his sales. One plan 
that has appealed to many dealers 
like this, who have been converted 
to the value of pushing lamps ag- 
gressively, is that of using school 
boys to sell lamps for prizes. 

One of our agents tried this plan. 
He around $400 
worth of lamps a year. He offered 
seasonable prizes to boys who would 
sell lamps, or rather take orders for 
lamps from door to door, provided 
them with order cards—and sold 
over $180 worth of lamps in less 
than a month. You bet these plans 
pay, and it’s just this type of dealer 
who, once he has “seen the light,” 
will put them over the biggest. In- 
There probably isn’t 
a small or medium sized agent in 
the country who couldn’t double his 
sales and his profits by using plans 
of this nature that vou can suggest 
to him once you get him in the right 


sold nominally 


crease sales? 


mood ! 

The last group, those 
whose lamp business is poor because 
of the bad condition of their whole 
business, presents the hardest prob- 
lem of all. Perhaps none of them 
is hopeless; perhaps there are some 
who never could be satisfactory ac- 
counts, but they all deserve the 
benefit of the doubt and all merit 


agents 


your sincerest efforts to help them 
out of the rut. 
Of course the remedy for their 





general situation would be the rem- 
edy for their lamp situation as well. 
Three things in which the salesman 
can help will go quite a way toward 
improving the appearance and tone 
of the establishment and _ perhaps 
give the necesszry moral aid to keep 
the dealer going in the right direc- 
One is window display, not 
of lamps but other lines 
as well. Every jobber’s salesman 
should know the elements of win- 
dow trimming and not only be able 
but anxious to render this service 
to a dealer whenever possible. Many 
an hour between trains is spent in 
the hotel when it could be profitably 
spent in this sort of work. Another 
thing is store arrangement. It is 
not often possible that you do much 
of this yourself but by careful sug- 
gestion or the sending in of a floor 
plan of his store to your office for 
more expert advice you can often 
start him in the right direction to- 
ward a more attractive and appeal- 
ing store arrangement. 

If there is any one best thing that 
a dealer who has slipped can do to 
“come back,” it is to light his store 
and windows much better than the 
average. Light and sales bear a 
distinct, almost an exact, relation to 
Poor light, poor sales; 


tion. 
only 


each other. 


good light, good sales is almost 
axiomic. 


I had an experience not long ago 
which illustrates the point very well. 
A certain man decided to open a 
drug store. He picked a fair loca- 
tion in a residential district, renting 
as a place of business an old dwell- 
ing which had been made over, more 
or less crudely, into a store. He 
took a lamp contract and plodded 
along accomplishing very little in 
any direction. Then one day he de- 
cided to adopt our suggestion as to 
lighting. Instead of one central 
unit of 800 watts, he installed five 
units of 200 watts each. Instead of 
nothing in his rather small windows, 
he installed six window reflectors of 
100 watts each. 

His store was transformed from 
an ordinary place into the brightest 
spot on the landscape. His lamp 
sales increased five-fold and the rest 
of his business in proportion. In 
one week he changed his store from 
a failure to success and the only 
thing in the world that did it was 
light! 

One thing we’ve found—the only 








thing to transform good intentions 
into good results is work and _ lots 


of it. 


Problems of the Sales 
Manager 


(Continued from page 12) 





if a motor salesman, for instance, 
calling on a prospect finds himself 
in a position to pick up an order for 
supplies, he does not pass it up. 
However. if there has been a supply 
salesman working faithfully on this 
prospect, the credit for the supply 
order goes to him. The same rule 
holds true if a supply salesman picks 
up a motor order. The daily reports 
help us to make the proper adjust- 
ment. 

Monthly, the salesmen individually 
get a report of all sales. This is set 
forth in a way so that each salesman 
not only knows the amount of his’ 
sales but the profit on them as well. 

The salesman also gets another re- 
port each month showing delinquent 
accounts—the involved in 
each case and how old. After an ac- 
count is 75 days old, a slight percent- 
age is charged against the salesman 
until it is collected. This is possible 
since the men work on a drawing ac- 
count with bonus at the end of the 
year. It is gratifying to know what 
good collectors our men become by 


amount 


this method. 

I deem our weekly meetings very 
important. We get together every 
Monday evening—all the salesmen, 
some manufacturers’ representatives 
and the store boys. It is the one best 
way to get the latter interested. They 
in contact with the outside 
salesmen and the manufacturers’ 
salesmen and get all “het up,” so to 
speak, over the merchandising game. 


come 











“Maybe you're out of gas” says George 
Baily, president of Varney Electrical Sup- 
ply Co., Indianapolis, Ind. ‘“Tain’t so!” 
replies his friend, “I had a gallon and a 
half when I left Ft. Wayne.” Anyhow, 
you can see they are puzzled. 
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Each No. 2580 floor box is 
packed complete in an in- 
dividual carton, which per- 
mits neat shelf arrangement. 
The bold lettering and illus- 
tration on the carton expe- 
dites selection by the order 
filler and precludes errors. 
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Play a Winner! 


Use your time and sales efforts to best advantage—play a “sure 
thing’’—talk the new R & S Floor Outlet to your trade at every 
chance. 


R & S No. 2580, non-adjustable floor box is the type usually in- 
stalled in residences, apartment buildings, stores and _ similar 
places. 


It consists of a heavy galvanized box with four one-half inch 
conduit outlets, three of which are plugged with solid brass screw 
plugs. 


Receptacle interior is mounted on heavy, electro-galvanized steel 
plate which drops into a recess in the box and is secured by the 
clamping action of the gasketed heavy brass plate. 


A forged brass bell nozzle is also provided. 

The new R & S No. 2580 is a winner—it can’t be beaten for 
satisfactory service and sales. Get behind it for all you’re worth 
—play a winner. 


Send for Bulletins No. 52 
Floor Outlets and No. 53 
Wall Receptacles — just tssued 


RUSSELL & STOLL COMPANY 


53 ROSE STREET NEW YORK CITY 


DISTRICT OFFICES 


Buffalo Birmingham Cleveland Philadelphia Boston 
Chicago Detroit Los Angeles San Francisco Portland 


e 
on 


nRES 
on R S 























THE JOBBER’SfAI)SALESMAN 








Helping Your Dealer With 
His Window Displays 
By H. T. Greeley 

A selling window attracts the atten- 
tion of passers-by so that they become 
interested enough to stop and scan the 
contents of the window. (Yet how 
displays fail to accomplish 
even this!) This 
ever, is not enough—the window must 
have a sales value, it must present 
the merchandise it contains in such 

way that 
This appeal should 
enough to prompt the 


many 


in itself, how- 


an impressive 


appeal. 


an 
be strong 


curious passer-by to step into the — 


store. This being done the window 
may be declared a success, and the 
dealer has before him a_ potential 
customer on whom to exercise his 
powers of salesmanship. 

The first step is to decide on the 
merchandise to be displayed and make 
a list of it. Then, with this list in 
mind make a rough draft of the con- 
tour of the window and sketch in the 
relative positions of the various pieces 
of apparatus and devices, being care- 
ful to start at the front of the window 
and build back. Plan for placing the 
smaller articles such as_ sockets, 
rheostats, phone plug and jacks and 
other small items in the front of the 
display and gradually pyramid the 
display as you proceed toward the 
back. 

The purpose of this is to obtain a 
symmetric arrangement that will make 
the windows attractive and allow each 
individual piece of apparatus to be 
displayed to best advantage. 

It is always desirable to have a 
center of attraction, or some one thing 
which stands out prominently in the 
display. This may be some par- 
ticular set or instrument arranged on 
an elevated pedestal or may be any 
display material such as a display 
panel background or assembly ex- 
hibit board furnished by a manu- 
facturer. In fact pedestals of various 


heights and sizes are almost indis- 
pensable to attractive window dis- 


it makes ~° 








plays. They make window trimming 
much easier and insure better displays. 
They are so inexpensive and easy to 
make that no dealer who is anxious to 
have attractive windows should be 
without them. When pedestals are 
used it is essential that they be of 
correct height to get the proper 
pyramid effect and so that one side of 
the display will balance the other. 

When the plans are finally com- 
plete the merchandise is gathered to- 
gether and placed in a part of the 
window where it will be accessible yet 
not hinder the trimmer as he works 
out the display from his rough draft, 
starting at the front and working 
toward the back. Care should be 
taken not to overload the window with 
merchandise. But there should, at the 
same time, be enough merchandise so 
that the display will not look scanty, 
since the latter will give passers-by 
the impression that the dealer’s stock 
must be limited. 


Usually it adds a pleasing color 
effect and sales value to display car- 
tons in which apparatus is packed, 
provided, of course, these cartons are 
of attractive design and well known 











through national advertising. In fact 
dealers putting in window displays 
should have this thought well in mind 
to link up with the national advertis- 
ing of the manufacturers whose mer- 
chandise he sells. It gives him the 
advantage of his own attractive win- 
dows plus the great momentum of an 
extensive advertising campaign which 
is intented to make potential buyers 
want certain products and at the same 
time make it easy for the dealers to 
sell these products to the potential 
purchasers, 

Too many radio dealers neglect the 
value of show cards to liven up their 
windows. Show cards that describe 
the merchandise will give a voice to 
displays that otherwise would not sell 
goods. Nearly always there is some 
compelling talking point about an ar- 
ticle that cannot be brought out in a 
display by arrangement alone. A 
simple statement on a show card 
carries weight and answers the ques- 
tion that often arises in the prospect’s 
mind. 


Show cards to be effective need not 
be elaborate, but should be carefully 
lettered and well worded. 

Laying out displays in advance not 
only gives the dealer an idea of the 
number and height of pedestals which 
are needed but it allows him to as- 
certain the size of his show cards and 
their location, the proper relation of 
large and small and important and 
less important items, 

The dealer should never leave a 
display in his window too long no 
matter how attractive it may be. He 
should always strive to have in his 
window something new and different 
and should change his window when- 
ever he feels that it has fulfilled its 
mission and before it gets “‘stale’’. 

After the dealer has mastered the 
art of putting in attractive “still” 
displays he may try his hand at mov- 
ing or mechanical displays. These, 
however, require considerably more 
planning in advance, more time to 
arrange, and usually are hardly worth 
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THE Whiteside-Hemby Drug Co., of Little Rock, Ark., have 
a unique way of selling Eveready Flashlights. Read their 
own story in their own words: 


“During the-past year our business has shown an appreciable 
increase and we believe it only a matter of fairness to tell you 
that Eveready Flashlights and Batteries have played a prom- 
inent part in the expansion of our business. 


“Fortunately there is a dark hallway adjacent to our store, 
which we utilize to demonstrate Eveready Spotlights and 
Searchlights with sales-building results. 

“The nice profit and quick turnover of your line entirely 
justifies our keeping your product in part of our window all 
of the time, and all of our window part of the time.” 

The newly designed and improved line of Eveready Flash- 
lights is the most attractive, the most satisfactory and the 
fastest-selling line of flashlights on the market. Ask your 
jobber to show you the line and write us for the Eveready 
display material and selling helps. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Iwnec. 
New York San Francisco 
Atlanta Chicago Dallas Kansas City 


Canadian National Carbon Co., 


EVEREADY 


FLASH LIGHTS 
ty BATTERIES 


they last longer 


Limited, Toronto, Ontario 








Demonstrate Flashlights and increase sales 


SALESMEN 
When dealers 
learn the value of 
demonstrat- 
ing Eveready 
Flashlights, their 
job will be easier 
and so will yours. 
This ad appears in 
a big list of dealer — 


papers. 
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“carry-on” campaign. The sales im- 
petus of Christmas will swing right 
on through the New Year—capture 
the gift money purchases of January. 
Order ahead—keep your stocks in 
shape. Keep the sales mounting— 
right up to Christmas—and after! 











“There’s a RADIOLA for every purse” 


RADIO CORPORATION 
OF AMERICA 


Dept. 5412 
















SALES OFFICES: 


233 Broadway {0 So, La Salle St. 
Radiola X NEW YORK CHICAGO, ILL. 
The Regenoflex circuit in a rich cabinet 28 Geary Street, SAN FRANCISCO, CAL. 
with its own loudspeaker built in. With | 
four Radiotrons WD-11. List é $245 
} 









This : 
° symbol is your 
Radiola Regenoflex ay Ay protection 












Sensitive, selective, non-radiating. I’amous 
for its tone quality! With four Radiotrons 
WD-11 and Radiola Loudspeaker. List..$191 





Radiotrons: 


Radiola 
Loudspeaker 


Both are in line for heavy 
Christmas selling. In the fan 
magazines—and in newspapers 
—big advertising for both of 
these will run straight up to 
Christmas—and after. 


Radiola 


REG. U.S. PAT. OFF, 
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Sell genuine 
Radiotrons. 

Call attention 
to the name and 


the RCA mark. 
The tube you sell 
is the quality 
standard your 








433 California St. San Francisco Cat 


tron 











tion! 
Evening Post. 
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These Radiotron ads run monthly in 
: the radio fan papers—and continuously 
' jn the newspapers of ten important 
cities. Many dealers clip them and paste 
them in their windows. They get atten- 
Watch for the Radiotron ad in 
the January 24th issue of the Saturday 


233 Broadway, New York 










public judges you 
by. Sell genuzne 
| Radiotrons only. 


a 











This symbol of quality is your protection 


RADIO CORPORATION OF AMERICA 
Sales Offices: 


10 So. La Salle St., Chicago, Ill. 28 Geary St., San Francisco, Cal. 


diotron 


REG. U.S. PAT. OFF. 
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The Latest 


Achievement in 


Audio Amplification 





Greater The NEW 
Volume Type 285 
with a Audio 
Quality Amplifying 
of tone Transformer 
that is Price 
Unique. 


$7 00 





The type 285 transformer marks a real advance 
in audio frequency transformer design. 


So greatly has volume been increased that one 
stage using a type 285 transformer will give nearly 
the same volume as two stages using ordinary trans- 
formers, with a degree of quality never before re- 
alized in audio amplification. 


Tell your dealers, this transformer is going to 
be one of the fastest moving instruments on the 
radio market—its popularity will parallel the well 
known General Radio condensers. 


Place your orders NOW for a good stock of 
these transformers and cash in our February ad- 
vertising. 


Write for descriptive folder 285-F. 














GENERAL RADIO Co 









































the extra trouble unless they are 
exceptionally good. 

After the window is planned and 
finally trimmed the display man 
should check up on his efforts by ask- 
ing himself these questions concerning 
the display: 

Has it a proper balance? 

Would it attract a passer-by? 

Is it interesting? Has it an appeal? 
Does it tie up with advertising? 

Will it sell? 

If he can answer these questions to 
his own satisfaction the chances are 
good that he will realize real sales 
value from his window display. 

The experience of putting in one 
effective window display which is 
carefully planned in advance will 
show the dealer that in window dis- 
plays as well as all other phases of 
the radio business it pays to have a 
plan. The man who knows where he 
is going usually gets somewhere. 


* &£ & 


The Radio Marriage Ceremony 


Clergyman—Do you, my _ dear 
young woman, realize that by marry- 
ing this radio fanatic you are com- 
mitting yourself to a life of isolation? 

Bride—I do. 

Clergyman—Do you fully appreci- 


| ate that you are marrying a man who 
| sincerely believes a voice in the air 
_is worth six in the home and that the 


shrill shrieks of a lady soprano in 
Schenectady are more to be desired 
than a few kind words from his dearly 
beloved? 

Bride—Uh-Uh. But what can I do, 


| judge? 


Clergyman—Don’t call me judge! 
You're ahead of the plot. 
Clergyman—Do you, young woman, 
realize that your chances of being 
taken to a musical show or to a din- 
ner will be null and void for the rest 
of your natural life and that whatever 
entertainment you get you must take 
through a broadcasting station? Do 
you take this step, knowing that you 
must play second fiddle to a loud 
speaker and that, in sickness or in 
health, nothing that can ever happen 
to you will give him as much concern 
as a loose wire in the receiving set? 
Bride—Guilty, yerroner. 
Bridegroom (absent-mindedly) -— I 


| had Cuba the other night. 


Clergyman—Do you take this Hu- 
man Neutrodyne, knowing that you 
must limit your words with him to a 
reading of the radio program and that 
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Volts—1.1 
Amps.—.25 
Grid Leak 
2-3 
Megohms 
Condenser 
~ .00025 M-f. 





WD-11 or C-11 


Volts—1.1 
Amps.—.25 
Grid Leak 
2-3 
Megohms 
Condenser 
.00025 M-f. 





UV-199 or C-299 


Volts—3 
Amps.—.06 
Grid Leak 
2-—9 
Megohms 
Condenser 
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PERFECT FILAMENT CONTROL 





B 


THE PERFE GRID LEAK 


Reduce Your Stock and 






Increase Your Turnover 


VERY dealer is confronted with a huge stock and slow turnover, 
due to stocking special rheostats and gridleaks for the great va- 
riety of tubes. Bradleystats and Bradleyleaks eliminate this difficulty. 
They provide perfect filament control and perfect gridleak resistance 
for ALL TUBES. Each unit is a complete stock, while it lasts. The 


result is reduced stock and quicker turnover. 


The Bradleystat provides perfect filament control 
for every tube 
The Bradleystat has a resistance range from approximately % to 100 
ohms, by merely turning the adjusting knob that varies the pressure 
on the graphite discs. It will handle ALL TUBES without change 


of connections, and provide ample control in every case. 


The Bradleyleak can be adjusted for all tubes 


The Bradleyleak, with a range from %4 to 10 megohms, can be adjusted 
instantly for any tube, indicated in the adjoining table of tube ratings, 
by turning the adjusting knob. 


Send for speciai sales helps that sell more parts. 
Be sure to write, right now! 


Allen-Bradley Co. 


Do you 

sell the 

Bradleyswitch ? ELECTRIC CONTROLLING APPARATUS 

It saves .. Sales Offices: ce Offices: 

batteries and Birmingham  Cincinaad AB) Lee Angeles Seint Louis 

tubes. Boston Cleveland New York Saint Paul 
Buffalo Denver Philadelphia San Francisco 

Detrost a Seattle 


General Offices and Factory: 492 Cliaton St. Milwaukee, Wis. 
Manufacturers of Graphite Disc Rheostats for Over Twenty Years 
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Sterling Reflectors are the result of years of 
scientific research, careful study and engineering 
skill to produce an improved type of reflector that 
would provide increased efficiency in the dis- 
tribution of light, promote greater economy and 
render more satisfactory results in the illumina- 
tion of SHOW WINDOWS, DISPLAY CASES 
and INTERIORS. 
















In Sterling Reflectors we have developed a Sterling Reflectors are an outstanding achieve- 
product of enduring lustre, superior quality and ment in advanced illumination. ee =f 
distinctive character. Our engineers have over- preciate the value and importance of increase 

; ee lighting efficiency from Mazda lamps of various 
oomne: ft Ny “Seeaeters: te SR eeaee types and sizes will instantly endorse Sterling 









features that have largely impaired the value and Reflectors. They are constructed differently for 
efficiency of the various types of Reflectors that the very purpose of providing this added eff- 
have been available heretofore. ciency. 





ENDURING 
LUSTRE 


/mproved features of Sterling Reflecta ; 


" 
= 4 
Cass 
REFLECTOR & 
HELUMINATING 











— : 

Exhaustive laboratory tests, conducted by lead- We absolutely guarantee the quality of the ma- 

ing engineers, have proven beyond any doubt terials and workmanship of Sterling Reflectors 

that Sterlingis unquestionably the most efficient to be the very best obtainable. We also guaran- 

Reflector ever produced for the illumination of tee every Reflector to give lasting service and 

show windows, display cases and interiors. complete satisfaction at all times. 

] Old systems of fluting and corrugation are replaced with 4 A change in color from the traditional green to a beautiful 
our new exclusive process—The Sterling STIPPLE. harmonious color of baked Indian Brown Enamel with 
Perfect designing and moulding of Reflectors has been ac- Crystallized finish. . 
complishedthrough costly experiments and exceptional care. 5 New, patented ‘‘Ready-2-Attach”’ adjustable holder is fur- 
Each Reflector receives three applications of pure grain nished with each type of window reflector. 
silver reinforced with a coat of pure copper to protect the 6 Each Reflector is individually packed in improved, conveni- 
delicate silvering. ent containers which facilitate handling andlessen breakage. 


ESTABLISHED i912 


Manufacturers & Engineers 





Reflector & Illuminating Cq 
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- Reflector Shapes The Sterling STIPPLE 

Conventional designs have been largely A scientific construction of our own 
of replaced with numerous shapes that origin which breaks up shadows, cir- 
are more practical, more efficient, and cular ghosts and other objectionable 
od of more pleasing appearance. The filament features that have a tendency Sterling Color 
‘ Sterling line covers every reflector to distort the true value of merchan- Stevit Refi 
S- need. dise, and which ordinarily prevail in f ish ing Kefiectors are 
id most of the present types of reflectors. sa seg dear — = 
a- Reflector Glass which has been specially 
S The crystal glass used in terling a it — 

Reflectors is of the very finest quality . ne ~~ 4 io ge ar Hn- 

hich operates undef minimum ab- at “ ishes of wood and metal as 

a ee === STEALING well as general decorative 
e- sorption of light and assures perfect Can de AEADI-2ATTACH HOLDER schemes 
p- color value. > LF . . 

it | 
ed — 
. ° , CRYSTALLIZING LACQUER 

us Silvering Process Ti / BAKED ENAMEL ~1NDIAN BROWN 
1g Sterling Reflectors are silvered with PROTECTIVE 
or a triple plate of pure grain silver ap- A COPPER PLATE 
F plied by our own exclusive process pir ees 






which gives a wonderfully brilliant re- 


a , TEALING  < 
flecting surface of enduring lustre. OI 










CRYSTAL 








Send for a copy of our-Wew Sterling Catalog 
oO S297, Clip 1 Te the Cinclent toupam IVA A 


Sterling Reflector Holders 


This improved, patented holder fits all standard brass or 









ors 















an- porcelain sockets and receptacles. It is made adjustable 
ind to accommodate various sizes of lamps when used on 
the same reflector. Standard equipment on all ®terling 
Reflectors. 
‘iful re 
vith Improved Packing 
Dur new method of packing Sterling Reflectors facili- , 
fur- cates merchandising, promotes sales, reduces shipping REFLECTOR & ILLUMINATING CO. 
weight to the minimum, lessens breakage and cost of 575 W. Washington Boulevard, Chicago 
eni- handling, and enables us to furnish detailed installation we 1 d f th tiie 
age. instructions with each reflector. \ \ Pay a ee ae sae: Rawr eee ee 


675 Washington Bldg 
Chicago, U S.A. (D ae a 
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DAYOLA $125°° 





(The Set that ts 


Already Logged / 


VERY DAY-FAN set comes 


to you with a complete list 
of broadcasting stations with 
their corresponding dial settings. 


Select the station you want—turn the 
pointers to the positions furnished with the 


set—and listen in. That’s all that is necessary" 
when you use a DAY-FAN. 


ALL DIAL SETTINGS ARE THE SAME FOR 
EVERY SET, EVERYWHERE, ON ANY ANTENNA 


The entire DAY-FAN line, comprising models priced from 
$90 to $285 has this new and exclusive feature. 


EVERY MODEL A YEAR AHEAD 


Although radio science has developed at an astounding rate 
in the past few years, the DAY-FAN has always kept well 
in the lead. The remarkable qualities of tone clarity, sim- 
plicity, beauty, and volume which distinguish all DAY-FAN 
sets entitle us to say that they are a year in advance of 
present radio standards. 


Join the ranks of delighted DAY-FAN dealers today. You 
will find it one of the best business moves you ever made. 


“he DAYTON FAN & MOTOR CO. 


Manufacturers of High-Grade Electrical 
Apparatus for more than 35 Years 


DAYTON, OHIO. 
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OEM -7- $9822 


and other 
mo 


AV-FAN 
ee 

RADIO 
A YEAR AHEAD 




















> DAYTONIA $26322 
































his conversation with you will be 
limited to “Shush!” and “Quiet, 
Emma!”’? 
Bride—We women must be brave. 
Clergyman—Do you give up your 
life to become the companion of this 


| Induction Coil Cookoo, this Five-Bulb 


Bearcat, this Hard-Boiled Tuning 
Dial Dodo, this Mighty Static 
Hunter, realizing fully that he will 
be about as much company to you as 
a deaf and dumb carpet-layer! 
Bride—Say on. I know all. 


Bridegroom (in a trance)—It may 
be the “A” batteries and then again 
it may be the coil. 

Clergyman—Knowing full well that 
you may expect as little attention from 
him only at such times as all the 
broadcasting stations go dead, and be- 
ing cognizant of the fact you will 
always run second to a shoe-box full 
of strange bulbs and stranger noises, 
and wholly appreciating the fact he 
will have no time for you until he runs 
out of stations, do you still accept him 
as your lawfully wedded husband? 


Bride—I’ve got to go through with 


| it now. 


Bridegroom—It must be static. 
Clergyman—Do you realize you 
might as well marry 100 feet of wire, 


| a half-dozen electric lights, a storage 
| battery, a couple of coils and 30 


pounds of similar junk? 
Bride—I do. 
Clergyman (to groom)—And do 


| you take this woman to— 


Bridegroom—Sh-h-h-h! I think I 


| hear Chicago. 


Clergyman—Pay attention. Do you 
take this woman to ignore and avoid, 


| to silence and to scorn, to intimidate 
| and suppress? 


Bridegroom—I __ do. Make _it 


| fast. Paul Whitman is at WEAF. 


Clergyman—I pronounce you man 


_and wife and may it serve you right. 


Bride (to Husband)—And where 
do we go on our honeymoon, dear? 
Groom—We'll try KMAP and 
VSXW first and go from there to 
KWQZ and CXSA. (They go.) 
—Boston Globe 


> kk & 


Reed Heads Virginian Radio 
Dept. 

Virginian Electric, Inc., Charles- 
ton, W. Va., is now an R. C. A. 
distributor. J. Stuart Reed comes 
from Baltimore to take charge of the 
radio department. 























































January, 1925 





THE JOBBER’SfA)SALESMAN 








> 








Licensed by 


PA 
‘NEUTR iN} TRO DYN 
ch 21, 20 and DY 
pat. aces nos 450,080 ony N 24 

yore” ne Other Patents Pendi ing 189 228 


wO#d'S N bey 











Sell ’em Howard in 1925 


Howard Radio Products are well known for the thoroughly 
dependable job they do. Their ability to do the work for 
which they’re built is never doubted by those who know them 
and they are numbered by the tens of thousands. 


Howard publicity is far reaching because Howard perform- 
ance is convincing—it is continuous and daily converts many 
radio fans into Howard Radio buyers. 


As progressive jobbers and jobbers’ salesmen you should 
sell Howard 5-tube Neutrodyne Receiving Sets and Howard 
Guaranteed Parts. They will make your sales take on added 
size and, best of all, they'll not require exceptional selling 
effort. 


Get in touch with us immediately about your 1925 radio 
business. 


Howard Manufacturing Co., Inc. 
451 E. Ohio St. Chicago, Iil. 





The Howard 5-tube Neutrodyne, licensed under the Hazeltine 
patents, is made of high quality Howard Radio Parts and incor- 
porates exclusive and special features. It has coast to coast range— 
perfect selectivity—excellent volume and is absolutely guaranteed. 
Made in two styles—cabinet and console, of beautifully finished 
selected black walnut, presenting a very handsome appearance. 
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Tue NATIONAL 
REGENAFORMER 


Will Help You Beat 
Your 1925 Sales Quota 


After months of research work F. H. 
Drake and G. H. Browning, both of Har-| 
vard University have developed a special! 





form of Transformer, known as_ the 
Regenaformer. 
It is destined to be one of the best 


sellers for jobbers and jobbers’ salesmen. 


When these units are embodied in a 
two-tube broadcast receiver it has the 
following properties: Extremely sensi- 











tive, selective enough to cut out local 
broadcasting, no_ radiation. Stations! 
come in at definite points on the second 
dial and can be logged. 





The principal units for constructing this two 
tube receiver have been embodied in a kit con 
sisting of 


1 National Antenna Coil mounted on 
1 .0005 National DX Condenser with 
1 4 in. Velvet Vernier Dial. 

1 National Regenaformer, mounted on 
1 .00035 National DX Condenser with 
1 4 in. Velvet Vernier Dial. 
1 Blueprint of Wiring Diagram. 
1 Set of Hardware for Mounting. 


The kit retails for $22.00. National Regena 
former and coil only $7.50. The National Com 
pany has an exclusive license for the manufacture 
of the Regenaformer. Jobbers should write for 
full details of our proposition. 


NATIONAL COMPANY 


CAMBRIDGE 39 
BOSTON 
Mfrs. 





MASS.) 
Velvet 


of National DX Condenser and 


Vernier Dials. 


| ne 

















How a Music Dealer Sells 
Radio 

“Radio and music are not competi- 
tors.” This is the belief of A. H. 
Mayers, who is applying his twenty- 
nine years’ experience in selling musi- 
cal instruments to his new departure 
of selling radio at 1989 Broadway, 
New York. 

“A man who has a_ phonograph 
is, on the contrary, a splendid pros- 
pect for a radio set. He wants to 
be up to date—he reacts surprisingly 
well to this appeal. Also he wants to 
hear all the latest music without buy- 
ing records. That doesn’t sound very 
well for record merchants, but when 
he has heard a pleasing selection by 
radio, he comes to us and buys that 
record, because he wants to hear it 
again and again at his pleasure. Our 
music trade has not suffered at the 
hands of radio, but on the contrary 
each medium of entertainment sup- 
plies the deficiencies of the other. 
The good merchant, supplying guar- 
anteed goods, under sound selling 
policies, profits both ways.” 

Right now Mr. Mayers is making a 
of con- 





determined drive on owners 
sole phonographs, who offer a par- 
ticularly fertile field for installing 
radio. 4,000 
names, constantly increased, gives him 


His mailing list of 


a good target of live buyers, to whom 
he appeals in envelope stuffers. cata- 
logues, and a small but effective house 
organ, 

“We believe thoroughly in advertis- 
ing, and in utilizing the advertising 
helps supplied by 
says this up-to-the-minute merchant, 
and he applies this belief practically. 
Windows are always _ effectively 
trimmed. Half of his 14 billboards 
scattered about the city carry a mes- 
sage for radio as well as for phono- 
graphs. He advertises regularly in 
local newspapers, and by means of his 
mailing list, keeps in close touch with 
his present and prospective custom- 
ers. During National Music Week, 
May 5-10, 1924, he ran the first re- 
tail radio exhibition. Manufacturers 
and jobbers assisted in putting this 
over, and the results were highly 
pleasing. Mr. Mayers says that he 
still hears about this radio show. 

Radio is sold by Mr. Mayers on 
its musical appeal, and not as a me- 
chanical instrument. His radio man 
installs sets complete and ready to 


manufacturers,” 


| work. Complete service is given until 


the sets operate to the full satisfac- 





tion of the purchaser. The privilege 
of exchange is extended to 10 days. 

This exceptionally complete service 
costs money, and this expense is the 
chief deterrent factor against stock- 
ing radio on the part of many musi- 
cal dealers. Mr. Mayers regards the 
problem in this light. “In the first 
place, our customers must be pleased. 
If a man buys a radio set he expects 
it to work just as easily as his phono- 
graph or player piano. If it doesn’t 
we make it, or exchange the set for 
one that will work in his locality. Our 
service man also services phonographs 
and his salary cannot be charged 
wholly against radio. Besides, our 
service, despite its completeness, costs 
very little.” 

The reason for this is that only 
sound merchandise is carried. It is 
backed by the manufacturer’s guaran- 
tee as well as by Mr. Mayers. Since 
sets and accessories are good, they 
work, and have to be replaced or re- 
paired very seldom. Besides, when 
the service man discovers run-down 
batteries or worn-out tubes he is in 
a position to obtain increased business 
for his employer. 

The general atmosphere of the store 
at 1989 Broadway contributes to the 
idea of comfort and solid dependa- 
bility. 
artistic mural decorations. 


You enter a wide foyer with 
There are 
no counters or display cases in the 
store, but along the center are several 
sound-proof booths for demonstrating 








Something worth while listening to— 
Ann Pennington and her husband, Brooks 
Johns, broadcasting “Oh, Take Those Lips 
Away.”—Underwood & Underwood. 








January, 1925 





THE JOBBER'’S(I)SALESMAN 








2 


: "Ae * 


One 


sien f “a S$ Le. T° Con tr ol 


A SALES Masterstroke! 


E’RE spending hundreds ot thousands 

of dollars to tell the public about 

Thermiodyne. Full pages in The Satur- 
day Evening Post, the Literary Digest, the 
American Magazine, all the leading radio 
magazines, Country Gentleman, Farm Journal 
and many other periodicals—are broadcasting 
the story of Thermiodyne’s single master con- 
trol—its remarkable selectivity and simplicity. 
This advertising will bring people to your store. 


Why not sell the set that makes a real profit 
for you with the least sales effort? You can 
demonstrate Thermiodyne thoroughly in less 
than five minutes. Its ease of operation 
clinches the sale. 


Thermiodyne is the first radio receiving set 
to give the public what it wants—non-technical 
simplicity of operation. Thousands have held 
off from buying radio sets because they couldn’t 
get the hang of operating them. 


Thermiodyne is radio at its best and simplest. 
Any child can operate Thermiodyne accurately 
and successfully. The ONE master control 
is calibrated in wavelengths. Set the knob 
at wavelength published in the newspaper and 
the station comes in instantly. 


Write today for full details of Thermiodyne 
and franchise for selling this remarkable re- 
ceiving set. There is no other set like it on 
the market. 







Price $140 


Without accessories 
(Any accessories may be used) 


THERMIODYNE RADIO CORPORATION Wé guarantee every 
PLATTSBURGH, N. Y. set unconditionally. 

















TFG 





[ Ther-MY-odyne ] 


Licensed under Trube and other patents pending 


Reg. U. S. Pat. Off. 
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MANY ARE THE REQUESTS FOR A “SOFT TREAD” RHEOSTAT 
Why Not Cash In On This Demand? 


When the owners of expensive radio sets discard original 
equipment for the Sterling “Soft Tread” Rheostat there 
must be a mighty good reason for it. Builders and 
owners of sets alike prefer the “Soft Tread.” 
They have seen it advertised in the radio 
magazines and newspapers. Those 
who have used a “Soft Tread” 
agree that its virtues have 
not been exaggerated. 
Those who come in 
to see it will ap- 
preciate its su- 
periority on 
sight. 






















You 
can cash 

in on this by 
selling. the “Soft 





One cannot feel 
the broad _ scien- 


ers. 













Si Price $2.00 
tifically formed contact Pye nal 
move from wire to wire Price $2.25 
and there is absolutely no wob- (30 and 50 ohm) 
Potentiometer 


bling. You obtain unbelievably free, 
smooth, noiseless movement in either direc- 
tion. The customary grating sensation will not 
come later, either. The non-tarnishing resistance wire and 
phosphor bronze contact are completely enclosed to keep out dust. 
It is a beautiful thing too, with moulded bakelite base and nickeled case. 
Mounted through single hole, easily and securely. 


$2.75 (400 ohm) 


The Sterling Manufacturing Co. 


2831-53 Prospect Avenue, Cleveland, Ohio 
Dept. F. 


| purposes. 






Tread” to your deal-~ 














A GOOD 
BUY 


A majority of the job- 





TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 


glassware. 

> . 
ae Ye a bers’ salesmen of this 
white frosted surface, superior to : Lt 
acid etch, by simply immersing the country consider THE 


ware in the liquid and washing in 
water. 


JOBBER’S SALESMAN the 


It is clean, rapid, economical, 
and will not produce an acid burn 
“on hands or clothing. 


best buy they ever made 
for $1.00. Think of 12 


issues full of live, interest- 


Guaranteed 
Permanent—Uniform—Heat Proof 


Your Jobber Handles Etch-O-Lite 


ing sales helps for one 
little ironman! Subscribe 
today and _ recommend 


THE JOBBER’S SALESMAN 





to your friends. 

Distributors of Factory Output: PS 

UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 























These are finished in wal- 
nut and one large booth is devoted en- 


tirely to radio. Complete sets are 
arranged and ready to operate. The 
prospective customer is at ease, in 
private, and can discuss terms—for 
some of Mr. Mayers’ business is done 
on the partial payment plan—without 
embarrassment. He can listen in on 
any set he desires—from humble 
crystal to lordly superheterodyne. 


Mr. Mayers sounds the keynote of 
his success in adding radio to his reg- 
ular musical line in three principles: 
service, publicity and good merchan- 
dise, and the greatest of these is good 
merchandise.—Brandes Digest. 

* * * 


How Many Radio Manufac- 

turers Have Thought 

Accustomed to slaps in the face 
from the hand of an unkind Provi- 
dence, neither R. J. McGrath, late of 
the 311th engineers, nor Thomas 
Campbell, formerly of the navy, 
would believe it when informed that 
they were going to get one of the 
“breaks.” 

This particular change in their 
luck was a ‘‘Mohawk” five-tube one 
dial receiving set, with a loud speaker 
attached, the gift of the Mohawk 
Electric Corp. The set was installed 
between their beds at the Chicago 
Fresh Air Hospital. 

McGrath and Campbell are what is 
known in the vernacular as “‘lungers.” 
They have tuberculosis, the result of 
their exertions in the late unpleasant- 
ness with the central European 
powers a few years back. And fresh 
air is something they ain’t got nothin’ 
else but. 








Martin Falk of the Triangle Electric Co., 
Chicago (on the left), is seen here taking 


| liberties with the sedan of his boss, Nate 
| Cohen. Everything goes when the order is 


rush, and some one is waiting for this load 


| of UV201 tubes from the Manhattan Elec- 
_ trical Supply Co. Walter C. Becker, store 
| manager of Manhattan, is on the right. 
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The G-G-H is an amazingly better re- 
producer— it achieves astounding volume 
without a suspicion of harshness or distor- 
tion. Don’t take our word for it! Let the 
G-G-H prove it. Let it speak for itself. 
Hear it; compare it; let it perform against 
any other reproducer at any price— 





Then you'll realize why the G-G-H is 
proving such a gold mine for dealers and 
jobbers everywhere. As soon as the con- 
sumer hears the G-G-H, he is convinced; 
as soon as he finds that he can buy it for 
about one half the amount charged for 
other loud speakers of comparable quality, 
he is sold once and for all— 


But the low retail prices don’t mean nar- 
row margins. Find out how much you can 
make with the G-G-H—get our present 


wide discounts—call, write, or wire. But L Pri With 
act! ower rices ; 1 
eg oe Higher Profits! 
very G-G-H is made of genuine DuPont Pyralin— 
unbreakable, non-vibrating, and non-resonant. Exclu- $12.50 to $20.00 12.50 
sive G-G-H construction does away with permanent mag- All Black w-e----- we eee eee ee eee e eee enon eee $12. 
net, external batteries, large electro-magnet, and all dis- SS ere) ae 15.00 
tortion. Constant tension diaphragm gives smoothness eae 17.50 
and tone volume. The G-G-H is 22 inches high; bell Mother of Pearl DeLuxe............ 20.00 
diameter 13 inches. Packed in single cartons, with 5 P . ¢ 
feet of cord. 22 inches high; | 3-inch horn. 





GRIGSBY ~ GRUNOW ~ HINDS ~ CO 


4540 Armitage Avenue, CHICAGO 
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MINAS 


THE LOUD SPEAKER 
THAT SATISFIES 


Of distinctive design. Flare of 
Horn of polished black pyralin or 
of mahogany tinted semi-trans- 


parent pyralin. 


Gives a remarkable volume of 
tone without sacrifice of clearness 
or naturalness—equal to hearing 
the original tones. 





The Burns Unit as used with the No. 205 Repro- 
ducer has already proven its merits. Furnished 
also for phonograph use. 





No. 205B—With polished black bell............ $22.50 
No. 205D—WwWith shell pyralin bell.............. 25.00 
No. 100—Unit for phonograph use............ 10.00 No. 100 


Manufactured by 


STATE AND 64TH STREETS CHICAGO, U. S. A. 


































45 VOLTS 


-F/7Tam OFsh ool tim unelelete inc 


\ LANCASTER,OF'O 





Friendly Dealers—Big Profits 


You can make friendly dealer and good profits 
with the Ace Line of “Radio B Batteries.” 


The battery that will give radio fans best results 
for a longer period of time is the ACE. This point 
alone earns a decided preference for ACE batteries, 
everywhere. 


The new ACE is put up in a beautiful mahogany 
finished case with a minimum of lettering and is de- 
signed to match the finish of the radio receiving sets. 


Built right to last long and sells best. That’s the 
ACE Line—push it to the limit. 


Manufactured in all standard sizes. 


Ope Grbon Products C 


LANCASTER, Ono 
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With a dozen other tubercular 


| patients, the ex-service men live in a 


frame building in the great open 
spaces, 100 yards distant from the 
main hospital building. 

They have a small room, equipped 
with water and heat, in which they 


| dress—whenever they do get up. As 


for the rest, it’s as breezy and billowy 
as outdoors. For there aren’t any 
buildings to speak of in it. 


“Tom was at the dentist’s the first 


| afternoon they came,” said McGrath, 


who, besides his thick flannel pajamas, 
wore a heavy sweater and knitted . 
stocking cap in bed. 

“When he came back I said: 
‘Tommy, they’re going to put in a 
radio for us. Stick around tomorrow 
afternoon. He figgered it was the 
bunk, of course, but he waited for 
them while I went to the dentist’s. 
I didn’t know, of course, whether they 
were on the level with it, myself. And 
when I saw the kind they put in, I 
was knocked for a goal.” 

Campbell was dressed, having but 
lately returned from a session in the 
dentist’s chair. Outwardly he was as 
healthy a young specimen as you'd 
care to see. But, as he called it, he 
was a “gas-bag.” One of his lungs, 
affected by the deadly tuberculosis 
virus, had been nearly closed up so 
that its infection would not spread to 
the other. 

“We get up and around for meals 
and sometimes go to the dentist,” said 
Campbell, who admitted having been 
in hospitals on and off for the last 
three years. “But, gee whiz, if we'd 
try to go to a show or where there are 
a lot of people the doc would get 
tough with us. 

“So we've been sleeping and read- 
ing most of our time here. But, gee 
whiz, it’s going to be different with 
this thing here—gosh.”’ 


* * * 


Radio Goes Big With 
Graham-Reynolds 
The Graham-Reynolds Electric Co., 
Los Angeles, Calif., has a _ radio 


_ department about three months old 


which is developing into some healthy 
youngster. That it has plenty of 
“push” is evidenced by the fact that 
the company is engaged in an exten- 


| sive campaign on “Day-Fan’”’ sets. 


S. W. Benjamin, a 10-year man 
with the Graham-Reynolds sales 
force, has been appointed manager of 
the radio department. 
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Crosley Trrdyn Special, $60.00 
With tubes and Crosley Phones $75.75 


Jn the ——<_ 


CROSLEY Srirdyn 


S vith the inception of radio, the results obtained 





Crosley One Tube 
Model 50, $14.50 
With tube and Crosley Phones $22.25 


with Armstrong Regenerative Receivers have been 
the goal of comparison for all others. Trick circuits 
have been designed to get around the Armstrong Patent eERDOSLEY. 





hoping to obtain results “just as good.” This has re- Better-Costs Less 

sulted in the use of more tubes, necessary without, but di 

unnecessary with regeneration. Ra 10 

This is one reason why Crosley Radios, licensed under pm Two Tube 
Armstrong U. S. Patent No. 1,113,149 have performed Crosley pay te vn 
everywhere so remarkably on so few tubes. Head Phones 

The Crosley Trirdyn, employing Armstrong Regeneration Better—Cost Less 

combined with tuned non-oscillating radio frequency $3.75 


amplification and reflexed audio frequency amplification 
and using only three tubes, consistently gives greater 
selectivity, more volume and wider range than can be 
obtained where five or six tubes are employed without 





regeneration. With no regeneration, two stages of radio Crosley Tiews Tube 
frequency amplification, requiring at least two additional With tubes and Crosley Phones $45.75 


tubes, must be employed in front of the detector tube to 
get the same results as furnished by one tube where 
regeneration is used. 

Every additional tube means additional expense; an 
added dial to tune, greater difficulty in operation, more 
distortion and more tube noises. The three tube Crosley 
Trirdyn has only two dials. These operate but two cir- 
cuits, making tuning and logging very easy. Crosley Trirdyn Regular, $50.00 










Mail 
This 
Coupon 





At O 

You can’t beat the results obtained from an Armstrong  ceaaeeeiettiaateea — 
Regenerative Crosley Radio. A trial will convince you. Bhan oo 
BEFORE YOU BUY— COMPARE aoe eat 


YOUR CHOICE WILL BE A CROSLEY 
For Sale By Good Jobbers Everywhere 


Crosley Regenerative Receivers are licensed under Armstrong U. S. 
Patent 1,113, 149. Prices West of Rockies—Add 10% 


Write for Complete Catalog 


THE CROSLEY RADIO CORPORATION 


Powel Crosley, Jr., President 914 r 5 
164 Sassafras St. Cincinnati, Ohio Crosley Trirdyn Newport, $85.00 & 
Crosley Owns and Operates Broadcasting Station WLW With tubes and Cresley Phones $100.75 


Mail me, free of 
charge, your catalog 
of Crosley receivers 
and parts 
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Insulators 


We have produced in these Radio 
and Antenna Insulators high grade 
products which the jobber may sell 
at a low price and still make a good 
profit. 

They are vitreous, brown glaze 
and are very well and neatly made. 
A sample of either size insulator 
will be mailed to any radio jobber 
upon request. 





No. 1—2% in. long, 1% in. overall diameter. 





No. 2—4¥4 in. long, 15% in. overall diameter. 


We also manufacture a complete 
line of Electrical Porcelain— 
in standard or special 
patterns. 


THE MOGADORE 
INSULATOR CO. 
MOGADORE, OHIO 




















































NEW HEXAGON SHAFT 


Insures Condenser Perfection 


To eliminate fanning, rotor blades are 
stamped with a hexagon hole and held 
rigidly on hexagon shaft. Found in types 
3 (plain) and 4 (all- 
vernier), CELORON 
END PLATES; 
types 5 (plain) and 
6 (all-vernier), MET- 
AL END PLATES. 


Profitable 
Improvements 


Demand for U. S. 
Tool Condensers evi- 
denced by a pro- 
nounced sales __in- 
crease of all types 
—an _ unprecedented 
jump since the an- 
nouncement of our 
new types. 











100% GUARANTEED 
Write for Folder 


U. S. Tool Co., Inc. 


124 Mechanic Street NEWARK, N. J. 
Mfrs. of special tools, dies, jigs, automatic 
machinery and sub presses. 
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Boston Radio Show A Success 

The Boston Radio Show closed 
Saturday, December 6, with an attend- 
ance record of 125,000—25,000 more 
than predicted by Manager Sheldon 
Fairbanks. Every exhibitor reported 
big sales and most of the apparatus 
bought is booked for Christmas 
delivery. 

The main feature of the show was 
C. Francis Jenkins the inventor, who 


had on display his apparatus and gave | 


and lectures on _ his 


_ invention for receiving and sending 


radio photographs. 
The regular broadcasting in the 
afternoon and evening was from the 


| beautifully designed model studios of 


Stations WTAT and WNAC who gave 
the crowds the best of entertainment. 
A great deal of time and thought had 


| been given by the exhibitors in making 





their booths extremely inviting and 
Two of the outstanding | 


beautiful. 
exhibits were. the C. B. Tuska Co.’s 


| booth which was in charge of C. G. 


MODERN 


MODERN TRANSFORMERS are 
leaders in their field of usefulness, 
having always enjoyed extreme 
popularity because of their quality 
of tone and powerful amplifica- 


tion, which are unsurpassed. 





MODERN TRANSFORMERS rep- 
resent the very highest possible 
achievement in quality, design 


and workmanship. 





Verdi, New England representative, | 


and that of the Dictograph Products 
Corp.’s presenting their ““Dictogrand” 
loud speaker. This booth was in 
charge of C. R. Dumble, New Eng- 
land representative. 

On Sunday, November 30, the Wet- 


more-Savage Co., Boston, Mass., used | 
_a 82-page rotogravure insert in the 


Boston Sunday Herald, which was 
possibly the biggest single piece of 
advertising ever put out by any job- 
ber. The Milhender Electric Supply 
Co., had a very attractive booth at the 
show, as did the George H. Wahn Co., 
who had on display the original set 
used by Capt. Donald Macmillan the 


_ Arctic explorer, while in the arctic 





region last year. 

The feature of the closing night 
was a public presentation of ““The 
Mesh”, an exciting playlet broad- 
casted from the exhibition floor by 
the WEEI Players of the Boston 
Edison company. 

* * # 


New York Jobber Takes on 
Radio 

The Independent Electrical Supply 
Co., New York, N. Y., reports its 
new radio department is turning in a 
very fine volume of business. The 
company is distributor for Murdock 
and Super-Ambassador sets, Indesco 
headphones, Atlas, N. & K. and 
Remo loud speakers, Globe equip- 
ment, Lo-Loss tuners, etc. 





Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


World’s largest transformer manufacturers, mak- 
ing transformers exclusively for Radio 
purposes. 


Toledo, Ohio 











LOOPS LEAD 


Lincoln Collapsible Loop Aerials 
are leading sales everywhere. They 
are rapidly becoming the standard 
loop of the radio industry. Thou- 
sands of Radio Fans have given 
them preference. Simplicity, supe- 
rior performance, and beauty of fin- 
ish . . . have made an enviable rec- 
ord for them. 

Fine for all. Neutrodyne and other 
radio frequency sets. Nationally 
advertised ... in leading Radio 
publications. Write for prices and 
detailed specifications. 


Lincoln Radio Corporation 
224 North Wells St. . . Chicago 























January, 1925 


THE JOBBER’SfA|SALESMAN 
— 























ke 
Bate. RY 


—— Bose. 
ctr 
< SEPUL EaRronavion 


























YALE RADIO BATTERIES 


Famous for Their Quality 


No. 1512 Radio “B” Battery 


NDERNEATH the handsome ex- 

terior of the Yale Radio “B” 
Battery shown above is a quality that 
makes itself instantly evident when 
attached to a radio set. 


ADIO Engineers of the highest skill 
have designed this popular type 
of Yale Battery to meet the most ex- 
acting demands of radio users. It 
renders noiseless operation, gives in- 
stant service, maintains steady voltage, 
does not short circuit and has a very 
low rate of depreciation. 


ELL your customers to cut down 

their radio operating overhead 
by purchasing one of these better 
Yale Radio “B” Batteries. 





| 


6 Volt Storage “A” Battery 


HE Storage Battery as shown in 
the illustration has been painstak- 
ingly designed and manufactured by 
expert Radio Engineers to give the 
utmost in satisfaction for all Radio use. 


HIS attractive Storage “A” Battery 

is made up in a hard rubber case 
with substantial bail handle. Extra 
heavy plates are used providing uni- 
form voltage and discharge character- 
istics. Specially grooved separators of 
California cedar, insure a uniform acid 
diffusion and prevent escape of gas. 


HOUSANDS of discriminating 
radio users are now using these 
better Yale Storage “A” Batteries. 


We manufacture a complete line of Radio Batteries 
—suitable for use with any Radio Receiving Set. 


YALE ELECTRIC CORPORATION 


CHICAGO 


BROOKLYN, N. Y. 


SAN FRANCISCO 























THE JOBBER’S 


C } ~ 
MA] SALESM 


— 








Protects 
SVs ble) SO a yt 
Prepress 


Tubes 





Drop a tool across the wiring in 
a radio receiving set, or connect 
the wiring to the wrong binding 
posts, and zip—the tubes are burned 
out and $20.00 or more needlessly 
wasted. 


Tubes can be protected against 
destruction from short circuits for 
a few cents by installing the “Gem” 
Radio Fuse. Then when there’s a 
“short,” the fuse blows and the 
tubes aren’t injured. Easily in- 
stalled. 


We are advertising the “Gem” 
Radio Fuse in leading radio maga- 
zines and in other ways. This will 
make it easy for you to sell these 
fuses and make a nice profit. 


Write for interesting booklet and 
our special proposition. 


CHICAGO FUSE MFG. Co. 
<—> MANUFACTURERS OF Me 
ELECTRICAL PROTECTING MATERIALS 


LAFUN @ 15» STREETS 








sae 
‘GEM’RADIO FUSE 





Double Your 
Radio Sales 


You could easily sell two or 
three times as many radio sets as 
you are now selling if you could 
absolutely assure buyers of clear, 
distinct reception entirely free 
from hissing, sizzling and dis- 
agreeable noises. 


This you can now do with the 
new Ray-dio “B” Storage Battery 
—the most remarkable single de- 
velopment since radio first became 
general. 


Attach a Ray-dio “B” Storage 
Battery to a Radio set in your 
store and it will not only sell 
Batteries, but it will sell Radio 
sets for you ‘and increase your 
profits many times. 


Write for detailed information 
about the most remarkable radio 
battery ever built. 


JORDAN BATTERY CO, 


Dept. 3 
YPSILANTI, MICH. 























| To Study Radio During Eclipse 


The Federal Telephone Manufac- 
turing Corporation’s broadcasting sta- 
tion W G R at Buffalo, N. Y., will 
play an important part in the scientif- 
ic observance of the total eclipse of 


| the sun on the morning of January 


24, 1925, according to L. C. F. Horle, 
chief engineer. 


The Buffalo station enjoys the dis- | 
tinction of being the only radio broad- | 


casting station in the shadow path of 
the great natural marvel which will 
sweep from Northern Minnesota over 
the Great Lakes region to Connecticut 
and thence out to sea. The period of 
totality in Buffalo is predicted at 
9:06 A. M. and will last for 1.8 
minutes, 

The scientists engaged in recording 
the effect of the total eclipse on radio 
transmission and with whom _ the 
Federal station is invited to co-operate 
are: 

Dr. Alfred N. Goldsmith, Dr. 
E. E. Free, editor of the Scientific 
American; Greenleaf W. Pickard and 
S. Kruse of the American Radio Relay 
League. Observations will be made 
by these in Boston, Ithaca and New 
York stations. 

It has long been recognized as a 
fact that the sun weakens radio waves 
and this has given rise to the theory 
that daylight radio transmission is 
effected by waves close to the earth’s 
surface. At night, broadcasting waves 
move along the “Heaviside” layer in 
the sky estimated to be about 60 miles 
above the earth. Night transmission 
on the whole is considered to be far 
more uniform than transmission dur- 
ing daylight. 

According to astronomers, electrons 
affect radio waves are con- 
At the 


which 
stantly encircling the earth. 


| theoretical junction line of light and 











| darkness, a 


ionized 


This 


permanently 


region is believed to exist. 


ionized region being a good conductor | 


is impenetrable to radio waves. Fad- 
ing is attributed by some to this bar- 


| rier condition. 


The atmosphere from an electric 
viewpoint is not a perfect insulator 
because the gasses constituting it are 
ionized partly by the cathodic rays 
of the sun. 

The total eclipse offers an oppor- 
tunity to make a careful check as 
the broadcast radio waves leave the 
Federal station directly in the path 
of shadow and make their way toward 
the region of light. 


-@9s 


















“INSULATE” 


Molded Composition 
(Registered Trademark) 





and 


“HI-HEET” 


(Bakelite) 


100 


Styles of 
Knobs, 
Mouth Pieces, 
Binding Posts, 
Insulators, etc. 








ready for 
immediate shipment. 
Specify 

our trademarks 
when ordering. 








We mold articles of 
any shape to order. 








General Insulate Co. 
1033 Atlantic Ave., Brooklyn, N. Y. 
Established 1904 




















EAGLET 
$ The World’s 
Priced Set 
Makers of 
RECEIVERS 


3 Tube Dry Cell 
Greatest 
Manufactured and Guaranteed by 
The Famous Models A and B 
Protection 


NEUTRODYNE 
Popular 
EAGLE RADIO COMPANY 
EAGLE NEUTRODYNE 
‘or quality 





an 
unparalleled 


VALUE 


A Real Opportunity for the Dealer. 


Eagle Radio Company 
17 Boyden Place - Newark, N. J. 
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New Radio Products, Illustrated 











The ‘“Dulce’Tone” 
radio talking machine 
loud speaker perfect- 
ed by the Teagle Co., 
Cleveland, O., is a 
new link developed 
between radio _ sets 
and talking machines. 
The “Dulce-Tone” is 
in no sense a phono- 
graph attachment, as 
it is used and laid 
aside as easily as a 
record, thus keeping 
the talking machine 
instantly interchange- 
able for use for rec- 
ords or radio without 
the removal of sound- 
box or change of any 
part. No special wir- 
ing or special battery 
connections are re- 
quired. This instru- 
ment obtains its pow- 


er from the standard battery connections of the radio receiv- 
two models. 
Model “V” shown herewith has a spe- 
cial tension control device, and is designed solely for use on 
Model “S” is designed for all other 


ing set. ‘“Dulce-Tone” is made in 


not interchangeable. 


all Victor Victrolas. 
makes of talking machines. 





These are 








The Findlay Stand Off 
insulator No. 1928 is espe- 
cially designed by _ the 
Findlay Electric Porcelain 
Co., Findlay, O., for radio 
purposes. It is made en- 
tirely of porcelain and is 
corrugated to increase the 
distance of flash over as 
well as to drain moisture 
from the insulator more 
rapidly. Some features of 
this insulator are: it is de- 
signed to hold lead in 
wire 6 in. from building; 
eliminates the possibility 
of leakage due to poor in- 
sulation; will drain quick- 
ly and will not deteriorate, 
and is easy to install. It 
is packed in _ individual 
packages with padded 
screws, ready for installa- 
tion. 








The R. 856 Sterling full range 
audio frequency transformer illus- 
trated herewith is a product of the 
Sterling Mfg. Co., 2831 Prospect 
avenue, Cleveland, O. A new fea- 
ture of this transformer is the ar- 
rangement of its terminals. These 
have been placed near the base, 
properly arranged, and at the right 
height to wire up conveniently to 
tube sockets and other parts. The 
entire core, windings and leads are 
enclosed within the japaned iron 
case. This forms both a mechan- 
ical protection and a magnetic 
shield. The top of the case is of 
drawn brass, with a polished nickel 
finish. 








The D. X. L. Radio Corp., 5769 
Staunton avenue, Detroit, Mich., 
has placed on the market a new 
low loss variable condenser, which 
it is claimed is unique among 
condensers brought forth this sea- 
son. While there are several un- 
usual features of design, the most 
outstanding point is the precision 
of construction. The frame and end 
plates are grounded so as to elimi- 
nate body capacity. There are no 
gears to jam or get out of order. 
Stator and rotor plates are accurate 
in spacing to .0005 of an inch and 
are soldered, insuring the very best 
contact. It is claimed that in ordi- 
nary service D. X. L. condensers 
will give service indefinitely. Sharp- 
er tuning and greater selectivity as 
well as added distance are claimed 
for these condensers. 








Special rheostats, for use in the 
primary side of the supply trans- 
former for transmitting tubes, have 
been developed by the Allen-Brad- 
ley Co., Milwaukee, Wis. It is 
claimed that the use of a rheostat 
in the secondary side of the trans- 
former displaces the center tap, 
which is very objectionable. These 
rheostats are of the graphite disc 
compression type. The “Radiostat”, 
as the larger transmitter rheostat 
is called, will handle transformers 
up to 500 watts capacity. The 
E-210 featured above is designed 
for small sets and is recommended 
for transmitting sets requiring less 
than 10 watts. 








The Benjamin Electric Mfg Co., 120 
North Sangamon street, Chicago, an- 
nounces a new socket known as the Ben- 
jamin “Cleratone.” The tube holding 
element floats on perfectly balanced 
springs. Vibration is thus counteracted 





and the manufacturer states that so- 
called tube noises are done away with. 
This socket is made in two sizes, one for 
standard base vacuum tubes and the 
other for UV-199 vacuum tubes. 
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New Radio Products, Illustrated 














*A new low-loss variable condenser 
called the “Bradleydenser” is an- 
nounced by the Allen Bradley Co. 
of Milwaukee, Wis. A unique fea- 
ture is-the one end-plate construc- 
tion. The rotor is supported on a 
long bearing sleeve, secured to the 
stator end plate, and thus does not 
depend upon the rotor shaft for 
alignment. It is in fact somewhat 
similar to the full-floating principle 
of automobile axles. A spring ten- 
sion in the uniquely designed bear- 
ing takes up the slightest wear and 
keeps the rotor in accurate align- 
ment. The rotor plates are grounded 
to reduce the body capacity effects 
when tuning the “Bradleydenser.” 
A removable shield encloses the 
stator plates and protects them 
from dust. Stator and rotor plates 
are of brass and thoroughly sold- 
ered at all joints. 








The rheostat shown herewith is 
enclosed within a moulded genuine 
bakelite and polished nickel case. 
Moving parts are protected from 
mechanical injury and accumulation 
of dust. Mounting to a panel re- 
quires the drilling of only one hole 
for the center bushing and a locking 
nut. It is supplied with a moulded 
knob of special design which match- 
es the ordinary dials used on radio 
sets. The terminals are arranged at 
the back and are moulded directly 
into the bakelite case. They are 
provided with removable soldering 
lugs held by binding screws. ‘These 
terminals are always accessible and 
may be tightened with a_ screw 
driver. The use of cumbersome 
pliers on elusive binding nuts is 
thereby eliminated. Wiring to these 
terminals can be run in any direc- 
tion without the necessity of mak- 
ing innumerable jogs and kinks in 
bus wiring for clearance. This 
rheostat is a product of the Sterling 
Mfg. Co., 28381 Prospect avenue, 
Cleveland, O. 








The “Demcal” straight line wave 
length condenser manufactured by 
the Caldbeck Tool & Mfg. Co. 307 
East Third street, Des Moines, Ia., 
has changeable adjustments which 
do not interfere with the alignment 
of the plates. Maximum capacity 
can be increased by loosening the 
set screw in the rear end plate and 
shifting the rotor. This condenser 
has radion hard rubber insulation; 
all parts are of 3» in. hard alumi- 
num; all bearings and tie-rods are 
of duraluminum; alnuminum spac- 
ing washers are drawn to a uniform 
thickness by a sizing operation in a 
punch press. The “Demcal” makes 
an ideal wave meter because the 
capacity increases as the square 
of angular displacement, giving each 
division on the scale of any dial an 
equal value in increase or decrease 
in wave length. 





The Howard 5-tube 
licensed under the Hazeltine patents, 
is made of high quality parts and is 
furnished in two styles of consoles or 
in ordinary box type cabinet. It has coast to coast. range 
and is fully guaranteed. ‘The manufacturer is the Howard 
Mfg. Co., Inc., 451 East Ohio street, Chicago. 





Neutrodyne, 











The National “D X” vernier condenser manufactured 
by the National Co., Cambridge 39, Mass., is mounted 
on a walnut base and the dial mounting is on a large 
square of amber celluloid, making a display any dealer 
will be glad to have on his show case. 
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SOCKETS 








Turnover Leaders 


Put your finger on any item on this page—and think of the 
demand today for that item! 


Every piece in the HEMCO line has quick 


saleability; every piece is designed to make 





HEATER PLUGS the sale easy—and priced to make it profit- 
able for you. 


HEMCO products are quality products, 
built for convenience, utility and comfort. 
When you sell HEMCO you sell satisfaction, 
putting yourself in the path of repeat. orders 
and new business. 


Handle the line that is outselling others 





and you will sell more, boost your profits, 


and build good will. 
TEE-LITE HEALTH PAD 


HEMCO window trim 
contests for dealers have 
proven great sales stimula- 
tors. Another—the champ- 
ionship contest is under- 
way—for even greater re- 



























HEMCO products are 
distributed exclusively 
through the recognized 
jobber channels. 


 $e+eeae 








TACH-LITE TRIP-LITE 








Georce_e RiIcHARDS & COMPANY wwe. 
557-Wesr Monroe STREET- CHICAGO, /LLINO/S. 
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an important message ({¢ 


the 1925 EMF ELECTRI- 
CAL YEAR BOOK—com- 
pletely revised — will be in 
continuous use by over 10,000 
prominent purchasers during 
the 12 prosperous months of 


1925. 


these purchasers are your 
prospective customers and 
they turn to the EMF at the 
important moment when they 
are in the market. 





will they find your products 
described? 


ene! 





ELECTRICAL TRADIL 


CHICA GE 
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electrical manuf acturers— 





send in your reservations— 


NOW! 


—there is still time to take 
advantage of the biggest ad- 
vertising opportunity of 1925. 


—forms for the 1925 EMF 
ELECTRICAL YEAR 
BOOK close in January. 





—wire your reservation now 
—a page costs $250—we will 
prepare copy if you desire— 
act quickly. 


nUBLISHING CO. 


, @INOIS 
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The Jobbers Catalog-- 


That the jobber’s catalog is of great value to the elec- 
trical jobber has long been an accepted fact. The jobber 
who issues a good catalog makes a profitable investment 
which yields re-orders through its useful life, if put to 
proper use by his salesmen. 


The success of every jobber’s catalog depends upon its 
use by their dealers and vice versa. 


The relation of the jobber’s catalog to the jobber’s sales- 
man is interesting because it affects his contact with his 
customers and their yearly purchases. 


Accordingly, in order to acquaint you with all of the 
many important sales features of the electrical jobber’s 
catalog, a short discussion of pertinent facts on this topic 


will be presented monthly in THE JOBBER’S SALES- 
MAN, starting in February. 


Watch for the first—be sure to read it and all that fol- 
low. 


THE ELECTRICAL JOBBERS CATALOG CO. 


Grand Rapids, Michigan 








| 





Virginian Goes Into Radio 


That a jobbing house may change 
its mind is admitted by some even 
though its corporate entity may not 
be correctly described by the use of 
the feminine. 

The Virginian Electric Inc., 
Charleston, W. Va., has, during its 
previous existence, religiously steered 
clear of the merchandising of radio 
products. 

Now it announces its appointment 
as a distributing jobber of the Radio 
Corporation of America and _ states 
that it will soon have in its warehouse 
for distribution adequate stocks of the 
merchandise of this manufacturer. 

To quote from an official statement 
from the company: 

“Perhaps our complete about face 
from the position we formerly occu- 
pied is best explained by the fact that 
we feel that the manufacture of radio 
apparatus has now reached a point 
where we can consistently fit it into 
our general scheme of things and 
adopt toward it that unswering policy 
which ranks as the first article of our 
business creed.” 

“It is our idea to conduct the sale 
of radio in the following manner: 
We shall merchandise only complete 
sets, tubes, loud speakers, head sets, 
batteries, and antennae material. As 
already stated in the case of the first 
three classifications, we shall stock 
exclusively Radio Corporation prod- 
ucts. For the same reasons we will 
handle Brandes’ head-sets, Yale Bat- 
teries, Roebling’s antennae strand, 
and other material of a like quality.” 

“Our radio department will be 
under the charge of a competent and 
practical radio engineer. He will 
have sufficient time at his disposal to 
visit our radio customers occasionally, 
to assist dealers in special work of 
exploitation, and to make himself 
generally useful along such lines. We 
believe our friends will find his co- 
operation worth while.” 

* * # 


McGraw’s Radio Catalog 

In Radio Catalog R-407, the Mc- 
Graw Co., Omaha, Sioux City and 
St. Louis, has produced a book of 
unusual beauty without sacrificing 
utility. In fact, its utility and com- 
pactness stand out. It is 6 by 9 ins., 
96 pages, with an embossed cover in 
olive green, gold and black, rich with- 
out being gaudy. 
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Adjustable neck makes possible 
alternate use of 75, 100 or 150 Watt 
deeb lamps in the same reflector, with 
ee 4 the lamp filament always in the 
or use ha Z predetermined focal position. No 
narrow paar tools, special fittings, springs or 
Fit standard 34 clamps are necessary 


holders. Adjust- 
able neck makes 
either 75, 100 or 
150 Watt Type C. 
lamps possible. 


An Unbreakable Unit That 
Builds Unbreakable Friendships 


REAKING, peeling, inefficient reflectors, are now a thing of 
the past. Silverlite has settled those troubles once for all. 


Here is an unbreakable reflector, that you can use to build un- 
breakable friendships. Once you sell them, you have made a 
customer for life. 

They are all metal—pure copper on pure silver,—the last word 
in efficiency. 

Thousands have been in use for the past year. Our guarantee 
goes with each one. Here it is— 


We guarantee the silver reflecting surface indefinitely. 
If one is ever found to crack or peel we will gladly 
replace it free of charge. 


Write us for complete details 


I.PR FRINK Inc. 


24th Street and 10th Ave., New York 


Cincinnati, O. Portland, Ore. Birmingham, Ala. Atlanta, Ga, 

San Francisco, Cal. Washington, D. C. Philadelphia, Pa. Pittsburgh, Pa. 
Cleveland, O. Seattle, Wash. St. Louis. Mo. Los Angeles, Calif. 
Chicago, Ill. Buffalo, N. Y. Detroit, Mich. Boston, Mass, 


Canada: 
Associated with The Robert Mitchell Co., Ltd., 64 Belair Ave., Montreal. 





No. E-4—For use in low 
deep windows. Because 
of adjustable neck, either 
75, 100 or 150 Watt Type 
C. lamps can be used 
without change of holder. 

















No. E-5—Designed for 
factory lighting, for 
lighting through glass 
ceilings and for other 
snecial purposes. Adjust- 
able neck allows of alter- 
nate use of either 75, 100 
or 15¢@ Watt lamps. 





















—_— > i 
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CATALOG No. 2965-60 
N. E 


CATALOG No. 2587 Plug Cut Out . C. Fuse Blocks 


Barber Quality Easy to Sell 


Barber quality is not only easy to sell but it sells the Barber Line. 


You can cash-in on this quality to an extent limited only by how hard you 
push the line. 


The Barber Line possesses many outstanding features of construction 
and operation. 


The assembly of the NEW Barber Universal Service Switch permits 
the user to replace branch fuses without disturbing the service switch. 
When the top of the switch box is sealed, this automatically protects the 
live parts and wiring. This makes the Barber Universal Service Switch 
positively safe to the user and to the central station. 


It is furnished in one, two and three pole with grounded neutral. By re- 
moving one strap the branch circuits can be changed from four circuits 
grounded neutral to one or two circuits not grounded. 


You can sell tke Barber Knife Switches, 
Switchboards, Panel Boards, Porcelain 
Specialties, Iron Cabinets and other 
Electrical Specialties to all your cus- 
tomers. 


Our distributors’ proposition will prove 
of interest to all jobbers. 


BARBER ELECTRIC MFG. CO. 


NO. ATTLEBORO, MASS. 
SALES OFFICES 





Boston San Francisco 

Detroit Pittsburgh 

New York Kansas City, Mo. 

Baltimore St. Louis, Mo. 
CATALOG No. 5755 Pat. Pend. Philadelphia Worcester, Mass. 














| 


| 





The contents include-the company’s 
radio policy, a valuable article on the 
handling of radiotone tubes, and a 
complete listing of McGraw’s radio 
material. The colored illustrations of 
sets are among the finest seen in any 
radio catalogs so far. 


* * * 


Salesmen I Have Met 
(Continued from page 10) 


There are salesmen who follow 
that calling who should instead be 
behind ribbon counters or driving an 
automobile for the idle rich. Unfit 
in every particular, they reflect dis- 
credit on the firm they represent, 
and continue only because they don't 
bother anybody. They approach 
you in the attitude of one desiring 
to borrow money, and their entire 
appearance is sympathetic if not ex- 
asperating. 

I certainly like to see salesmen 
take in a baseball game now and 
then, and, incidentally, bring « 
good customer along, for every sales- 
man must be a good sport. The 
world loves a good sport, in business 
as in gambling. A salesman who 
can lose an order, and come back 
smiling; who can have an order 
taken out of his hand, and still seem 
cheerful, is liked. He may be a lit- 
tle peeved, but woe to him, should 
his emotions cause him to be noisy 
or obstreperous. Sometimes he is 
not aware of what is on the other 
side; may be a quiet five per cent has 
been whispered in the buyer's ear, 
and this has not been a dream in 
the days gone by. Once in a great 
while the boss takes it into his head 
to see a game of ball, only to find 
his star salesmen occupying “front 
pews” and enjoying the national 
sport. The chief usually takes a 
good-natured view of the situation, 
and to show no displeasure “buys 
the boys a drink.” 

It is also not amiss for a salesman 
to enjoy an occasional matinee, or a 
football game. I know several 
salesmen who keep plugging week 
in and week out, but should they 
succeed in landing a few heavy or- 
ders of a morning, would be encour- 
aged to take off the afternoon and 
perhaps surprise the spouse by treat- 
ing her and the baby to a “spin” 
in the glorious country, or a-trip to 
the beach. 

Quite a number of salesmen make 
a.practice of calling customers early 
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Use All the DURABILT Products 


F you have used DURADUCT, the first of the 

Durabilt family, you know that is a high class 
non-metallic conduit, easy to fish, easy to install, 
and uniform in Quality. You know that you can 
rely on it, day in and day out. 


In the same way, you can rely on the other Durabilt 
Products, as they are made with the same care, by 
the same workmen, in the same Factory. 


~ So specify DURACORD for Heavy Duty 
Portable Cord, DURAWIRE for Rubber 
Covered Wire and Flexible Cords, and 
DURAFLEX for armored conductor, in 
addition to DURADUCT for Loom. 


If you have used none of these Quality Products 
you have a treat in store for you. 


& ¥ 


TUBULAR WOVEN FABRIC CO. 


PAWTUCKET, R. I. 


CECUUUUEUCU RUE DCOEEER DEER DEDUCE EEO REU REET EERE ERUR EEE UCR TEER CERT EERE RECA REE E OEE ECE ECE OEE EERE CEE EEE ECE REED EER EEE EA SEGEE EEO E ERATE EEE DEER EEE EEE ROE R DOR GER DERE EE EEE R DOR DEE EEE CEE EERE ORE ER EERE CRETE EER DER EEE EERE EE CEE REED TEETER DEORE 
QUUUGUOUEDEQUGUOCUOUQUCUOGUQUGEOUOQUCUOUEGUOUOUCEQEOEUGEOUOUUGUCUCUEOEGEOROUEOUCUOGUQUCUECEUEGEOUCUODOOUORORODEOROUECUGUEOOGUODECEOUUOOUOGCUCCUCECEEUEUUEGECECERCCEECEOEECEOUEUEUEOUECEORECECEORECE EEOC TEER ETE CEEE ETRE EEE 
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(Yhirly-six.years 


experience back of — 





Dayion Fans 














GEND for trade information and your copy of 
TRADE WINDS. 


A complete line of the highest grade Fans sold 
only through the recognized trade channels 
under a policy designed to facilitate profitable 
merchandising. 


Don’t fail to see the new 10” oscillating model 
retailing for only $15.00 and the 8” non-oscil- 
lating fully guaranteed $7.50 fan. 


Dayton Fans embody the three essentials of fan 
construction. 


Durability 
Large Volume of Air Delivery. 
Attractive Appearance. 


There is a Dayton Fan for every Purse and 
Purpose. . 


Dayton Fan & Motor Co. 


Dayton, Ohio 
AV - rT 


PRODUCTS 









every morning on the telephone, and 
arranging to get their orders off on 
the first delivery. Others notify 
their customers of their usual call 
and suggest bringing along any par- 
ticular article the customer may need 
in a hurry. Under my notice has 
come a salesman who, having a good 
voice and capable of singing solos, 
is also a devout church member. 
After a call or two he will refer 
to his ability as a singer, and even 
suggest that it would be a great 
pleasure for him to render a favorite 
in the buyer‘s church, just for re- 
ligion’s sake. 

Another invites a good buyer to 
his home for a Sunday dinner, and 


| the boss, on hearing of it, is wont 


to say, “Don’t forget, boy, to do it 
up nicely.” 

I have met salesmen that I delight 
to give the glad hand to; always 


| agreeable, who can look you square 


in the face, can engage in a conver- 
sation that will lead you to think of 
something you need, who have your 
admiration, your respect and above 
all, your confidence. 





Power Supply in New Home 

The Power Supply Co., Terre 
Haute,. Ind., recently moved into its 
attractive new building which is 
ideally located at Third and Mulberry 
streets. The structure is three stories 
high and has an unusually large floor 
space. A distinctive feature of the 
building is the attractive front, which 
is finished in green with white letter- 
ing announcing the name of the com- 
pany and the equipment in general 
which it handles. The same effect is 
carried out on part.of the south side 
of the building. On the interior stock 
is systematically arranged and dis- 
played, affording convenience to the 
customer in making his purchases. 
The offices of the firm are located on 
the second floor. The building is 


owned by the company. 
* * ” 


Bluefield Man Honored 


R. J. Quinlan, manager of the 


Bluefield Supply Co.’s electrical de- 


partment, is vice-chairman of the 
Tri-State Electrical Jobbers’ Associa- 
tion. 

This company is strong for appli- 
ances and states it is the largest dis- 
tributor of Hotpoint products in the 
territory governed by the New York 


| office. 
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the ‘plete: Cross Bar 


That Every Jobber Can Sell 


Every jobber and every jobber’s salesman will find a ready market for the 
new Lanco Cross Bar among their contractor customers. 

The Lanco Cross Bar will prove every statement we make regarding its labor, 
time and money saving features. You can bear down on these points to clinch 
the sale of Lancos: 

The Lanco Cross Bar is interchangeable. 

Only one needed for any style of box. © 

It sells at % the price of ordinary cross bars. 

Requires but % the labor to install. 


Very easy to handle. ; ; 
Gives plenty of room for the splicing of any quantities of wire 


without any interference with the space of the box. 
Saves money and labor on installations of side wall brackets. 


Acts as a solid support to brackets. 

The Lanco Cross Bar will be a money maker in your territory. Get in touch 
with us immediately for the attractive proposition we have to offer jobbers. 
Lanco Cross Bars quickly show users the advantages of their construction. 
That’s why you'll find them easy to sell. 


LANCO MANUFACTURING CO. 


108 Runyon St. Newark, N. J. 


New York Office: Sandow Tool Co., 396 Broadway, New York, N. Y. 


PN SAPO 
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with Galvin two-size- 
all purpose Fans 


P ROFITS are made by rapid turnover and a good 
selling margin. Turnover is a question of meet- 
ing all demands as to style, size and price, with little 
or no idle stock on your shelves. 


Our 14-inch oscillating AC and DC fan meets every 
requirement of a 1|6-in. or 12-in. fan. Our 10-in. 
oscillating Universal and our 10-in. non-oscillating 
AC takes care of all smaller size requirements and in 
addition meets price competition on Quality types. 


Just two sizes of fans to carry in stock with none of 
it idle. Our liberal selling margin to both the Jobber 
and to the Dealer solves the problem of Fan Profits 
for 1925. 


Write today for full particulars on Fan Profits 





10-in. Non-Oscillating A.C. Single Speed. 10-in. Oscillating Universal Three 
Speeds. 14-in. Oscillating A.C. and D.C. Three Speeds 


GALVIN ELECTRIC MANUFACTURING CO. 
3320 So. Broadway, St. Louis, Mo. 


Export Department: 149 Broadway, New York, N. Y. 

















| Fable of the 15-Story 
Front 


| 
(Continued from Page 21) 


Overshoes with him as he passed out? 

So it came about that Fremont got 
the Fresh Air and found himself 
rustling for another Job. When he 
went into see a General Manager he 
had the bold and confident Manner of 
a Hobo about to cadge a Nickel for 
a Cup of Coffee. Usually he had to 
sit outside and permit a beautiful Fe- 
male Secretary to look Holes in him. 

When he was finally admitted to the 
sacred Presence of the Head 
Gazooks, he would approach timidly 
and tremble visibly and then sit on 
the Edge of his Chair and forget his 
Speech and gum up the whole Pro- 
gram. He would suggest that he 
wanted a Job, and Salary was no 
object he forgot that Salary is no 
object with all of those Misfits and 
Culls who warm themselves on the 
Park Benches. 

After he had indicated by his 
Mumbling, that he simply had to get 
employment of some kind, the Main 
Torch would look at him in Pity and 
slip him that Old One about putting 
the Application on File and notifying 
him in case anything turned up. The 
Morgues and Cemeteries are full of 
People who still have their Applica- 
tions on File. 

After he had been drilling around 
for about a month he had at least 350 
of these vague, indefinite Promises but 
| he could not collect a Bean on the 
| Lot. 
| One Evening as he sat in his little 
| two by twice Bed Room and studied 

the microscopical Bank Balance, it 
| occurred to him that possibly his Rela- 
| tives and the Principal of the High 
| 
| 





| School back in Stillville had meant 
well but knew little regarding Condi- 
tions in a Big Town in 1924. He had 
| played their System and landed at the 
bottom of the Dump. So he resolved 
to put the Reverse English on every- 
thing that had been told him up to 
the time he was 18. 

Next morning he walked in on a 
Friend and braced him for a Century 
as if asking for a Match. He went 
to every Establishment which had ex- 
tended him Credit because of his 
well-known Probity and ordered to the 
Limit. He decided to specialize on 
Wardrobe and Loud Talk. 

At the Best Hotel he engaged a 
| Suite and began to talk down to the 
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How .Standaxr0 \s Helping You 
Sell More Ranges in 1925 





Beginning with full pages in the leading elec- 
trical trade magazines in January, Standard 
lines will be supported throughout 1925 by one 
of the most intensive advertising campaigns in 
the history of electric range merchandising. 


As the 1925 sales operation gets more and 
more under way, more and more magazines 
will be added to the schedule until every dealer 
prospect in North America is reading about 
Standard quality and beauty in every periodi- 
cal he takes. 


As the Spring building season approaches, 
builder and architect periodicals will be added. 
Intensive direct-by-mail campaigns will be 
bombarding realtor, contractor, architect and 








Model No. 639—$273.00 





A popular Standard in white por- 


owner in the building field. | celain finish. Other Standard 
Domestic ranges from $77.50 to 
This big factory promotion program will bat- CRE A wile songs ie pete 
. ‘ ; and design. An absolutely uni- 

ter down sales resistance all over your terri- form high quality in all. 


tory. It will uncover prospects you never sus- 
pected. Last year was the biggest and best of 
the 17 years Standards have been on the mar- 











ket. This year will set a still faster pace. 
1 | 
e e } 
; The Standard Electric Stove Co: 
be P | Helps for Salesmen 
: Standard Electric Stove Company, , 
a 4a . : Toledo, Ohio. Y 
"vy Please send me Press Proofs of : 
r ‘ 
nt ’ Advertisements CT ; 
r : The Standard News oO : 
‘is 
he 4 The Standard Cook Book [ r 
& , + 
on Electric an es NI a as saacediceainabioeitialaunabeinigsnine 
‘ , 
: Address : : 
a , 7 . ‘ 
he J Recent 
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XDUCT” 
Conduits 


duit. 


with accuracy. 


ing. 


Second to None. 


PITTSBURGH 
LOS ANGELES 


BOSTON 
ATLANTA 





g\rCUL4 k 
<9 


‘ELECTRODUCT™ 


Efficient Rigid Steel 


These conduits are GOOD from 
raw material to the finished con- 
The pipe from which they 
are manufactured is the best the 
market offers—spellerized steel 
and scale free, uniformly round 
and soft, threaded and coupled 
The coatings are 
applied intimately to the surface, 
hence there is no flaking or scal- 
Our many years of shop 
practice has given us a skill in 
Conduit Manufacture which as- 
sures of uniformly good products. 


These Conduits Are Good Jobbing 
Lines—Our Boast is 100% Co-Op- 
eration with Jobbers, the best Con- 
duits on the market, and a Service 


Samples by mail upon request 


American Circular Loom Co. 


90 West St., New York 


CHICAGO 


PORTLAND 


4 





° 
3 
ie) 
° 
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| Ind. Left to right: 


Clerks and even the Manager. He 
tipped nothing less than One Buck. 

He sent Engraved Notifications to 
all General Managers that he could 
be seen on any Day except Saturday 
between the Hours of 2 and 3 p. m. 
on presentation of card. 

He went to an Auction Sale of Seats 
for a large Benefit Performance and 
paid the Highest Price and was fol- 
lowed back to his Hotel by Reporters. 

The People to whom he owed im- 
portant Sums of Money all began to 
pull for him to get a good job so that 
they would get theirs. 

Magnates who called on him were 
admitted by a Man Servant. Each 
was informed that no definite Con- 
nection would be established until all 
of the many Offers had been given due 
Consideration. The Callers knew that 
he was a Big Gun or he wouldn’t be 
paying $40 a Day for his Rooms and 
giving away triple Coronas worth 90 
cents each. 

He finally yielded to the Pleadings 
of a Billion Dollar Corporation, and 
had the Contract drawn by his own 
Lawyer. 

MORAL: It sounds True because it 


has happened so often. 
(Copyright, 1925.) 





Mississippi News 

Stewart C. Irby, formerly vice- 
president of the Cabell-Irby Co., 
Jackson, Miss., has sold his interest 
in the company. Although the firm 
is only three years old, the stock sold 
considerably above par. The new 
officers are Barrett L. Jones, vice- 
president, and F. L. Moak, secretary. 
T. B. Cabell continues as president. 
Valley J. Balling has been added to 
the sales force. 








This group was snapped during the 
Electragists’ convention at West Baden, 
Bill Weiss and T. J. 
Rider, Western Electric Co., Chicago; J. 
W. Collins, secretary of the Chicago Elec- 
trical Contractors Association; Frank S. 
Hagerman, sales manager, Electric Appli- 
ance Co., Chicago, and J. H. Gleason, sales 
manager, Western Electric Co., Chicago. 

















January, 1925 THE JOBBER’SfA)SALESMAN 


ONO) ODO NOD NOD NOD NOD NOD NOD NOD ODP NOD NOD WDD LWP. OD OL. PD. .8 




















—~A\ 


ib 





WWW) VY 





DO) NOD NOD NO) NOD NOD NOD NOD NOD ODO) OD NOD NGDNOD NG): 








v VV, 










DIED IEE IEE IED IIE ISIE SETLIST BITS STB IIR TREN 







A New ARROW Product 
Shallow Canopy Switch 








Base Only 5/16 inch Deep 












OTHER FEATURES 
RATCHET HANDLE Cannot vibrate Loose or Become Lost 
INSTALLATION Can be Made Without Removing the Handle 
BAKELITE BASE 
GLO-TIP Added Makes Device Luminous 










_Cat. No. | List Price Std. Pkg. Pkg. Wet. Carton r 

















331 | $0.60 100 With stem i inch long =-_:12 10 
332 65 100 With stem 55; inch long 13 10 
333 65 100 With stem ,; inch long) 14 10 No. 1870 
1870 25 100 ~ Glo-Tip 100 


















THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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SOLD--- 


to practically every class 
of industry 


Parr Electric Co. of New York City do a very 
profitable business in Suver Service Cord and 
Cable. In their experience it is “unequalled for 
use in factories, drydocks, railroad yards and 
shops, mines, quarries, and on shipboard”. 


Jobbers and dealers can recommend it for use 
wherever a hard service rubber-sheathed con- 
ductor is desired. Its satisfaction builds business. 


It is the only rubber-sheathed cord and 
cable vulcanized in steel molds under 
tons of pressure—it’s built for Super 
Service. 


Sizes and types for all requirements. 


ROME WIRE COMPANY 
ROME, | NEW YORK 


NEW YORK BOSTON CHICAGO 
50 Church St. Little Bldg. 14 E. Jackson Bv. 


CLEVELAND DETROIT, 
1200 W. Ninth St. .25 Parsons St. 
LOS ANGELES, J. G. Pomeroy, 336 Azusa St. 


2226-L 























Queen Elizabeth and The 
Pompus Mayor 


There are many ways of tying in 
advertising with appropriate matter 
well-known in history or fiction which 
enhances the interest and makes an 
otherwise prosiac subject more wel- 
come to the trade. This attractive 
method of presentation is illustrated 
in a letter sent by the Parr Electric 
Co., Newark, N. J., to all its cus- 
tomers. The text of the letter, which 
appeared on the front of one of Parr’s 
four-page letterheads, is given below. 
The other three pages are devoted to 
a thorough sales story in the import- 
ance of the diminutive copper lug. 

“After the English fleet had so 
sweepingly defeated the ‘Invincible 
Armada’ of Spain, the people of Eng- 
land were intoxicated with elation over 
their amazing victory and with relief 
over their escape from invasion by 
so dreaded a foe; so Elizabeth, the 
beloved Queen, made a-triumph tour 
of the kingdom, joining in local cele- 
brations at each city and honoring 
those who had contributed to the suc- 
cess of the navy. 

“The mayor of one seaport she 
visited was particularly deserving of 
praise, because he had performed 
wonders in helping to outfit the squad- 
ron, and it had been suggested to the 
Queen, by her councilors, that it would 
be a polite and popular move to knight 

















The Stenographer’s Complaint 
Oh, how I hate that Albert Hood! 
I crowned him with my Underwood ; 
He yot my goat—he made me fight— 
He asked me to work on Wednesday night! 
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WO PAGES out of thous- 

ands!—they sum up the year. 
More real service to the Industry, 
there, than in countless pages of 
commonplace items from every- 
where. 


The almost epoch-making step to 
Adjustable Candle Sockets: that 
alone would proclaim the leader 
in the whole field of Wiring De- 


vice development. 








To the extent that you’ve used or 
specified H&H products, you’ve 
contributed to this great record. 
You’ve supported our work, to 
make your work easier and more 
profitable. 


New things are yours—ranking 
first among wiring devices; written 
first into the H&H Catalogue; de- 
livered first to you who value that 
catalogue. 


Working not only for what we can get from the 
industry, but what we can give to the industry. 


THE — Mr. Co. HARTFORD, CONN. 
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Kepeat Orders 
Count! 


The unusually large percentage of repeat orders we 
receive for Hartford Time Switches is the best proof 
of the steady, reliable sustained performance given by 
these nationally known time switches. 


And it’s the repeat orders that make the Hartford 
line such a profitable one for both jobber and dealer. 


HARTFORD 


Time Switches 


are made in the widest range of types and capacities 
for every condition of service. ‘That means, you can 
supply your customers with exactly the right switch 
in type and capacity, to meet their needs. 

There are no more dependable time switches made for 
controlling window lighting, electric signs, burglar 
alarms, apartment house hall lights and charging stor- 
age batteries, etc. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St., New York, N. Y. 














| the worthy mayor. Hence it was 
arranged to grant the good man an 
audience and to permit him to kiss the 
royal hand. The mayor was a rough, 
blunt man, not skilled in courtly ways, 
but withal, so satisfied with himself 
that he had no fear of being unable 
to conduct himself well before the 
Queen and he was in raptures at the 
though of being ennobled. 

“He had a great stock of proverbs 
and old sayings with which he was in 
the habit of larding his speech, and 
when he was presented to the great 
Queen, he blurted out, to the amaze- 
ment of the courtiers who surrounded 
her: ‘Well, Your Majesty, when the 
Spaniards tackled you, they got the 
wrong sow by the lug!’—quoting an 
old English proverb. Abashed at the 
imperious frown darted at him by the 
haughty Queen and at the furious 
murmur of resentment from her at- 
tendants, the mortified mayor was 
quickly hustled out and, needless to 
say, never received the coveted 
accolade of knighthood. 

“In those days the word ‘lug’ meant 
‘ear, but today it describes the little 
electrical fitting illustrated in the 
inside pages of this letterhead. Lugs 
are one of those insignificant items 
of every stock-room that are indis- 
pensible and that are habitually over- 
looked until the moment when 
urgently needed to complete the cut-in 
of a motor or other important piece 
of factory apparatus. The cartoon on 
the last page of this letter tells a 
story that is true in almost every fac- 
tory. The Bull Dog lug assortment 
(see within) affords a convenient and 
economical method for industrial 
plants to stock lugs so that any needed 
| lug is always at hand.” 








Harry Byrne, Jr., and F. C. Phillips of 
the ‘Tacoma office of the North Coast Elec- 
tric Co. Anyone who knows Harry Byrne, 
president of the company, whose main of- 
fice is at Seattle, will recognize Harry, 
Jr., on the left, 
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“GOLD SEAL” HEADSETS 


‘‘The Best That Money Can Buy”’ 





2200 Ohms 
$6.00 






3200 Ohms 





‘““GGOLD SEAL” HEAD SETS are electrically and mechanically, — as well as from a radio 
standpoint, — as perfect as the highest-priced Head Set on the market, — yet, with all 
their perfection, they retail at only $6.00 for 2200 Ohm, and $8.00 for 3200 Ohm. 


The trade mark ““DEVEAU” has stood for the highest quality in telephone apparatus for thirty 
years,—a guarantee that every known advantage in design and manufacturing has been taken 
into careful consideration. 


Magnets are extra-heavy one-piece units; cups are of aluminum to keep down the weight but 
unlike other Head Sets, every exposed metal part of the set is finished in genuine 24-karat 
gold,—under a protective lacquer so that the finish will last for years; the terminals of each 
unit are concealed,—no contact possible with users’ hands. 


“DEVEAU GOLD SEAL” HEAD SETS are like a piece of fine jewelry in appearance, but 
with all the radio niceties that the most advanced radio enthusiast can desiree DEVEAU 
Units exactly match each other in tone,—each has maximum sensitivity and perfection of tone 
quality. 

“DEVEAU GOLD SEAL” HEAD SETS are guaranteed to be electrically and mechanically 


perfect,—our Guarantee protects every purchaser. 


STANLEY & PATTERSON 


INCORPORATED 


General Offices and Factory: 250 West St., New York, U.S. A. 


(3 Blocks Above Franklin St.) 
Cable Address: “‘Eleclight’’ New York 


O. por a ig Le aoe jy ean ——— - 
reoran J urko Electrical Sales Co. oherty-Hafner Co. 
12 Pearl St. 2217 Dickerson Ave. DISTRICT SALES OFFICES Kenyon Bldg. 730 W. Monroe St. 
ss ~~ SAN ANTONIO 7 SALT LAKE CITY CLEVELAND 
C. . Wyatt W. 8S. Haythorne§ he oo di Ene. i _—~s Raymond Ackerman 30 4 Bo a 
Mutual I Lite e Bldg. 301 Schley Ave. 1156 Seventh St. 305-7th Avenue Dooly Bldg. Bldg. 
a PHILADELPHIA SEATTLE SAN FRANCISCO LOS ANGELES HABANA 
H. Beaven J. A. Vaughan P. L. Hoadley on" & La Moree Clapp & LaMoree Arnesto N. Rodriguez 


Axe-Horala Bldg. Packard Bldg. Seaboard Bldg. 171 - 2nd St. 310 E. 4th St. Abreu Bldg. 
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exTRA BOX FiTTER 





REG. U.S. PRT, OFF 


Conduit Box Switch 


No matter from what viewpoint you consider the Levolier Con- 
duit Box Switch, it wins approval. 


1—Approved by Underwriters’ Laboratories’ New Specifica- 


tions. 


2—Approved by Industry—Gives individual control at low 
cost. 


3—Approved by Electricians—Has ample capacity. 6A- 
125V—3A-250V. Easily wired. Outfit is wired com- 
plete on the floor by connecting switch to one leg of the 
fixture circuit. To hang, connect wires in the usual manner. 
Insert switch in the knock-out of box and fasten cover. 
No extra wiring necessary. 


4—-Approved by Users—The miniature knife-switch mechan- 
ism means sure and positive action. Never gets out of 
order. Out of the way and out of sight, but always con- 
venient. 





The above message is appearing in electrical and industrial papers for January. The 
Levolier Conduit Box Switch is going over in a big way with both industrials and 
dealers. It is the switch for individual control of lighting units. 


| PACGILL/'D 


MANUFACTURIN G_CO. } eric 


ESTABLISHED 10046 


VALPARAISO - INDIANA 






































Jobber and Syndicate 


(Continued from page 6) 


tonishing how many pick-up orders 
can be turned over to a local jobber 
by a friendly purchasing agent and 
friendly department heads. 

On the whole, while the present 
situation may not be altogether to 
the liking of the jobber, who would 
prefer to see not too many eggs in 
one basket, it is not without its com- 
pensating features. The syndicate 
business does not afford the profit 
formerly to be earned on _ orders 
from individual properties, nor is 
the jobber saved the expense of 
traveling, for he must still cover the 
same territory in securing contractor, 
dealer and industrial business. The 
syndicates have increased the job- 
ber’s possibilities, and, as a rule, 
offer better credit risks, so that a 
loss in profit may be offset by these. 
However, a decision as to whether 
the position of the jobber has been 
improved or weakened by the spread 
of syndication will depend largely 
upon the experience of the individ- 


ual jobber. 





Tell This to Your Contractors 


Some very interesting figures have 
been developed by M. G. Buchan, in 
charge of service to contractors for 
the Electrical League of Cleveland. 
He has undertaken a survey among 
residence wiring contractors to learn 
the prevailing prices at which six and 
eight-room new houses are _ being 
taken. The outstanding features of 
this preliminary survey covering 32 
jobs are: 

1. That wiring is being taken at 
too low a figure with the aim of secur- 
ing future fixture and appliance busi- 
ness. 

2. That proper records are not 
kept to show departmental costs. 

3. That these factors result in a 
demoralizing effect on the contractor- 
dealer business as a whole and create 
unfair competition for the contractors 
engaged in wiring only. 

“An average cost of $1.96 an out- 
let is conceded by most contractors 


_ to be the general estimate,” Buchan 


says. “Assuming that contractors 
want a net profit of 10 per cent on 
all work executed, it will be seen that 
for various overhead expense ratios it 


will be necessary to get the prices 


listed on the table I have compiled.” 
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PARANITE Lamp Cord, either silk or cotton 


covered, is an important adjunct to the lamp 
on which it is equipment. 

In exacting comparison with other lamp cords, 
PARANITE impresses by its pliability, its 
non-kinking features and its general all 
around “more than code requires quality. 





Manufacturers of lamps find it ideal to use 
Dealers know it possesses innumerable points 
applicable to the sale of lamps. Users depend 
onit forthe utmost in service—and they get it. 


Your trade can have PARANITE in parallel 
or twisted pair in 250 feet lengths packed on 
handy reels or in 1000 to 1500 feet lengths 


in standard shipping cartons.) 


INDIANA RUBBER & INSULATED WIRE COMPANY 


CHICAGO JONESBORO, INDIANA NEW YORK 


811 MARQUETTE BLDC. THE THOMAS & BETTS CoO. 
63 Vesey St. 
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SAFET® 


The most important feature of all 
electrical installation must, of necessity, 
be safety. When you are assured of 
absolute safety at a minimum of cost, 
it is worth while to investigate the in- 
stallation that gives you this combina- 
tion. 


Entire safety, with assured economy, 
are two of the salient features of Utility 
Snap-In Blanks and Bushings in all 
electrical installation. 


Their safety is guaranteed by the fact 
that they are fully approved by the 
Underwriter’s Laboratories. 


The hole in % 
inch bushings 
will take single 
braid, rubber 
covered wire up 
to number 8. 
The *% inch will 
take double 
braid up to 
number 4. 


Made in two 
sizes to fit 4% 
and % inch 
knockouts in 
any service or 
outlet box. 





Their economy is proven by: 
1. Their everlasting wear. 


2. Being unbreakable, and 
weather-proof. 


3. Their easy installation; 
no skilled labor being re- 
quired. 


4. By their moderate cost. 


The inspection rules demand that all 
holes in boxes be closed, and Utility 
Snap-In Blanks close them most effect- 
ually. 


Then, too, Utility Snap-In Blanks and 
Bushings are neat in appearance, and 
take up a minimum of space wherever 
installed. 


WRITE FOR SAMPLES 


Uiwees eo 
TOOL, DIE & STAMPING 


COMPANY 
Toledo, Ohio 








Here is the table: 


Overhead ratio Price per outlet 
a $3.01 
SG eer Get 42. 3.26 
SP NE IIE ance cncttinnee cnsnies 3.57 
60 per cent. ........siG--u 3.92 
ae ee 4.35 
SG. per. con®: ..34.4 el 4.90 


These overhead expense ratios, 
Buchan explains, are based ‘on the 
selling price. Data thus far compiled 
shows that average price an outlet in 
one group (seven jobs) is $2.62; in 
a second group (seven jobs) $2.93; 
in a third group (10 jobs) $2.61, and 
in a fourth group (eight jobs) $2.86. 

* * * 


Spurr’s Men Active in League 
Work 


The Southern new England Elec- 
tric Co., has been especially active in 
Electric work in Connecticut. Joseph 
R. Spurr, president, is a director of 
the Electrical League of Hartford and 
a member of the Better Relations 
committee. E. T. Rowland, district 
sales manager at Hartford is on the 
membership committee. District sales 
manager H. V. Lips of Waterbury is 
vice-president of the league in that 
city. 


Mid-West Issues Net-Price 
Monthly 


Under the appropriate title of 
“The Cost-Finder” the Mid-West 
Electric Co., Omaha and Des Moines, 
gets out a very useful net-price 
monthly catalog. It is very clear and 
concise and covers supplies, radio 


| and appliances. An innovation of 
| value to customers is the ‘““Want Ad” 


department, 





























S JALIE S| M/E NI'S 











In the office of James M. Bateman at 
the Erner Electric Co. Cleveland, O., 
hangs @ monthly sales chart-like the one 
above. It shows the proportion of profit 
realized from the sales of each man. The 
interesting part is that same men show as 
much or more profit than others with a 
larger volume. 
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HUBBELL 


Convenience ¢ 
Outlet: 
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Porcelain for 
Permanence 
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Duplex Convenience Outlet, Bleck ; Pn oe ee a ee 
Duplex —_ outlet Block A new opportunity for bigger sales—the 
rune He. 258. new Hubbell Black Porcelain Conven- 


ience Outlets! 


Show your customers how compact and 
strong these outlets are. Point out the 
advantages of porcelain. Explain that 
porcelain does not deteriorate nor absorb 
moisture; that its insulating qualities are 
unexcelled and permanent; that it does 
not crumble nor chip. 


The trend is toward porcelain for Con- 
venience Outlets. Take advantage of this 
situation. Push Hubbell Black Porcelain 
Convenience Outlets. 


HARVEY HUBBELL 


ELECTRICAL W3RING DEVICES 
Single Side-wired Body. BRIDGEPORT CONN. U.S.A. 

New Black Porcelain 

No. 7500. Composition— 

No. 7550. 





Duplex Side-Wired Body. 

New Black Porcelain 

No. 7525. Composition— 
No. 7575. 






















Remember its the Te Slots, that make outlets Convenient” 
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Activities of the Society 


for Electrical 


Development 
Work Under Way and Suggestions of Business Building Value to the Industry 








League Council Organization 

Representatives of the local elec- 
trical league and of the Society, 
comprising the league council elected 
in September, at the third annual con- 
ference of local electrical leagues at 
Association Island, N. Y., held their 
first meeting at Cleveland, O., on 
November 17-18. This meeting was 
for the purpose of organizing the 
council, so as to carry out the purpose 
of the so-called Whitehorne report; 
namely, that the council represent the 
local electrical leagues of the United 
States and Canada and act in an ad- 
visory capacity to the Society in its 
work of League service. Discussion 
in general reviewed the present needs 
of league service now being provided 
by the Society at the request of the 
past league conferences, and estab- 
lished the necessary working arrange- 
ments with the electrical development 
organization to carry on the functions 
of league headquarters and league 
service under the service and guidance 
of the league council. 

The council elected as its chair- 
man, Thomas C. Russell, president of 
the Russell Electric Co., Chicago, II1., 
and director of the Electric Club of 
that city, and as its vice-chairman, 
Earl E. Whitehorne, commercial 
editor of the Electrical World. 

The following were elected to serve 
with them as an executive committee: 
F. B. Adam, president of Frank Adam 
Electric Co., St. Louis, Mo., and presi- 
dent of the St. Louis Electrical Board 
of Trade; E. M. Ashworth, manager, 
Toronto-Hydro-Electric system and 
president of the Electric Service 
League of Toronto; H. A. Brooks, 
commercial manager of the Potomac 
Electric Power Co. and president of 
the Electric League of Washington, 
D. C.; M. A. Curran, of the Western 
Electric Co., of New York and former 
president of the Cincinnati Electric 
Club, and J. E. North, commercial 
agent, Cleveland Electric Illuminating 
Co. and president of the Electrical 
League of Cleveland, 

Among other things, the council 


also requested the Society to under- 
take: 

(1.) To prepare a report of its 
activities in league promotion for the 
year 1924, and a list of its service now 
available for the information of the 
several leagues. 

(2.) To investigate the possibil- 
ities for league organization in all 
cities of the United States and Canada 
of over 100,000 population, and to 
promote the developments of leagues 
in them as rapidly as possible. 

(3.) To prepare a manual on 
league organization subject to the 
approval of the executive committee 
of the league council. 

(4.) To appoint a member of its 
staff to serve as secretary of the coun- 
cil and to provide the necessary head- 
quarters equipment, Kenneth A. Mc- 
Intyre, who has had wide experience 
as supervisor of league and field work 
in the Society, has been designated for 
this appointment. 

* * # 
New Leagues Organized 

The Society reports that Electrical 
Leagues have recently been organized 
in the following cities: Uniontown, 
Pa; Glens Falls, N. Y.; Houghton, 
Mich.; Michigan City, Ind.; Water- 
bury, Conn.; Kalamazoo, Mich.; 
Amsterdam, N. Y.; Coatesville, Pa.; 
Jackson, Mich.; Meridan, Conn. 

In some of these cities, the organ- 
ization of the league was an outgrowth 
of the interest developed in the Home 
Lighting Contest. The various 
branches of the local electrical in- 
terests, realizing that competitors 
could co-operate for their mutual 
benefit and profit, decided that they 
could not afford to such a 
splendid opportunity of continuing 
their organization as a permanent 
business building medium. 

In addition to the above cities, 
where organization has actually been 
completed, the Society reports that 
the electrical interests in dozens of 
other communities are keenly in- 
terested in developing permanent or- 
ganizations, 


miss 


Hodge and Bennett Elected to 
Advisory Council 

William H. Hodge, advertising 
manager of the Byllesby Engineering 
and Management Corporation and Ell 
C. Bennett, editor of Electric Light 
and Power, have been elected to mem- 
bership on the advisory publicity 
council of the Society. 

The importance of this council is 
growing and it was due to the assist- 
ance rendered in planning the special 
Christmas campaign helps, that the 
Society was able to offer the industry 


such an excellent assortment this year. 
* * * 


A National Residence Market 
Survey 

The fifth edition of ‘Customers 
vs. Population,” a compilation which 
represents a national survey of the 
number of wired homes, has just been 
issued by the Society. This manual 
contains 70 pages of figures covering 
hundreds of communities throughout 
the country and represents about 98 
per cent of the ‘total number of 
wired homes in the country up to 
December 31, 1922. Figures are also 
given for each state, with an estimate 
for the year 1923. 

The manual also contains maps 
showing the wired homes saturation 
of each state, comparing the figures 
given in the fourth edition with those 
appearing in the fifth edition. 

The study will be of value to manu- 
facturers and jobbers with national 
distribution to assist in setting up 
sales bogies; to public utilities for 
comparative purposes, and will indi- 
cate to contractors and dealers com- 
munities where there are exceptional 
opportunities for engaging in con- 
tracting and appliance selling. 

In the past it has been extremely 
difficult to get figures right up to the 
minute, but as this study has now 
been going on for several years the 
public utilities now realize its value 
and are co-operating with the So- 
ciety to supply reports which will 
permit of the publication of up-to- 
date studies. Copies of the manual 
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ResonantWood 
Insures 
Tone y 


Quality § 











Model VI $ 
14” horn 
-Model VII $ 
21” horn 





Music Master 
Selling Points 





A fine quality 
of tone, pos- 
sible only with 
an amplifying 
horn of wood. 
No distortion, 
because’ tone 
chamber is 
heavy cast alu- 
minum, scien- 
tifically 
tapered. 

y Keen, power- 

P ful, highly sen- 
—_ sitive repro- 
ducing unit. 
Model VIII Mahogany nae wae 


4. 
Cabinet with “Full Float- — mo 


ing” horn $ Connect in 

of natural 3 —— of head- 
phones. 

we No batteries 

needed. 


No adjust- 
ments. 


iN 
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iA NEI te Ss psec EO 














Music Masters 
Sell 


Themselves 


Mr. Salesman, the size of your pay check 
depends upon the increase in your dealer 
business. Assurance of larger and quicker 
sales lies in the choice of the merchandise 
you “push.” Specialize on Music Master, 


it is the fastest selling item in Radio. 


The readers of the Saturday Evening Post 
and other national magazines see full page 
Music Master advertisements regularly. 
Fans know that Music Master improves 
the performance of any set and do not hesi- 


tate to recommend it to their friends. 


Dealers everywhere find that a demonstra- 
tion always sells the customer. Sets stay 
sold when equipped with Music Master, and 
satisfied customers are a dealer’s most valu- 


able asset. 
ay 


{Music Slaster Corporaiion 


Makers and Distributors of High-Grade Radio Apparatus 
Tenth and Cherry Streets 
Chicago Philadelphia Pittsburgh 


Connect any Music Muster in place of head- 
phones. No batteries required. No adjustments. 


usic 
fasier 


RADIO REPRODUCER 
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Among the standard friction tests 
which show the marked superiority 
of Firestone Friction Tape is the 
separation test. Preparatory to this 
test the tape is wound on a 1 inch 
mandrel under a tension of 10 lbs., 
as shown in the illustration above. 























Above the tape is shown being sep- 
arated under a 4 lb. tension. Specifi- 
cations of the American Society for 
Testing Materials allow 30 inches 
separation per minute. The average 
for Firestone Friction Tape is but 15 
inches. In the standard heat test of 
100 degrees C for 24 hours, Firestone 
Friction Tape registers an average 
equally as high above A. S. T. M. 
requirements. 


More Efficient on the Job 


Because More 


Thoroughly Tested 


In the Making 





. 


IRESTONE Friction Tape is preferred for all classes 
of electrical work because the rigid tests to which it 
is subjected at the factory assure a more tenacious grip, 
more perfect insulation, and longer service on the job. 


In tensile strength, in dielectric properties, in freedom 
from sulphur and in uniformity of both fabric and friction, 
Firestone Tape measures up to standards far higher than 
those of the American Society for Testing Materials and 
other accepted authorities. 


Regular users of friction tape, the leading utility 
companies and electrical manufacturers as well as the 
man who buys for handy use around the house, appreciate 
this extra value. 


This customer satisfaction is giving dealers everywhere 
steadily increasing sales on Firestone Friction Tape. 
Available in bulk, under jobbers’ name or in standard 
Firestone cartons. Discounts and complete specifications 
promptly supplied from the Home Office at Akron, or 
from any Firestone Branch. 
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FRICTION TAPE 
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Cash Sales 


JShat await you — 
around your corner 


IGHT NOW — when 

doors and windows are 
closed—the need for mech- 
anical ventilation is great- 
est and you can secure 
imany orders for — 





Every store, office, restau- 
rant, garage, factory, public 
building, theatre and home 
iS a prospect —a cash sale 
anda profitable job of wiring 


If you haven’t heard about 
our 1925 Co-operative Mer- 
chandising Program, write 
for particulars. 


ILG ELECTRIC 
VENTILATING CO. 
2854 North Crawford Avenue 

CHICAGO, ILLINOIS 


For Offices, 


Stores, Factories, 
Public Buildings Theatres 
Restaurants, Houses, Etc. 
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Again Greetings! 


HE old year has passed with its record of successes, leaving 
Ce the New Year an heritage of lessons learned, and the 

stimulating glow of satisfaction for good things well done. 
My pride in Connecticut’s contribution—introducing beauty in 
molded Bakelite insulation—is also my pledge that we shall 
continue to strive for leadership of better-grade wiring devices, 
and the Industry as a whole. 


The forecast for the New Year is plenty and prosperity. 
It is my earnest wish that each and every one of you may 
enjoy his full share—a successful, happy New Year. 


Sincerely 


@ ‘ President 


THE CONNECTICUT ELECTRIC MFG. CO. 
MAIN OFFICE AND FACTORY: BRIDGEPORT, CONN. 


New York Chicago San Francisco 


CONNECTICUT 
“A-1” DEVICES 
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are available to non-members of the 
Society at $3.00 each. Members of 
the Society have already received 
their copies and can obtain additional 


ones at 75 per cent discount. 
* * * 


Old School Doctoring 


There is a close similarity between 
the human physical system and the 
modern industrial systems in com- 
plexity and the possibility of getting 
out of order. If anything goes wrong 
with the regular workings of either, 
there are symptoms of disorder, called 
in the one case sickness and in the 
other an industrial crisis or depres- 
sion. A great change has come over 
the practice of medicine in the last 
50 or 100 years in dealing with sick- 
ness. The old practice was to “do 
something” violent or desperate forth- 
with. The patient was bled, scarified, 
purged, physicked, drugged, drenched, 
dosed with the most drastic remedies 
known, the apparent purpose being 
either to try everything that might 
happen to suit the case, or to stir up 
all the life forces with a view to ex- 
citing them to a supreme effort of 
resistance that would finally put the 


evil spirits to flight. If the patient 


did not die under the treatment, it 
was considered that persistence had 
been rewarded in at last finding the 
proper remedy. In later years, how- 
ever, medical science has demon- 
strated that Nature has her own re- 
storative processes, and that the best 
treatment for the patient is one that 
gives rest and nourishment and de- 
pends upon Nature to work the cure. 

In dealing with the ills of the in- 
dustrial system, however, the same old 
political doctoring remains in vogue. 
First the political doctors have a de- 
bate as to who is responsible for 
the patient’s condition. Who has 
“charmed” or bewitched him, and by 
what incantations can the charms be 
loosened? There is intense activity 
in all political circles to “do some- 
thing” forthwith, with little apprecia- 
tion of the fact that unless the pre- 
scription is founded on knowledge it 
will make the patient worse. No 
remedy is too preposterous to be tried. 
All the quacks who feel that their 
own political future is involved have 
remedies to offer which they guess 
might accomplish something. There 
is no recognition of the principle that 
Nature’s forces are the most potent 
agency of recuperation, and that if 
not interfered with but given free play 
will work a certain and speedy cure. 




















FLEXCO-LOK| 


They Are Strong Repeaters 


—and we are daily selling them to_ TI 
users through jobber-dealer channels | 


We think well enough of this line of thirty- 
four expanded metal lamp guards to sell it per- 
sonally in one plant after another placing the 
orders through our jobbers. Once sold, the re- 
peat business goes through the jobber. 





You haven’t time to do this missionary work, 
but you do have time to recommend the line as 
compact, favorably priced and the most efficient 
guards from the standpoint of workmanship and 
distribution of light. 


FLEXCO-LOK guards are key-locking. 
FLEXCO guards close with round head screws. 


_ The thirty-four numbers provide for all usual requirements 
in standard brass and weatherproof sockets. 


Sample of 60-watt regular style and detailed information 
upon request. 


FLEXIBLE STEEL LACING CO. 


4698 LEXINGTON ST., CHICAGO, ILLINOIS 

































Emerson Junior 


1925 Model With 


Switch in Base 





This popular leader fan is offered for 1925 with sliding lever 
switch in the base, the one improvement we could find to make. 
The new list price is $11.00. Of course, it carries the Emer- 
son 5-Year Guarantee! 


Northwind fans are offered at new and lower lists—the 8-inch 
two-speed Northwind at $7.50—the 10-inch 3-speed oscillator 
at $15.00. 


Bulletins giving full data and showing several new types are 
now ready. Also new and attractive sales helps for every one 
selling Emerson and Northwind fans. 


THE EMERSON ELECTRIC MFG. CO. 
ST. LOUIS NEW YORK 
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John Trumbull Governor of 
Connecticut 

Upon the election of Governor-elect 
Bingham of Connecticut to succeed 
the late Senator Brandegee, lieut. 
governor John H. Trumbull, presi- 
dent of the Trumbull Electric Mfg. 
Co., automatically becomes governor 
of the state. Truly the electrical in- 
dustry is being signally honored these 
days. The above information and the 
news of E. M. Keatley’s election to 
the West Virginia legislature sets us 
wondering how many political tri- 
umphs among electrical men remain 
unreported. 

* * 


P. F. Lyons Now Sales Manager 
for Fralick 


P. F. Lyons, who was formerly 
district manager of the United States 
Rubber Co., wire division, has_be- 
come associated with S. R. Fralick 
& Co., Chicago, Ill. As sales man- 
ager, Mr. Lyons brings to the Fralick 
company years of experience, and his 
success there is bespoken by a _ host 
of friends. 





Unusual Features of the 
Birtman Factory 

Growth of the Birtman Electric Co., 
Chicago, Ill., has necessitated no less 
than six increases in manufacturing 
space during the 16 years of its his- 
tory. Last is the erection of an en- 
tirely new manufacturing plant, hav- 
ing twice the production capacity of 
the present large plant, with ample 
room for even further expansion. 
The new plant, recently completed, 
is located at 4132 to 4148 Fullerton 
avenue, Chicago, and consists of five 
buildings, each specially designed to 
suit the manufacturing needs of the 
company. 

On the Fullerton avenue front is a 
one story office and administration 
building, with windows on three sides 
and saw-tooth skylights overhead. An 
unique feature of this building lies in 
the fact that each department is con- 
tained in a closed room, the informa- 
tion operator being the only person 
within sight or hearing of the visitor 
who steps into the office. The result 
is a complete absence of distraction 
and disturbance so common in other 


\ 


New Factory of the Birtman Electric Co., Chicago, Ill. 





busy offices where -visitors enter or 
pass through the ordinary general 
office. There are 17 rooms in the 
office, seven of which are occupied by 
executives and the balance by the vari- 
ous departments. 


Directly to the rear of the office 
building, on the east, is a one story 
machine shop, every square inch of 
which is flooded with daylight through 
windows on its sides and the saw- 
tooth construction of its roof. Its 
floor is laid directly on the ground 
so that the floor load is unlimited 
everywhere, while each machine is 
equipped with individual electrical 
drive. It also contains the die and 
tool department, where all special 
tools are built and maintained, the 
automatic screw machine department 
where thousands of small parts are 
turned out every day, and the testing 
laboratory where all raw materials 
are inspected and tested to rigid speci- 
fications. 

Directly adjoining the machine 
shop is a three story assembly build- 
ing, alongside of which a private 
switch track from the C. M. & St. P. 
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Ry. serves the company. On the first 
floor of this building, the front half 
is entirely occupied by a raw material 
stockroom, all raw materials being un- 
loaded directly from the freight car 
into this space. The rear portion is 
occupied by the finished goods stock- 
room and the shipping department, 
having convenient access to the freight 
loading platform and the truck load- 
ing platform in the rear. 

The second floor of the assembly 
building is occupied by the main as- 
sembly department. An_ interesting 
feature of this department is the two 
sound proof rooms in which motors 
are tested. In one of these rooms 
each motor is tested under conditions 
approximating those it will meet when 
in use, while in the other the tests are 
repeated under conditions from twice 
to five times as severe. 


The third floor of the assembly 
building contains, among other things, 
the motor winding department. Here, 
by progressive assembling, the com- 
plete working parts of the motors are 
built. The armature, which is the 
heart of the motor, is assembled, 
wound, soldered, tested, and in fact 
built completely while moving around 
an oval track. On this floor also 


peed 





is the production branch of the ad- 
vertising department. Here, print- 


ing presses and folding machines | 


turn out the millions of circulars and, 
booklets which the Birtman company 
cheerfully gives to the jobbers and 
dealers handling its products. 


* * * 
Inland’s Smiles 
The accompanying photograph 


shows the major portion of the Inland 
Glass Co’s. sales force at a recent 
sales meeting meeting, and anyone 
doubting that business is not good only 
has to gaze upon the smiling counte- 
nances of the salesmen in this picture. 
When you see a buneh of salesmen at 
a sales conference smiling as_ this 
crowd is doing you can rest assured 
that business must be good with them. 
This is especially true of the gentle- 
man in the lower left-hand corner, 
Paul Burress, who had just received 
advice that Mrs. Burress had pre- 
sented him with a baby girl, making 
the third young lady for this family. 

The Inland boys have all had a 
good year during 1924 and have excel- 
lent prospects for the coming year and 
only ask that their jobbers remember 
their faces from this illustration, when 
they make their rounds in the spring. 





et delete ~ 





Sales force of the Inland Glass Co.—Back row, left to right: Leroy Johnson, Ohio 
salesman; F. E. Chambers, sales manager; C. B. Mitchell, special representative; 
J. E. Pierce, Chicago salesman; J. H. Allen, street lighting salesman, and P. E. 
Sullivan, Michigan salesman. Front row, left to right: Paul D. Burress, Illinois 
salesman; C. E. Lofland, Jr., general western salesman. Miss Mildred Dahlman, sales 


correspondent; W. O. Yagerline, general eastern salesman, and J. W. Lepper, Iowa 


Salesman. 





AND 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 


and Cables 


LONG LIFE 


IS ONE FEATURE 


But the footage per pound 
and the Quality through- 
out its length has made 
American Brand the lead- 
er in its line. 


American Insulated 
Wire & Cable Co. 


CHICAGO 




















WEATHERPROOF WIRE AND CABLES 


“AMERICAN BRAND” 
HAS NO EQUAL 
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New Electrical Products, Illustrated 








A patented innovation of singular 
beauty has just been introduced by 
the Frank E. Wolcott Mfg. Co., 
Hartford, Conn. The “Torrid” elec- 
tric marcel waver iron is so simple 
to operate that the youngest begin- 
ner can readily obtain a perfect 
marcel wave. This item is being 
offered in both black and ivory as- 
semblies. It comes with a detach- 
able plug in handle and is fitted 
with a lustrous-white enamel handle; 
a white silk Duplex connecting 
cord; an ivory button on the curler 
clamp, and brown Bakelite, two-piece 
separable attachment plug. 





The Bryant Electric Co., Bridge- 
port, Conn., has recently added to 
its line of well known appliances a 
combination Bakelite pendant switch 
and appliance outlet for use and con- 
nection with lighting fixtures which 
are out of convenient reach. No. 
29081, as the device is known, is 
composed of a push through switch 
and appliance receptacle contacts 
enclosed in a brown colored molded 
Bakelite casing. It is neat in 
appearance and is only 2%, in. long. 





“Heat-A-Knife” is the name given 
to the new furniture patchers’ elec- 
tric furnace offered by the Bobbett 
Electric Mfg. Co., 818 East Forty- 


third street, Chicago. This heater 
is economical in current consump- 
tion, the size of the opening being 
large enough to accommodate a 
knife from either end. The alumi- 
num cylinder is mounted by means 
of two aluminum end castings. The 
end castings are mounted on a nice- 
ly finished asbestos base. The knives 
are placed in the furnace lined with 
monel metal which will not rust or 
scale. Cord and plug is attached 
to each furnace. 






























The “RM” switch box recently brought out by 
the Trumbull Electric Mfg. Co., Plainville, 
Conn., is meeting a long felt need for a rugged 
full safety article for installations where size 
is a prime factor. By removing two screws 
the entire switch and fuse block can be taken 
from the box. The handle operates a compres- 
sion spring on the same principle as the rest of 
the type “A” line. The handle would operate 
the switch if the spring should fail. Blades are 
carried by a rotor of moulded material, actu- 
ated by the cam of the quick-make and quick- 
break mechanism. The handle is a ribbed steel 
punching with cast iron knob, practically in- 
destructible. 

















Some advantages of the electric soldering iron brought 
out by the Ward Mfg. Co., 987 Wellington avenue, Chi- 
cago, are: it can be used with either direct or alternat- 
ing current of 105 to 115 volts; approved by the Under- 
writers Laboratories; parts are insulated against any 
possible short circuit; heating elements are of high 
grade Nichrome wire wound on high resistance lavite; 
straight point has two interchangeable threaded tips; 
patented swivel point may be adjusted to any posi- 
tion to 45 deg. making it possible to solder places 
otherwise inaccessible; points are all tinned, ready for use. 
It is guaranteed for one year and will be replaced if 
found defective. 











The Bryant Electric Co., Bridgeport, Conn., has 


recently added to its line of electrical wiring de- 
vices a new line of shallow push button switches. 
These switches are known as the 5500 line and are 
made in single pole, double pole, three point and 
four point styles. The contact terminals are held 
with two screws which is an improvement over 
the ordinary switch construction which employs 
only one screw per terminal. With two terminal 
screws the terminals cannot shift position. 
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New Electrical Products, Illustrated 














The Waage No. 180 “Sun Heat” 
reflector heater brought out by the 
Waage Electric Co. 5100 West 
Ravenswood avenue, Chicago, has a 
solid polished copper 13-in. bow. is 
16%, in. high and weighs apprexi- 
mately 6 lbs. It has an ornamental 
base; bronze finish; nickel chromium 
element, and is guaranteed for one 
year. 








Pass & Seymour, Inc., Solvay sta- 
tion, Syracuse, N. Y., are placing 
on the market a pull socket with 
many new striking features. The 
need of keeping the chain free from 
live parts is met in a new and novel 
way. Inbuilt features back of the 
bellmouth maintain the safety fac- 
tor without snubbing attachments 
on the socket chain. The chain can- 
not accidentally unhook and yet 
may be quickly attached or detached 
from the new chain hook when de- 
sired. ‘The outside appearance of 
the P & S socket has not been 
changed by these features. 








The Bryant Electric Co., Bridge- 
port, Conn., has recently improved 
its line of screw ring sockets by the 
addition of knurling to the ring. 
As the illustration shows, these 
sockets have a style of shell and 
cap which is held together by means 
of a ring which slips over the 
shoulder on the cap and is threaded 
to the body of the shell. This makes 
an extremely secure fastening which 
will not jar loose when a _ heavy 
shade is hung from the shell, and 
is made for use in places where big 
metal and glass shades are fastened 
to brass shell sockets which are 
hung on surfaces subject to vibra- 
tion. 








A new type of switch designed 
and built for use as an entrance 
switch, disconnect, or for installa- 
tion demanding infrequent opera- 
tion, has been announced by the 
Square D Co., Detroit, Mich. The 
switch has single throw action, is 
fusible and is being built in the 60, 
100 and 200 ampere, 3 pole, 250 
volt sizes. It is known as the 46,000 
line. 








The Beaver Machine & Tool Co., 
Inc., of Newark, N. J., has brought 
out a new plural socket. The manu- 
facturer claims that the “Double 
Duty” socket is smaller than any 
other similar socket housed in a two 
part casing. The illustration shows 
that from the outside it has a neat 
graceful design. 








Some of the features of the Wag- 
ner desk bracket fan manufactured 
by the Wagner Electric Corp., St. 
Louis, Mo., are: quietness; lightness ; 
strength; equipped with carrying 
handle; oscillation adjustment, safe- 
ty oscillation release and pinion for 
turning the fan body to alter the 
air path without turning the fan 
base. Complete specifications of all 
models and data covering 38 sales 
features are contained in the new 
Wagner catalog now in _ prepara- 
tion. 





The Beaver Machine & Tool Co., 
Inc., Newark, N. J., announces an- 
other heater plug which incorpo- 
rates a new principal to this class 
of device. The metal contacts or 
grips which fit on to the appliance 
terminal posts have no _ binding 
screws to attach the heater cord to 





same. Instead, the heater cord is 
snapped under a special tongue ar- 
rangement. The casings of the 
plug are so designed that when they 
are screwed together the casing 
securely presses the tip of the 
tongue down, gripping the heater 
cord securely. 
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New Electrical Products, Illustrated 
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The F. W. Wakefield Brass 
Co., Vermilion, O., manufac- 
turer of “Red Spot” lighting 
specialties, announces im- 
provements in its “general 
purpose line” of low priced 
ceiling and pendant hang- 
ers for commercial lighting. 
The ceiling ring, as_ illus- 
trated, has been entirely re- 
designed and the pendant 
type improved in several 
important details. In the 
future the general purpose 
“Red Spot” hangers will 


be packed in cartons instead of being nested. Two, three or four fixtures, 
according to size, will constitute a carton, and standard packages will be 
multiples of these carefully packed units. 





The Reflector & Illumi- 
nating Co., 565 Washing- 
ton boulevard, Chicago, 
has just placed on the 
market a complete new 
line of reflectors for show 
windows, display cases 
and interior lighting, 
known as “Sterling” stip- 
ple reflectors. The princi- 
pal advantages claimed 
for these new reflectors 
are: a stippled finish 










S7EAL/ING 
\< — READI-2-ATTACH HOLDER 


CRYSTALLIZING LACQUER 
) BAKED ENAMEL —/NDIAN BROWN 
x PROTECTIVE 
it COPPER PLATE 
=} TRIPLE PLATE or 
a STERLING S/LVER 
CLEAR CRYSTAL 
LASS 


which dispenses with fluting or corrugation; the replacing of conventional 
designs with more practical shapes or reflectors; a change of color from 
green to Indian brown enamel, and an improved patented reflector holder 
which is adjustable and fits all standard brass or porcelain sockets. 








Another addition 
ot the “Eureka” 
line is announced 
by the Frank W. 
Morse Co. 289 
Congress street, 
Boston, Mass. 
Herewith is fea- 
tured the Morse 
“Eureka” ~~ exten- 
ennmece sion cord, which in- 
TELePHone vieg Cludes cord, panel 
HERE plug and cord con- 

nection. 








The Utility snap-in 
blanks and _ bushings 
are designed for serv- 
ice cabinets, steel gut- 
ter linings, meter 
loops, drop cord cov- 
ers, roof sign letters, 
etc. Some outstand- 
ing features are: save 
time in _ installing; 
will not break; rust- 
proof; neat in ap- 
pearance; occupy less 
space in the box; 
snap in place like a 





glove fastener; fit all 
makes of service and 
outlet boxes; they are 
manufactured in one 
piece, eliminating the 
possibility of break- 
age, and are approved 
by the Underwriters’ 
Laboratories. The 
manufacturer of these 
time-saving devices is 
the Utility Tool, Die 
& Stamping Co., To- 
ledo, O. 











The new 10-in. oscillating fan 
manufactured by the Dayton Fan & 
Motor Co., Dayton, O., is known as 
Model 400. It delivers a cooling cur- 
rent of air, spreading it to all parts 
of the room. It can be had for 
either direct or alternating current. 
Besides being oscillating, a thumb- 
screw permits of adjustment to any 
desired angle—up or down. The 
blades are made of solid brass. 
Eight feet of heavy wear-resisting 
cord, with plug attached, are also 
furnished. 








The Bryant Electric Co., Bridge- 
port, Conn., has added to its line a 
lock type tumbler switch. This de- 
vice is similar to the familiar Bry- 
ant shallow-cup, flush, tumbler switch 
except that the composition handle 
has been removed and replaced by 
a fibre shield slotted to receive the 
actuating key. This switch is in- 
tended for use in public hallways, 
waiting rooms and other places 
where it is desired that only those 
persons having the proper keys may 
operate the lights. The device may 
be used ‘in connection with Bryant 
standard flush tumbler switch plates 
and, as it has a dead mechanism, 
there is no danger of shock to the 
operator when inserting or removing 
the metal key. These switches can 
be obtained in single pole, double 
pole, three point and four point 
styles with porcelain or composition 
cups as desired. With each switch 
is furnished a metal key for oper- 
ating it. All metal keys are alike. 
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Changing These Window Displays Paid 


—Here Are the Figures to Prove It 


Percentage increase in lamp sales due to 
windoy displays..........-- 56 per cent 
‘Total increase in one week’s lamp sales for 
five dealers ...... PORT Crore 
Average increase in lamp sales for each 
MIE ccc cvaedececebateeaecccetace« 
Additional compensation for each dealer due 
to increased sales (at 30 per cent)...... $ 
Direct expenses in setting up displays: Crepe 
paper, or cloth (cost $50, serviceable for 
50 weeks) one week’s use .......- ee 
Labor: $30-a-week clerk working 14 hr. at 
624 cents an hour ......+++-+++++> nats ae 


$536.25 
107.25 


1.94 


os 


Average reward to dealer*for changing win- 








sheweeeenesserccepereoeos $30.23 


dow display 


OW much in dollars and cents is it worth to an elec- 
He dealer to change a window display and put in a 

new trim featuring some attractive line of interest to 
passers-by ? 

What increase in sales can be traced to such a new 
window trim, and what profit from such additional sales can 
be credited to the change of display itself? 

An investigation to throw light on this question has been 
carried on with the co-operation of a group of electrical 
dealers, by E. F. Newkirk of the Edison Lamp Works at 
Harrison, N. J. 

For this experiment using incandescent-lamp displays, 
Mr. Newkirk selected five stores. For one week, before _. 
entting in tps disney carefil poe Vary 


<j 















to DEALERS co-operating in this test were Edison 
= AZDA Lamp Agents. The service which helped 
be it dress their windows is available to all Edison 
AZDA Lamp Agents. The display material used is 
part of the wealth of material available to every 


qualified Edison Mazpa Lamp Agent. 


And in 1925 we will hav 
e for our Agents n 
window and store material that will ates sant 


sales value on the balance sheet. 


a No write today to our nearest district Office, or to the 
ison Lamp Works of General Electric Company, Harrison, N. J 
, ? ej? 
















Consumers recognize t 

Maxfield Parrish ae 
asthe mark of a quality 
store. Itisavailablein sev- 
en sales compelling forms. 


EDISON MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 





Gen 
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Boxed Line of 


RESIDENTIAL FIXTURES 


BRASS AND ALUMINUM. 


GUARANTEED BAKED FINISH. 


DISTRIBUTORS ONLY. 
Exclusive Territory. 


Complete Line—Competitive Prices. 


Brings in new contractor dealers. 


Average Turn-Over Four to Six Times 
Per Annum. 


Prompt Service and Shipments. 


Sales Help 


Let us submit our Sales Plan and Samples 


— 


HUDSON 
BRASS WORKS 


INCORPORATED 
16-18-20 Nassau Street 





BROOKLYN, N. Y. 
























Square 








f * Deal 








Quality Products 


Non-Metallic Flexible Conduit 
Flexible Steel Conduit 
Armored Cable 


P.S. Write for our vest-pocket 
telephone directory. 





Eastern Tube & Tool Co., Inc. 


Brooklyn, N. Y. 








Toman Directs Peerless Sales 


Management of sales of the Peer- 
less Electric Co., Warren, O., is now 
in new and worthy hands. Phil F. 
Toman has recently taken charge of 
this department, and indications are 
that some interesting developments in 





connection with the Peerless company 


will be witnessed during the coming 
year. 

Toman was an army aviator during 
the war, after that becoming connected 
with the General Electric Co., in 
charge of advertising and sales pro- 
motion for the fractional horse power 
motor division at the Fort Wayne 
plant. 

He left them January 1, 1924, to 
become advertising and sales pro- 
motion manager of the Horton Mfg. 
Co., Fort Wayne, Ind., and on 
November 1 became sales manager of 
the Peerless Electric Co. 


Altogether he has had quite a 
number of active years of experience 
in the merchandising of electrical 
products, which will be valuable in 
this new connection. 

The Peerless Company has built up 
a line of quality products over a 
period of 25 years, covering fans, 
motors, generators and rotary con- 
verter units, and has always held a 
group of very high grade customers 
who have appreciated the quality and 
performance that are built into Peer- 
less products. 
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Roos Joins Fada 


Following the policy of undertak- 
ing considerable radio engineering and 
research work during the coming 
years, F. A. D. Andrea, Inc., New 
York, N. Y., has added to its engine- 
ering staff Oscar C. Roos. Mr. Roos 








Oscar C. Roos 


is one of the real pioneer radio en- 


gineers of this country. During his 
23 years of experimental radio work 
DeForest, Seibt, Stone, and Fessen- 
den, he has seen much of the true 
cross section of radio development in 
both this country and 
countries. 


business executive. 

Mr. Roos in 1910 was chief en- 
gineer of the Great Lakes Radio Tele- 
phone and Telegraph Co., establishing 
commercial service between Toledo 
and Cleveland. He rendered signal 
service in putting the Phillipine radio 
system in order and operated exten- 
sively in the Orient. During the 
World War he was with the E. J. 
Simon Corp., as designing engineer of 
precision and laboratory equipment. 

Since the war he has been acting as 
a consulting radio engineer except dur- 
ing the years 1920-21 when he was as- 
sistant chief engineer of the Inter- 
national Radio Telephone and Tele- 
graph Co. 

During the past months, Mr. Roos 
has been acting as radio editor of the 
Boston Sunday Advertiser and as 
American correspondent for seven 
technical radio journals in continental 
Europe. 

* * # 
Economy Moves in Minneapolis 

The Economy Fuse & Mfg. Co., 
Chicago, Ill., on September 8 moved 
its Minneapolis district sales office to 
1008 Marquette avenue. 











Patented 


FITZ-M-ALL 


OUTLET BOX HANGER 


STOCK YOUR TRADE 
WITH FITZ-M-ALL 
AND THE . KRUSE! 


Stock your contractors with 
these two fast selling articles for 
the big increase in business 
that’s bound to come to them. 




















1924 shows a tremendous in- 
crease over the previous year— |= 
1925 promises to show a greater ')'-=—— 
proportionate increase in sales. | 

Fitz - M - All Outlet Box|\ & 
Hanger and the Kruse Switch-|.' 9 
box Supporting Strip are pop- (== 
ular among contractors. . 

That’s why over 400 of the 
finest jobbers in the United 
States are stocking the complete 
line. 

Jobbers can now secure stocks 
from our warehouses in Chicago, 





Boston, Philadelphia and San 
Francisco for immediate ship- 3 
ment. 


Keep your trade stocked with 
the Kruse and the Fitz-M-All. 


MID-WEST METAL PRODUCTS COMPANY 


MUNCIE INDIANA 











in foreign | 
He is a combination of a | 
very talented research engineer and | 






































Sameness of High Quality 


Lynchburg quality sells Lynchburg Glass Insulators. 


After many years of hard service, Lynchburg Glass Insulators on 
low and medium voltage lines show absolutely no deterioration. The 
sameness of Lynchburg High Quality tells—it is a tremendously im- 
portant sales factor. 


Lynchburg Glass Insulators are designed, pressed and annealed with 
only quality and service in view. This is why you should and can 
sell them in profit making quantities. 


Samples and descriptive literature gladly furnished on request. 


LYNCHBURG GLASS CORPORATION 


Lynchburg, Virginia 


“Supreme Where Quality Counts” 
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Boost Your Sales 
with ABolites 


(Porcelain-Enameled Steel Reflectors) 





9 inch AFS Type. Specially designed for 
sign-lighting. Formed type, non- 
interchangeable one-piece pattern. 

90% of your customers only 

think “sign-lighting” 
when you talk of ABolite Angle- 

Bowls. But what about the many 


other jobs where they could use 
them? Tell them—and Sell Them! 


For Instance— 


For punch-press lighting, car-wash- 
ing stands in garages, gasoline-filling 
stations, railroad crossings, protective 
lighting, tennis-court illumination, etc. 


See Catalog 177-A 
for further details 


5 Big Sales Points 
about ABolites 


Correct Design. 

Accurately Made. 

Low Stock Investment. 
Detachable Reflector Types. 
Service and Satisfaction. 


1. 
2. 
3. 
4, 
5. 


AB PRODUCTS DIVISION 
The National Screw & Mfg. Co. 
CLEVELAND, O. 




















Chicago Fuse Issues ‘No. 30” 


Occasionally a catalog comes along 
that by its general appearance as well 
as the painstaking thoroughness with 
which it has been compiled arrests 


and holds the attention. Such a one | 


is the new catalog of the Chicago | 


Fuse Mfg. Co., Laflin and Fifteenth 
streets, Chicago, Ill. To the trade it 
is known as catalog No. 30. This is 
the thirtieth catalog in 35 years, 
during which time the products of this 
company have been manufactured 
under rigid contro] and with scientific 
understanding. 

The book contains 96 pages and 
covers, on enameled _ stock, 
profusely illustrated. The rounded 
corners add much to its appearance. 


heavy 


In glancing through the pages their 
“open” appearance at once strikes the 
eye. Closer examination shows that 
this is due to the style used in com- 
piling. Take renewal fuse links, for 
example, on a typical page there are 
47 catalog numbers, with amperages 
running from 1 to 600. But as far as 
carton quantity, standard package 
weight per package and list price per 
100 are concerned, these all fall into 
six groups. One to 30 amperes, for 
instances, all take the same carton 
quantities, etc., so they are enclosed 
in a bracket as a group and the carton 
quantity and other specifications men- 


tioned above are set down only once | 


for the group. This simplifies the 
whole page and is much less confus- 
ing than the myriads of figures on the 
ordinary catalog page. 

Aside from fuses, there is a very 
complete showing of fuse wire, cut 
out bases and fittings, outlet boxes 
and eovers and switch boxes, 


* * 


New Officers for Specialty Co. 
Following the death of Mr. Oakley, 
new officers of the Cincinnati Special- 
ty Mfg. Co., were elected as follows: 
Louis Stentz, president; W. H. Pent- 
large, vice-president; Edw. S. Grause, 
treasurer, and J. Ben Grause, secre- 
tary and manager. 
* * 


Anylite Appoints Chicago 
Agent 

The Jacobsen & Cross Co., 128 
North Wells street, Chicago, IIl., has 
been appointed Chicago representative 
for the Anylite Electric Co. Ft. 
Wayne, Ind. Irving J. Jacobsen and 
his partner are doing a good job on 
this and their other lines. 


* 





y, o- 
CUNGsrownor’ 


Steelduct 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 
for its lasting qualities. 


Steelduct enameled conduit is dis- 
tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers. Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


YOUNGSTOWN 


OHIO 








Jobbers! 


Independent Switch-Box Support- 
ing Strips, and Lath Holders will 
make you big profits! 





They are quickly and easily in- 
stalled. The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 


Independent Switch- Box Supporting 
Strips and Lath Holders have exclusive 
features which put them far above any- 
thing on the market. 
too! 

This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 

Send for jobbers’ proposition and prices. 


Prices are right, 





Independent 


Stamping Company 


5938 Chene Street 
Michigan 








Detroit, 
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“CENTRAL” 
Rigid Steel 


CONDUITS 


MM 





“Central Black”’ is made for 

prefer an 
conduit. The 
enamel on “Central Black” 
conduit will withstand the 
most severe treatment, and 
will not crack or flake when 
the conduit is bent. 


users who 
enameled 


Approved by the Under- 
writers Laboratory. 


“‘Certral Biack” 
(Enameled) 


“Central White” 


(Galva :ized) 


CENTRAL TUBECO. 


PITTSBURGH, PA. 




















THE MULTI LINE 


IS DEPENDABLE 


oO TAU LT Multi Bushings are 
finirnnny made in the clamp 
a i) and no-clamp_ types 

= of the finest porce- 

lain and a_ special 




















# composition. All sizes 
aig for all jobs. 
Clamp Bushing 


Contractors know 
they can depend on 
Multi Bushings for 
long and dependable 
service. That’s why 
they will boost your 
sales. 


Every jobber should 
stock this line of 
bushings. Get in 
touch with us imme- 
diately regarding our 
jobber proposition. 


Jobber! Ask 
your sales man- 
ager to take on 
4 the Multi Line 
Slip of Bushings. 





eee 


Compeciiien 


MULTI ELECTRICAL MFG. CO. 


1848 W. 14th Street, Chicago, Ill. 











Donnelley Unit Plan in Full 
Production | 


No other form of sales promotion 
offers so great a return, possibly, per 
dollar invested as an up-to-date cata- 

|log for the jobber. It not only en- 
courages but it reinforces the sales- 


men, 


One of the largest catalog pro- 
ducers in the country is the R. R. 


Donnelley & Sons Co., of Chicago, | 


Ill. Its new unit selection plan is 
now in full production and offers real 
individuality in catalogs to the job- 
ber. 


No manufacturer has been asked, | 


or permitted to pay for making a unit. 
Donnelley’s have financed the building 
of the thousands of units, which are 
now ready for use. 

New units will be built up as fast 
as needed in order to cover any job- 
| ber’s special needs. 


Electrical supply catalogs built 
| on the Donnelley unit selection plan 
have already been distributed this 
year from practically every large job- 
bing center in the United States, and 


in the foreign countries to which 


ported. 
* * ¥* 


Clair Upson Passes Away 

Clair Peck Upson, sales and adver- 
tising manager of The States Co., 
Hartford, Conn., died December 6 of 
pneumonia after an illness of only 
six days. 


ton, Conn., February 6, 1891, and was 
a resident of New Britain, Conn., at 
the time of his death. 

He was a graduate of New Britain 
High School, 1910, and of Pratt In- 
stitute, Brooklyn, 1912. 


For several years he was draftsman 


In 1918 he went to Birmingham, Ala., 


and in 1921 entered the employ of The 
States Co. 

Among the organizations of which 
Mr. Upson was a member were the 
Connecticut Pratt Club, the Hartford 
Advertising Club and the American 
Institute of Electrical Engineers. He 


Scout work. 

He leaves a wife, Helen Dicken- 
son Upson, and one son, Edwin P., 
aged four years. 








American electrical goods are ex- | 


Mr. Upson was born in Kensing- | 


for the Hartford Electric Light Co. | 


where he held a position with the | 
Tennessee Coal, Iron and R. R. Co., | 


was also active in church and Boy | 


{ 
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‘A RESOLUTION 
THAT MEANS 
MORE BUSINESS 
We've resolved to 
make 1925 the big- 


gest and best year 
we've ever had. 











This new year is 
bound to see in- 
creased sales of 
the Steel City 
Line. 


Every article in 
the line gives a 
better job, yet 
costs no more and 
less in some cases 


It’s well and fa- 
vorably known to 
all your  contrac- 
tors. 


Jobber’s salesmen 
have less trouble 
in selling the Steel 
City Line. In the 
interest of better 
wiring and more 
business during 
1925 you should 
sell your trade the 
complete line, in- 
cluding the new 
“Universal” Con- 
duit Couplings 
which save your 
contractors’ time 
and labor on con- 
duit jobs. They 
eliminate the extra 
threading of pipe 
ends and the align- 
ment of conduit is 
not necessary. 


These couplings 
are made of 
Malleable Iron and 
galvanized by the 
Sherardi z- 
ing Process which 
protects the 
threaded parts as 
well as the outside 
surface. 


“Universal” Con- 
duit Couplings are 
approved by the 
Underwriters’ 
Laboratories. 


For more - sales 
and__— profits __ all 
through the year 
you should become 
more familiar with 
the line—send for 
catalog No. 34-F. 


Steel City C*.  Clectrre Ca 
PENNSYLVANIA 
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Reaches the job 
ready to install 


Self.Starters! 


PEN his order with Pitts- 

burgh Standard—the patented 
aga Protected Enameled Con- 
uit. 


It is your best starter for every 
order because it is a self-starter 
for the contractor—“Reaches the 
job ready to install!” 


Costs no more than ordinary 
enameled conduit. Threads sharp, 
clean, true. P. §S. is a real order 
starter. 


Enameled Metals Co. 


PITTSBURGH, PA. 
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(Enamelled) 


WN ALVADUCT 3 





(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 














P. & S. Moves Chicago Office 
Following the appointment of 
Frank T. Haffner as western manager 
for Pass & Seymour, Solvay, N. Y., 
the Chicago office and warehouse was 
moved to 730 West Monroe street, 
about a block from the old place. 





Frank T. Haffner 

Mr. Haffner, of whom a very good 
likeness is shown here, was formerly 
district manager at Cleveland. His 
new territory is a consolidation of the 
Cleveland and Chicago areas—he is 
now responsible for both. 
from Denver to Pennsylvania and 
from the Northwest to the Gulf of 
Mexico. 

Frank Haffner has been doing a 
first class job with Pass & Seymour 
for 14 years. His friends and cus- 
tomers in the industry run into thou- 
sands. His first few months in the 
Chicago office have shown some start- 


ling increases in business. 
* * * 


National Carbon’s Tremendous 
Advertising Campaign 

The National Carbon Co. advertis- 
ing of “Eveready” radio batteries, 
“Tiveready” flashlights and “Columbia 
I.veready” dry cells will appear dur- 
ing 1925 in 1,294,244,472 copies of 
American magazines and newspapers. 

In other words, there will be ap- 
proximately 12 advertisements for 
cach of the 110,000,000 people in the 
United States. 

The “Eveready” quartet—flash- 
lights, radio batteries, dry cells and 
miniature mazda lamps—has launched 
forth for the year 1925 on the biggest 
advertising campaign in its history. 
The circulation figure passes the bill- 
ion and a quarter mark. When it is 
added that magazine space averages 
better than half-pages and newspaper 








This means , 














KILLARK 


Bell Transformers 





Salesmen— 
Here are 5 points to remember when sell- 
ing Killark transformers: 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 























Discriminating Travelers Prefer 


Hotel Lincoln 


WHEN IN INDIANAPOLIS 


400 R MS #itTus 


together with many other comfort 
features at most reasonable rates. 





Thereis but one price to everybody. 
Rates posted in each room. 





Rooms with shower bath $2.50 
and upwards 

Rooms with tub bath $3.50 
and upwards 





Conveniently located in the heart of 
Indianapolis, on WASHINGTON ST. 
( National Trai] ) at Kentucky Ave. 


Management R. L. MEYER 
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Cut Customers’ 


Labor Cost! 


2-Plex is a double tape requiring 
only ome operation to tape a joint 
with both rubber and friction tape. 


Cuts Time In Half 


Rubber cannot break or be for- 
gotten. The new heat-tested 2-PLEX 
tape assures absolute safety. 


We shall gladly send you or any 
of your customers generous size 
free samples. Write us today. 


HOLFAST: RUBBER CO. 


Atlanta, Georgia 


2-PLEX TAPE 








BRUNT 
aaitty PORCELAIN 


Manufactured ander 
license from the Patented 
Porcelain Appliance & Feb. 3, 
Corp. 1920 


Our goods marketed through the 
Jobber. 
Drive-It Knob 


Knobs, Tubes, Cleats 
and Specialties 
BRUNT TILE & PORCELAIN C0., 


COLUMBUS, OHIO 








space better than 20 inches, the cam- 
paign becomes one to conjure with in 
advertising history. The power of the 
printed word is being called upon to 
an extent seldom, if ever, heard of 
before. 

The gross newspaper circulation 
for 1925 will be 1,023,579,613. The 
average circulation of all daily news- 
papers in the United States for one 
day is 30,000,000. The National 
Carbon Co.’s newspaper advertising 
campaign, therefore, is the equivalent 
to using every daily in the country for 
34 days. 

The gross magazine circulation, 
which includes magazines of general 
interest, farm papers, technical papers 
and trade papers, will be 270,664,859. 
It is accumulated upon schedules 
which run from six to 12 insertions in 
the course of the year. In each case the 
space is eye compelling in size—half- 
pages, full-pages and double-page 
spreads. 

Each of the “Eveready” products 
has its own campaign, designed to 
register with intensity upon its various 
markets. The largest are of ‘‘Ever- 
ready” radio batteries—naturally the 
biggest end of the business in this year 
of radio enthusiasm and interest—and 
the “Eveready” flashlight. 


Throughout the entire campaign, 
the National Carbon Co. will carry out 
the closest co-operation with dealers. 
Broadsides to the trade will keep it 
fully advised of each campaign and 
window and counter displays in great 
variety will be supplied as a further 
aid to dealers who are awake to the 
possibilities of tying up with the 
background of national advertising. 


* * * 


“Durabilt”’ Stocks in St. Louis 


The Tubular Woven Fabric Co., 
Pawtucket, R. I., announces that 





OPPORTUNITY 
AND AISLELITES 


Complete installations of Aislelites can be 
sold to every motion picture theatre in your 
territory. 


Aislelites are the entree—you and your 
contractors can get the complete electrical 
installation. 








Aislelites are opportunity for more sales. 
They light the aisles of motion picture 
theatres with a diffused light. They elimi- 
nate overhead and side lights and make 
going in and out of theatres quick and safe. 
Aislelites fit in beside the seats out of the 
way. 

Every electrical contractor and every 
architect specializing in theatres will buy 
and specify Aislelites. Get the order for 
yourself. Full selling information and job- 
ber proposition on request. Send for it. 


EXHIBITORS SUPPLY 
COMPANY 


{s25's. Wabash Ave., Chicago, Ill 











Duraduct, Duracord, Duraflex, Dura- | 


wire, etc., are now stocked in St. 
Louis at 1524 Olive street. This is 
concrete evidence of the good job 
being done by E. C. (Jack) Johnston, 
St. Louis district manager. 

The company has appointed R. F. 
Whitmore, 9 West 13th avenue, 
Denver, Colo., as agent for the Rocky 
Mountain section, covering Colorado, 
Wyoming, Montana, Idaho, Utah and 
New Mexico. He will carry a com- 
plete stock of “Durabilt” products 
in Denver in order to give service to 
the jobbers in that section. 

















A man is known by the hotel 
he selects. 


A hotel is known by the pa- 
trons it keeps. 
Discriminating people who ap- 
preciate the spirit of Hotel 
Cleveland are the kind of pa- 
trons we seek. 


1000 rooms 1000 baths 
Rates Reasonable, too 


HOTEL CLEVELAND 


Cleveland, Ohio 
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Velvet Frost 


Reg. U. S. Pat. Off. 


Enables you to per- 
manently frost any 
lamp in 2 
Safe and 
economical to use. 
24, 5 and 10-Ib. 


cans, 


clear 
minutes. 





McKAY COMPANY 
275 Water St. New York City 


Western Representatives 
Atlantic-Pacific Agencies Corp., San Francisco } 











GENERAL 
PORCELAIN CO. 


W. Virginia 








Manufacturers of 
Standard .Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B. Wiggins Company | 
Established 1857 
Engravers Plate Makers Die Embossers 


1 8. Wabash A } 
sas Peonics owed Bldr. CHICAGO }| 


















80th. Street as#East End Avenue, 
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phone connector, 


Kearney Justly Rewarded 


A great number of the readers of 
Tue Jopser’s SALESMAN will be glad 
to hear of the advancement of James 


R. Kearney of the W. N. Matthews 
| Corp., who has been made director of 


electrical sales, in charge of all elec- 
trical sales in the United States, Can- 
ada and the republics of Mexico and 
Cuba. This is in recognition of his 
outstanding work in connection with 
and 


power companies, jobbers 


through-out the electrical field. 


When a boy he started in the elec- 
trical business as groundman and _ be- 
second class lineman. It was 
then he decided to get some experi- 
ence in plant work and started in as 
oiler, rising to dynamo tender, assist- 
ant fireman, fireman, assistant engi- 
neer, engineer, ~ assistant 
winder, armature winder, assistant arc 
lamp repair man, foreman arc lamp 
department, assistant in motor de- 
partment, foreman motor department, 
line department as first class lineman, 
assistant line foreman, line foreman, 


armature 


superintendent line construction, engi- 
neer of construction and engineer in- 
stalling plants. 

After this experience he joined W. 
N. Matthews & Bro., Inc., as sales- 


/ man in the St. Louis territory, then 


Western Electric Co., 
New York, covering their houses 
throughout the United States and 
Canada as specialty man on line mate- 
Later he came back to W. N. 
Matthews & Bro., Inc., as special rep- 
resentative, and was put in charge of 
sales west of Mississippi River, then 
in charge of sales west of Pittsburgh; 
then in charge of sales for all of the 
United States, and now in charge of 
sales of the United States, Canada, 
Cuba and Mexico. During the last 
three years he has built up a sales 


went to the 


organization of 25 specialty salesmen 


| and is constantly increasing it. 


Daring his spare time he has in- 
vented the following Matthews spe- 
cialties: cable clamp, slack puller, 


}| boltless cable camp, solderless tele- 


solderless electric 
light service connector, cable lug for 
ending heavy cables, comelong, plate 
anchor, universal cable rack, pole butt, 
open boltless guy clamp, insulator 
coupling, high wall 
bracket, straight line heavy cable can- 
nector and has several other patents 


line clamp, 


pending. 








ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 

















The 


DETROIT, MICH. 


re) 

El >f 4 1 om li 
“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 





A jobber line that jobbers sell. Write for 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT CO. 


TRENTON NEW JERSEY 






















WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at one- 
half the cost. 





No solder, no 
blow torch 
necessary. 


Makes every 
connection 
100% perfect. 


'§.H. STOVER &CO. 
PITTSBURGH, PA. 






AMERICAN BRAND 
CONDENSERS 


with the 


| 
| . 100 tol~ | 
‘Worm Drive Vernier 
| Finest Condenser Made | 
and the 
Greatest Radio Value | 
Offered the Public | 


| 2prateonty 22 In Canada®72 | 


AMERICAN BRAND CORPORATION 
NEWARA,N. J. 
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MERCHANDISED Binding Posts 


Nationally advertised, attractively packaged, quality 
merchandise. Tops furnished either plain or en- 
graved in 25 different markings, and they don’t 
come off! 


pools our new catalogue—it’s ready wow! 
) H.H. EBY MFG. CO. 
Philadelphia, Pa. 

















PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 

















YAGER’S 


Soldering 
Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 


priced reasonably. 


ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


‘For list of distributors see McRae’s 
1924 Blue Book. 
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Wrigley for Quality 
















| HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, Ill. 











| Ilg Electric Ventilating Co. 


’ considerable 


Ilg Plans in the Wind 


Giving the electrical dealer and 
contractor something new and definite 
each year, has been the policy of the 
At this 
writing it is a little premature, but 
within the bounds of confidence to 
tell the jobber and jobber’s salesmen 
that the Ilg dealer sales plan for next 
year is to be thoroughly unique and 


| far reaching in effect. 


In a trial campaign which they con- 
ducted this fall, the dealers responded 
in a most amazing manner, because 
there were no “ifs’’ and “ands” about 
the proposition, or strings being 
pulled for a dealer to lay out a lot of 
his capital on supposed results. 

This is as far as can be gone in 
letting you know that there is some- 
thing big going to be carried on by 
Ilg this year. In February it is prob- 
able that the full working plans can 
be given in detail. 


Wakefield Not Crippled by 
Fire 


A serious fire, which on December 


5, practically destroyed the 


factory building of the F. W. Wake- | 
field Brass Co., at Vermilion, O., will | 
not, it is reported, seriously cripple | 
| the company’s service to its trade. | 
The warehouses in which were stored | 
“Red Spot” | 


of 
lighting material and parts, were un- 
injured, the administration building 
only 


stocks 


with books and records was 
slightly damaged by smoke. 
The new “Red Spot” factory, al- 
ready ordered, will be 60 by 200 ft., 
almost double the size of the old 
building and will boast over 3000 sq. 
ft. of glass, according to A. F. Wake- 
It will be of 
one story, 
finished within 


field, vice president. 
type, 
expected to be 
weeks after the fire. 


standard and 


making and certain of the lighter 
manufacturing will be carried on in 


the warehouse and in rented space. 


* * * 


Horn Made of Impregnated 
Fabric 

On September 9, 1924, the Inter- 
Ocean Radio Corp., Jersey City, N. 
J., received patent No. 1,507,711, 
covering the process of making loud 
speaker horns from “a plurality of 
layers of textile fabric impregnated 
with a filler.” The finished product is 
called the “Woodehorn.” 


main | 


is | 
six | 
In the meantime | 
assembly operations, finishing, tool- | 



























Type C Audio 


Transformer 





A quality transformer at an attrac- 
tive list price. Suited to all types 
of hook-ups. 


DONGAN ELECTRIC MANUFACTURING CO. 
2993 Franklin St. Detroit, Michigan 
| Transformers of Merit for 15 years. 


CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 




















Galvanized 
; Pipe 

. and 
& © Conduit 
ef X= Straps 
ef Y= MERWIN 


MFG. CO. 


ERIE, PA. 
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PEIRCE 
Secondary Racks 


HERE is a Peirce Rack for Every Secondary job. When 

secondaries are tied to Peirce racks uninterrupted service 
is assured. All Peirce racks are designed so that the point of 
fastening is in direct line with the strain, thus developing the 
full strength of the metal used. 










They are made in six types: Standard type, Extended Back 
type, Light Presteel type, Heavy Presteel type, Horizontal 
type and Huff type. 







Recommend Peirce Racks for all secondary uses as de- 
scribed in Bulletin No. 3. 







Sold exclusively and carried in stock by the 
Leading Electrical Jobbers. 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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ell your customers about the Eveready Hour 


Every Tuesday evening from 9 to 10 
(Eastern Standard Time) is the hour 
when Eveready radio programs are 
broadcast simultaneously through 
these prominent interconnected 
radio stations: WEAF, New York; 
WJAR, Providence; W EEI, Bos- 
ton; WFI, Philadelphia; WCAE, 
Pittsburgh; WGR, Buffalo. 


The unusually large number of 
letters expressing appreciation of 
our programs convinces us that the 
Eveready Hour has met with un- 
usual favor and that these programs 


Announcing the Eveready 
Hour in the January 10th 
Saturday Evening Post. 


have added considerably to the enter- 
tainment of listeners-in everywhere 
in the country. 

Suggest to your dealers that they 
listen to the Eveready Hour them- 
selves and that they tell their cus- 
tomers to do likewise. The Eveready 
Hour is provided for the enjoyment 
ofall. For best results, sell Eveready 
Radio Batteries—they last longer. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Ine. 
Headquarters for Radio Battery Information 
New York San Francisco 
ATLANTA CHICAGO DALLAS KANSAS CITY 
Canadian National Carbon Co., Limited, Toronto, Ontario 








“Bull Dog’ Theatre 


Super-Safety Switch- 


boards are made to meet 
the most exacting de- 
mands, both in simpli- 
city of operation and 


sturdy construction. 


They are economically 
mstalled and positive in 
operation, 


Superior in Every Detail 


The distinctive features of Bull Dog Safety Switches assure 
safety, reliability and long wearing qualities. 


Fuse Clips are made from Vandam Bronze and retain their 
spring temper while under tension indefinitely. 


Cable Terminal Lugs are made of solid copper rod cold 
flowed to shape. Great mechanical strength and careful con- 
struction make for perfect contact. 


Break Jaws are of the rugged Type ‘‘A” machine made con- 
struction and stand up under the severe service of ‘‘breaking”’ 
the circuit. Perfect Switch Blade and Crossbar Construction 
of unit design. When cabinet door is opened all operating 
and current carrying parts of the switch are instantly visible. 


Interlocking Mechanism prevents opening the switch cabinet 
when switch is in “On” position. Prevents accidental throw- 
ing on of switch when door is open. 


These and many other features insure quick sales 
and satisfied buyers. 


MUTUAL ELECTRIC & MACHINE CO. 


DETROIT MICH., U.S.A. 








The “Luminized” pro- 
cess makes the Bull 
Dog Switch luminous 
im the dimmest light. 
Its attractive appear- 
ance harmonizes with 
white basements and 
daylight factories. 
The “Luminized” fin- 
ish is durable and 
resists rust, acids and 


alkalies. 








